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IF... date ‘em heavy this month when your 


“U.S.” Rep. calls to introduce "em to you— 


because you never saw such smart new 
Kedettes styles 


because you never saw an casier-to-merchandise 
Kedettes line 


because you never saw a more fashion-exciting 
Kedettes Advertising Campaign 


and because you never saw a manufacturer tell your 
story the way it will be told in °56 by 


THE WASHAGLE CASUALS 


"Delivery protection, freight prepaid, long dating 
terms, your whole sales program laid out! 
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RED CROSS SHOES . THE UNITED STATES SHOE CORPORATION 
CINCINNATI 7, OHIO 


THE NEW CHATEAU IN TANDRITE CALF... #575 CHESTNUT BROWN 


Also available in #3366 Avocado, #3344 Avocado Peel, #3331 Coffee Toffee, 
#3373 Graphite Grey, #518 Cherry Red, # 564 Garnet Red, #577 Demi-Tasse + Black 







E. HUBSCHMAN & SONS, INC., PHILADELPHIA 23, PA. 









Mish Standards of Excellence 


YOU’LL FIND THEM ALL IN 












Fialiston ike 


FOR CHILDREN, MISSES AND SENIOR MISSES 











IN-STOCK NO. 7673 
Real Kip Two Strap with red alligator 
calf saddle. 


673-6, to 8. Bo E 
7673-86'/, to 12 Ato 


IN-STOCK NO. 846 
Brown Kip Oxford with Allenite Tip. wast ee nee 
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The high standards that The Gilbert Shoe Co. 
has maintained for 29 years is your guarantee 

for more repeat business with ‘‘KALI-STEN-IKS”’. 

A capital asset in any store. 







7 THE GILBERT SHOE CO., « THIENSVILLE, WISCONSIN 4 
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THE “LITTLE WOMAN"? 


which Woman 


WwW is she when 
| He g oes 


aly for shoes? 


it takes a COMPLETE line to complete all the sales (pairs) 
to sell the complete woman 


American Girl is such a line . . . complete . . . sports, basics, 
dressy, novelties . . . shoes for her every mood and hour. American 
Girl is the line you can concentrate on — easier to promote, 
easier to merchandise, easier to stock: more profitable. American 
Girl? #1 in the $6.99 to $9.99 retail price field. A line well worth 


aap Me 4 
7) 


= AUERICAW GIRL. swe ' 4 


today — more than ever — America’s standard of value 
288 A Street, Boston, Massachusetts 
Div. Consolidated National Shoe Corp. 


in our national advertising, we tell her “for every you, for all you do — there is an American Girl shoe” 


looking into for your store. 
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RECORD “back-to-school” VOLUME for Little Yankee dealers 
] . . prove the line’s pulling power, and ever-growing popularity. 


2 RECORD PROFITS for Little Yankee dealers. . . because of that 


healthy, steady mark-up (and no mark-downs!) 


RECORD DELIVERIES to Little Yankee dealers . . . gave 
3 them the shoes they wanted, when they wanted them! — and 
proved our in-stock service fine insurance against ‘‘walk-outs’’. 


And, to keep things moving, better take a look 


at your card-records too! Reminder cards, ¢ 
birthday cards and register cards help to keep CL 


the customers coming. They’re in-stock, too! é , 
Let us know how many you need. For Every Growing Foot in the Family 


nov Fc 
awn 
mar ue 
ay june 


vee | nae | AP ister ° crown 
Little Yankee Shee Req “ onwe . now you ve thew toot! 


hope 
your 
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The Yankee Shoemakers, Newmarket, New Hampshire 
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DEFEAT GOOD BUYING... 





READY FOR YOU NOW...A PROVED AND PRACTICAL WAY TO BETTER SELLING 







Brown Shoe Company Presents 


RICHARD C. BORDEN 
‘in How The Nation's 
Top Shoe Sellers Sell 


THE BROWN-BORDEN POCKET SOUND FILM TRAINING COURSE 

COMPLETE—EASY TO USE—ECONOMICAL 
A REVOLUTIONARY NEW SALES TRAINING TECHNIQUE FOR THE 
EXCLUSIVE USE OF BROWN SHOE COMPANY 
RETAILERS AND PROSPECTS 













hard-hitting pocket sound 
films make your sal/es- 
people winners by training them 
to do what the winners do. 









The Brown-Borden Course trains your people in— 




















1. How to Fit the Foot 
2. How to Be a Shoe Show-Man 
3. How to Help Your Customers Choose 
4. How to Hop the Hurdles of Shoe Selling 
&. How to Up a Shoe Purchase by Creative Selling 
6. How to Convert Single Shot Customers into 
Repeaters 
7. How to Prospect for New Customers EACH BROWN-BORDEN TRAINING KIT INCLUDES: 
8. How to Rate the Roundness of Your Shoe . Eight recordings . Eight personal screens 







Selling Skill 






with self-contained picture sequences» 






Eight reading texts+Eight quiz kits+Instruc- 





New method takes only 10 to 15 minutes for each 
lesson, Requires no expensive equipment, no special room tor's manual « Album for permanent filing 


Presents complete lessons, valuable for all sales people, in 







— 








sound and pictures. Equally effective for groups or individuals 





Easily repeated for review 


The complete kit... only $99 g Extra sets of Personal Screen Accordion Folders: $1.50 per set 


The price is low because the Brown Shoe Company sponsors this course by Richard C. Borden 








It’s a service exclusively for Brown Retailers and Prospects 


Brown Shoe Company 


St. Lovis ... Makers of: Air Step * Buster Brown + Official Boy Scout Shoes 
Official Girl Scout Shoes «+ Life Stride + Naturalizer + Pedwin + Propr-Bilt 
Risqué + Robin Hood + Roblee + Westport 
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FEATURE NO. 1 


POWERFUL ADVERTISING 


ON GOOD/YEAR 
TV PLAYHOUSE ! 


NEOLITE Showcase advertising on this top-rated net- 
work show displays and demonstrates shoes with 
NEOLITE Soles to an audience of 24,000,000 people. 
lime after time, viewers are told about the advan- 
tages of NEOLITE in lightness, flexibility, and com- 
fortable long wear. As a result, today there is more 
sell than ever in the shoe with the NEOLITE Sole! Tune 
in! 9-10 PM, EDST, alternate Sunday nights on 
the NBC-TV Network. 


i 
|! 
| 


CONSISTENT ADVERTISING 
IN SOME OF AMERICA'S 
LEADING MAGAZINES 


The neoute Showcase idea is featured in a series of 
full-page ads in leading magazines reaching fashion- 
conscious men and women all over the country. 
These choice shoe customers are reading in their 
favorite magazines why it pays to buy shoes with 
NEOLITE Soles. It will pay you well to get all the facts 
about NEOLITE for your own lines of shoes. Just ask 
your Goodyear Representative or write: Goodyear, 
Shoe Products Division, Akron 16, Ohio. 
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sOWUs SOUS 


Made only by GOOD/YVEAR 


LITE DOES TO HELP YOUS 
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the INSIDE Story... 


How AMERICA’S SUCCESSFUL SHOE 
RETAILERS BuILD VOLUME & PROFIT 





the whole inside storyewill be 
an “open book’..méde available to 
every shoe retailer attending 


The 
SHOE RETAILER'S WORKSHOP 


presented by 


Amos ParrisH & COMPANY, INC. 
AT THE 


NATIONAL 
SHOE FAIR 


CHICAGO 
OcTOBER 23-27 


*Presentation on Tuesday 8:15 A.M., October 25, Conra 


d Hilton 


For months the Amos Parrish organization, famous 

retailing analysts, have been making intensive studies of 

a selected list of highly successful shoe stores operated by 

MEN of VISION. They've found a consistent “formula” 

responsible for the steady volume and profit gains shown 

by these stores. This invaluable “formula” can be applied 

profitably to your operation. You can see this dramatic 

presentation of how America’s outstanding shoe stores 

operate by attending the SHOE RETAILERS WORK.- 

SHOP at the NATIONAL SHOE FAIR.... (Special 

Breakfast, Tuesday, Oct. 25, Conrad Hilton). Get a real 

AMOS PARRISH inside look at modern costing — pricing methods — fresh 

President, AMOS PARRISH & CO, INC, advertising and merchandising techniques — effective dis- 

World Famous plays — special promotion ideas and many other basic 

Retailing Anolysts operations vital to successful shoe store operation today. 

All the important facts and figures of this study will be 

made available to you in a convenient take-home book . . ‘ 
if you are in attendance. 


Photo by Fabian Bachrach 
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IMPORTANT 
REASONS why 


MEN of VISION 


the shoe retailers of America 
SHOULD ATTEND THE 


NATIONAL SHOE FAIR 


1. The Shoe Retailers Workshop presented by 
Amos Parrish organization. 





2. An opportunity to review the new promotional activities 
of approximately 700 exhibiting shoe manufacturers. 


3. Complete and comprehensive showings of thousands 
of new spring shoe styles. 


4. Preview of Retailers’ Achievement Award for 1956. 


5. Exciting preview of the shoe store of tomorrow. 
Full showing in 1956. 


6. Preview of Star Salesman's Award for 1956. 
7. Approximately 100 allied shoe products exhibitors. 


8. Timely information on fashion trends and new 
merchandising developments. 


9. Stimulating ideas for retail store promotions 
and merchandising. 


10. Opportunity to establish valuable new manufacturer 
and retailer contacts. 










Whether your store is on New York’s 
Fifth Avenue or on Small Town’s Main Street, 
the National Shoe Fair is YOUR show S's 
fashioned around the specific needs and inter- 
ests of every buyer and retailer of footwear. 






Jointl y Sponsored by 
NATIONAL SHOE 
MANUFACTURERS ASSOCIATION 
and 
NATIONAL SHOE 
RETAILERS ASSOCIATION 












Make your reservations early and be 
sure of your Chicago hotel accommodations. 
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“KEEP YOUR EYES ON THIS WINNER'S FEET... 
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f£: Canvas Aled 


This is only one of many demonstration, display and 
promotional pieces for use throughout the season at 
the point-of-sale, supplied to every retailer with his 
future order shipment. 


CANVAS SHOES ARE MADE ONLY BY B. F. Goodrich 
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AND YOU'LL SEE THE SHOES THAT CAN'T BE BEAT... 


SHOES” 


@ helps decrease foot and leg muscle strain and 
increase endurance... 


@ helps reduce fatigue and increase comfort... 
@ helps you play your best longer... 


@ helps you go full speed longer. 


THESE POWERFUL SELLING POINTS 


have been building an ever-increasing consumer 





demand for “P-F” year after year through national 





advertising in leading magazines, comic books, 


Sunday newspapers and television. 


IT WILL PAY YOU 


to see the new 1956 “P-F”’ line... NEW STYLES—NEW 
FABRICS—NEW COLORS... all designed to build profitable 


sales...and backed by the biggest national advertising 


and sales promotional campaigns in “P-F” history! 
44 W* 
THERE’S NOTHING LIKE 


*® 


AND HOOD RUBBER COMPANY, WATERTOWN, MASS. 
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IN STOCK 


You can increase your turnover and net profits by 


promoting the fast-selling suedes shown on this page. 


All these and many other styles in calf and kid not 
MIRANDA 


illustrated—are now carried In Stock for immediate BLACK 
SUEDE 
shipment. Our greatly enlarged and improved 
In-Stock Department will give your orders 


wired, phoned or mailed prompt service. 


BLACK OR 


MANY OTHER Lael BLUE SUEDE 
RLACK SUEDE STYLES 


JOSETTE 


NOT PICTURED HERE 
ARE CARRIED 
IN-STOCK 


YODLER 
BLACK, BROWN 
OR BLUE BUCKO 


GAYLA 
BLACK SUEDE 


Write for In-Stock Catalog 
and information concerning certain 


areas still open for a Foot Saver Franchise 


THE JULIAN & KOKENGE CO. 
C8 hc 6 Oo Os Mo oh 8 & Ma t@ 
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OUTLOOK 


Good News For Business 


SECRETARY of the Treasury Humphrey, a cautious 
and conservative official, whose background of experi- 
ence in business and finance give weight to his opinions, 
believes the Federal budget can be balanced in the 
current fiscal year. 

“Barring some unforeseen development,” Mr. Hum- 
phrey told Washington newspaper, radio and TV cor- 
respondents at a joint press conference with Director 
of the Budget Bureau Rowland Hughes, “we think we 
should, and that we can, balance the budget this year.” 
He went so far as to state that tax cuts may be possible 
next year “if prospects of additional revenue are good.” 

“If there ever is a time when our budget should be 
balanced it is now,” Mr. Humphrey went on to say, 
referring to the fact that the nation now enjoys “the 
highest employment and the most jobs ever in the his- 
tory of this country, the highest personal disposable 
income, and with records being set in profits, wages, 
earnings, and production.” 

With regard to taxation, Mr. Humphrey reiterated 
his well-known views that he doesn’t believe in cutting 
taxes on borrowed money. But he declared that as soon 
as prospects for a sufficient increase in Federal income 
appear he will urge a reduction in both personal income 
and corporation taxes. 

In recognizing the desirability and possibility of both 
a balanced budget and reduced taxes, business and pub- 
lic opinion have been far ahead of both the present 
administration and the preceding one. It is more than 
ten years since World War II came to an end, and 
more than two years since the armistice in Korea. In 
only one year since World War II has the Federal 
budget been in balance. 

The government could hardly be expected to bal- 
ance the budget in wartime or in the first year or two 
following the cessation of hostilities. In 1950 came 
the fighting in Korea, and another extraordinary in- 
crease in Federal expenditures, which may or may not 
have been unavoidable. With the right kind of deter- 
mined effort, however, it does seem that government 
expenditures could and should have been materially 
reduced, to achieve a balance between income and 
expenditures, in most of those years preceding and fol- 


lowing the fighting in Korea. 
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But that’s all water over the dam, The important 
thing is that now, on the authority of the Secretary of 
the Treasury, we have for the first time in years the 
prospect of a sound financial situation in our Federal 
government and a budget that will not only be bal- 
anced but one that should remain so as long as ex- 
travagant or unwise spending can be avoided, This 
prospect and expectation is based primarily on the 
rise in tax revenues that is resulting from the current 
high level of business activity, which in turn is operat- 
ing to increase the incomes of corporations and in- 
dividuals. 

But increased revenue is not the only factor on which 
Secretary Humphrey is counting to achieve a balanced 
budget. He is also looking to decreased government 
expenditures. The principal financial officers of the 
government, with the backing of the President, have 
instituted an organized effort, that will affect every 
government department and agency, to halt and curtail 
the upward trend of government spending. It is high 
time that something of this kind should be undertaken 


and pursued with determination and perseverance, 


Ir should be apparent to every citizen, and certainly 
to every business man, whether he happens to be con- 
nected with a “big business” or a small one, that un- 
balanced Federal budgets are bad. They mean that the 
government is accumulating deficits, or in simple terms 
“soing in the hole.” Few business concerns could do 
that for any length of time without landing in bank- 
ruptcy. They could not do it even for a year without 
serious injury to the interests of the owners or the 
stockholders. Neither can the Federal government “go 
in the hole” without injury to all of the citizens of the 
United States. 
decline in profits and dividends to the owners and 
deficit 


reflected in higher taxes, direct or indirect, to almost 


Just as losses in business are felt in a 


stockholders, so financing in government is 

everybody in the country. 
But when the government “goes in the red,” there 
is another effect that is even more serious. A major 
part of the price inflation that we have experienced in 
this country in recent years has resulted, not from the 
normal operation of the law of supply and demand, but 
[TURN TO PAGE 78, PLEASE] 
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Your Converse representative is on his way 


with the brilliant new lir 
shoes for 1956. Make your ’56 season tt 
the cool, colorful and com- 


1e of Converse casual 
1e best 


ever by featuring 


plete line of Converse casuals! 
plus new 


UNI -MOLD CONSTTUCtion / 





Boot and Shoe Recorder 
e 





the complete 
line of 
cowboy boots 


RETAIL PRICES 
Infants’ — $3.95 to $6.95 


Boys’ and Girls’ — $4.95 to $12.95 
» Ladies’ and Men's — $12.95 to $19.95 


Acme Boot Company 
Clarksville, Tennessee 


NEW IN-STOCK CATALOGUE SENT ON REQUEST 


WORLD'S LARGEST MAKERS OF COWBOY BOOTS 
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B.F.Goodrich 


Now B. F. Goodrich sport soles 
in colors that sell 


HAT combination sole and heel on the shoes in the pic- 
oat comes in the newest, fast-selling colors. For use on 
saddle oxford of sportswear type women’s or girls’ shoes, 
they are completely finished, ready for attachment without 
extra work. 

The colors of red, coral, brown and white are the ones 
most women prefer, Another strong sales point is the brand 
—B. F. Goodrich, the name known and accepted by millions. 

New combination soles and heels in color are another 
example of the many quality products made by B. F. Goodrich 


16 


for the manufacture and repair of shoes. For more complete 
information, write Shoe Products Sales, The B. F. Goodrich 
Company, Akron, Ohio. 


NATIONALLY ADVERTISED SHOE PRODUCTS 


B. F. Goodrich 


INDUSTRIAL PRODUCTS DIVISION 
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GLAMOUR COMES IN PAIRS 


“We've modeled Viner shoes for years”’, 
say the stunning Rago Twins, top fashion 
models, “We've worn ‘em for years, too! 
They're perfect on the job... on a date 

. on any gal who’s going places. So 
smart and so inexpensive. You'll love 


"em, too Viner Moc Casuals.” 


VINER BROS., INC. Bangor, Maine 
Established 1905 


LUCERNES - GAY BOUQUETS - WHISPER STEPS 


Another VINER 4 color ad 
appearing in September MADEMOISELLE and October CHARM 











Helps keep shoes in shape — 





will 
curl or warp. not ; 
Lightweight and flexible — for greater Z 4 
Vell dale Me delinliclae , | 
{= 


Weather-proof, skid-proof — protects feet Re a ‘ 
from cold and dampness. ye Spe : \ 


Available in molded soles or AT Thiclaas 


in a variety of colors. 


orld’s largest producer of shoe 


sheets — 


From the w 











BILTRITE 


HEELS AND SOLES 


2 | 
/3 ADVERTISING Nz a 
mega ENTS: AMERICAN BILTRITE 
* we eager RUB BER COMPANY 
- CHELSEA 50, MASS SHERBROOKE, QUEBEC Printed in U. BA 











i . . » a new leather created by 


Beggs & Cobb to meet the current needs of 


the shoe industry. Whenever important style 
trends have offered profit opportunities to 
manufacturers of popular price shoes, Beggs & 


Cobb has developed the leather they require. 


Now it’s Skylark . . . a mellow leather 
to give manufacturers the leather they need 
for the new, softer women’s and misses’ sport 
and casual styles, for growing girls’ and chil- 
dren’s school and play shoes . . . styled in 14 


promotional colors for Spring and Summer, 1956. 


TANNERS OF SIDE UPPER LEATHER 
BOSTON, MASSACHUSETTS 























Headlines and Footnotes 






Important Trade News and Trends of the Fortnight 


As Reported by RECORDER Correspondents 





Calls Price Rise Necessary Due To Cost Jump 


Welfare Benefits and Increased Number and Variety of Shoe 


Styles Named by International President As Chief Factors A ffect- 
y , 


A. upward price adjustment to become effective about 
October 1, on most shoes distributed through sales 
branches of International Shoe Company was an- 
nounced by Edgar E. Rand, company president, in 
a letter mailed to customers September 1. Rand told 
the trade that costs of manufacturing and wholesale 
and retail distribution operations in the shoe industry 
have gone up steadily during the past two years. 

Compensation to employees has risen steadily, par- 
ticularly because of increased welfare benefits and 
other related expenses, Rand continued. Another im- 
portant factor in increased cost is the trend toward 
greater variety of shoe styles. Such style variety adds 
to the cost of all phases of shoe production, planning, 
procurement and processing, Rand said. In wholesale 
and retail distribution, he pointed out, variety means 
a slower rate of turnover, an increase in markdowns 
and the need for greater investment in inventory in 
relation to total dollar sales. Rand stated that both 
manufacturer and retailer must recognize the cost of 
this important element in their individual pricing 
policies. 

By giving retailers advance notice of the price 
change, International will enable dealers to complete 
their fall purchases at present prices. In his letter, Rand 
cautioned merchants against overbuying staple spring 
merchandise before October 1 because of the possible 
danger of excess retail inventories. 

Details of price changes and merchandising adjust 
ments will be announced by the various sales divisions 
at the time of the introduction of their spring line. 
around October 1. In his letter to customers the 
International president wrote: 

“I am sure that it is not necessary for me to dwell 
on the fact that costs have gone up steadily during the 
past two years. This is true, not only of the cost of 


manufacturing shoes, but also of the cost of distributing 
them, both at wholesale and retail. Of the latter, you 
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ing Decision for Broad Increase-—Cautions Against Overbuying. 











On Our Way 


Batons the October | issue of Boor anp SuHoe Re- 
CORDER is in the mails, the transfer of this publica- 
tion’s business, circulation and editorial offices to the 
headquarters building of Chilton Company, Inc., 
owners and publishers, at Chestnut and 56th Streets, 
Philadelphia, will have been completed, 

Needless to say, these are busy days for the Re- 
CORDER staff. Moving a publishing organization of 
this size to another city is no simple task. It is a 
major operation, involving as it does the transfer of 
tons of records, files and equipment, as well as op- 
erating personnel. It is a gratifying fact that the key 
executives and most of operating personnel of the 
Kecorper will continue to be with the publication in 
its new home. This fact, plus the increased efficienc 
that will result from being housed in company wwe | 
quarters, assures a continuity of policies and a main- 
tenance of the high standards that have given the 
Rvcorver its leadership among shoe publications 

The new home of the Recorper and the other 
Chilton publications that are moving their main of- 
fices to Philadelphia will provide the most modern 
facilities available in any business magazine publish- 
ing plant in this or any other country. At the same 
time Recorper will continue to have able and ade- 
quate representation at its present address, 100 East 
12nd Street, New York 17, N. Y. Here its fashion 
editor, Eleanor M. Rutty; its associate editor, Estelle 
G. Anderson, and its New York advertising sales 
representative, Harry R. Hughes, will continue to 
have their offices and receive visitors and mail. Other 
mail and communications, whether relating to edi- 
torial, business or circulation matters, should be ad- 
dressed after September 22 to the Reconper at Chest- 
nut and 56th Streets, Philadelphia 39, Pa. 





are, of course, well aware. 
“The cost of employing people has been rising 


steadily—more particularly in increased welfare bene 


















fits and other indirect costs during the recent past. his own pace without disrupting the rest of the 

“Another important factor of costs is the constant workers. 
increase in the variety of shoes demanded by, and A spokesman for Pfaff points out that, based upon 
placed before, the consumer. Variety complicates all actual experience with Varion in other countries, pro- 
phases of shoe production, planning, procurement and duction is increased approximately 20 per cent, stock 
processing. In wholesale and retail distribution variety of half-finished goods is reduced about 5] per cent, 
means a slower rate of turnover, an increase in mark- and the work cycle is reduced by about 48 per cent in 
downs and the use of additional capital in relation to the shoe industry. 
the sales dollar. Recognition by the manufacturer and vif Eg 
the retailer must be given to the cost of this important : P 
element in planning the new wholesale and Sas alate. West Coast Shoe Travelers 

“If quality is to be maintained, and that has always Complete Spring Show Plans 
been our policy, higher costs make higher prices 
absolutely necessary. At a later date the division or 
divisions of the company which serve you will mail to 
you details of the pricing and merchandising adjusi 
ments, 

“It is our intention that this notice will give you an 
opportunity to complete your fall purchases at present 
prices. At the same time I want to caution you against 
overbuying of staple spring merchandise prior to 
October 1 in anticipation of spring requirements. I 
am sure that I need not warn you about the danger of 
the burden of excess inventories and the problems that 
they could cause for your spring merchandising pro- 
gram.” 





























THe West Coast Shoe Travelers Associates have com- 
pleted the plans for their 1956 Spring Shoe Show, 
which will be held November 13-16 at the Alexandria 
Hotel, Los Angeles, with some display rooms at the 
Lankersheim Hotel, Biltmore Hotel and the Haas Build- 
ing. 

One of the main purposes of the show is to give 
shoe retailers additional information about new styles, 
colors and fashions for Spring. The show will again 
feature the Peek-A-Boo Room (for retailers only) 
where each retailer will be able to see the latest in 
style and color. The official luncheon will be held 
November 15, with an extensive fashion show coordi- 
og eee nating harmony and color in clothing and footwear. 
There will be a Coffee and Cake Bar for quick snacks, 
and on Wednesday evening, November 16, a Bingo 
game will again be held, with many gifts for retailers 


INSTALLATION of the first Pfaff-Varion transporta- nail tate Geiniies, 

tion system in the United States has been completed ee 
at the Trimfoot Shoe Company at Farmington, Mo. 
The Pfaff-Varion system, which regulates the flow of 
production to meet each factory’s particular need, Of General Tire and Respro 


penn Se ay te 8 epeemyaeTy ere ie thee mane Tue General Tire & Rubber Company will ask its 


aE 7 ee — stockholders on October 10, to approve the merger of 
ae Pr» Respro, Inc., of Cranston, Rhode Island, into General’s 


of G.M. Pfaff, A. G. The latter is a German firm lasti : William O’Neil ‘id aa 
producing a line of industrial lockstitch sewing ma- plastics operations, William eil, president, has an- 
chines as well as the Varion system. 

Basically the Pfaff-Varion system, using forward 
and reverse belts, can be compared to a highway, with 
four local and express lanes for rapid delivery of work 
and elimination of bottlenecks. The lanes are actually 
conveyor belts that move continuously to transport 

4 R af ¢ have been completed and Respro’s stockholders have 
box-loads of work to the various stations, each of which 
performs a different operation. already accepted the General offer. 

The belts move slowly at a constant speed. The “More than 75 per cent of Respro’s stockholders 
material to be sewed is put into a box which in turn have already approved the offer, which ” conditioned 
is placed on the express lane. Each box is equipped 0" acceptance by 66 2/3 per cent,” Mr. O'Neil said. 


Install Factory Transport System 


Ask Approval for Merger 


nounced. 

September has been set as the record date for the 
determination of those stockholders who will be noti- 
fied of the meeting and have the right to vote on the 
merger. All classes of stock will be entitled to vote. 
Negotiations for the merger on a stock exchange basis 


with a “trip ticket” showing the sequence of operations Under the terms of the offer, which must be ap- 
and enters the station to which it is designated in the proved by General Tire’s stockholders, the basis of the 
exact sequence marked on the ticket. merger would be an exchange of 614, shares of Respro’s 


In contrast to the ordinary conveyor systems, where capital stock for one share of General Tire’s five per 
the assembly line is geared to the performance of the cent cumulative preference stock, $100 par value. 
slowest workers, the Pfaff-Varion system permits vari- Respro Inc., and its subsidiaries, which include 
able production and recognizes individual work ca- United Lace & Braid Company, Lion Products Com- 
pacities. Each piece worker can go as fast as he pany and United Chemicals, Inc., manufacture shoe 


wishes; yet the slowest worker also can proceed at materials, tapes for electrical and other installations, 
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shoe laces, insulation, dress and millinery braid, as 
well as impregnated and coated, woven and unwoven, 
rubberized and unrubberized fabrics. It employs ap- 
proximately 350 people in its united operations. 

Raymond S. Newell, president, represented Respro 
in the negotiations. Upon completion of the merger, 
Respro would be operated as a division of General Tire 
under the present Respro management, Mr. O'Neil 
said. 


D. H. Goodwin to Administer 
Lowell Institute Research Work 


Dorrance H. GOODWIN has assumed the principal 
administrative responsibilities of the Lowell Technologi- 
cal Institute Research Foundation, LT] President Mar- 
tin J. Lydon announces. His appointment follows the 
resignation of Professor John H. Skinkle as executive 
director. 

Mr. Goodwin will retain his present title of director 
of research services and will serve as principal executive 
officer of the Foundation replacing Prof. Skinkle who 
had functioned in this capacity from March |, 1954 
to June 30, 1955, during which period he maintained 
his teaching duties as a full-time faculty member at the 
Institute. Prof. Skinkle will continue in the latter ca- 
pacity, including his supervision of master’s degree 
thesis work in the Division of Chemistry. 

Mr. Goodwin attended Bowdoin college and is a 
recent graduate of LTI. A native of Sanford, Me., he 
was formerly connected with Goodall-Sanford, Inc. in 
that town as assistant manager of the industrial divi- 
sion. He is a veteran of World War II, having served 
as a captain in the Infantry in the South Pacific area. 


No Strings Attached to Union Offer 


Tue National Institute has announced that it has 
received a letter from John J. Mara, president of the 
AFL Boot & Shoe Workers Union, offering $100,000 
as a Union contribution “toward any official and recog- 
nized industry-sponsored fund and program for the 
promotion of footwear to the American public and 
designed to encourage the increased consumption of 
shoes.” 

The Institute is composed of four major trade as- 
sociations: the National Shoe Manufacturers Associa- 
tion; the National Shoe Retailers Association; The New 
England Shoe & Leather Association; and the National 
Association of Shoe Chain Stores. 

According to the Institute, the labor union’s proposal 
will be presented for discussion before the Board of 
Trustees of the National Shoe Institute at its next 
meeting in late October. 

The BSWU’s offer was first announced in the August 
15 issue of the Boor anp SHoe Recorper. It came as 
a surprise, and has since aroused much favorable com- 
ment from shoemen in all branches of the industry. In 
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addition to its initial contribution of $100,000 the union 
has offered to put up an additional $100,000 a year 
once such an industry-sponsored program is set in 
motion. The union has made its offer on a no-strings- 
attached basis. 


‘ 


When questioned by the Recorper as to the “motive” 
behind the union’s unprecedented offer, Mr. Mara 
reiterated a portion of the statement in his letter to the 
Institute, as follows: 

“Our motive is basic, sound and simple. If our union 
can contribute to the sound growth and prosperity of 
the industry as a whole, it stands to reason that the 
security and welfare of the industry's production 
workers will have a brighter future. Our union’s stake 
in the future and prosperity of the industry is as strong 


Whatever 


contribution our union can make in the best interests 


and fundamental as that of management. 
of the industry is, in the final analysis, a contribution 
toward the best interests of the members and prospect- 


ive members of our labor union. 


“There is no ‘motive’ beyond that. There are no 
‘gimmicks,’ no concealed ‘trump cards’ involved, Our 
offer is made in complete good faith, conscientiously, 
in the spirit of genuine cooperation.” 

Mr. Mara said that his letter to the Institute also 
expressed the belief that the union’s offer might launch 
a new era of labor-management relations within the 
shoe industry—that both groups might be able to work 
cooperatively “in certain programs” where there were 
common interests and mutual benefits to be derived 
from such teamwork, 


To Plan for Brand Names Day 


A committee of seventeen executives representing 


manufacturing, advertising, public relations and the 
City of New York has been named to plan the national 
Brand Names Day celebration, scheduled for April 18, 
1956, 

Henry E. Abt, president of Brand Names Foundation, 
said that the annual Brand Names Day meetings and 
dinner will again provide the focal point around which 
the business community will build week-long national 
and local educational programs pointing up the benefits 
and services of brands and brand advertising. 

Highlight of the Brand Names Day dinner at the 
Waldorf-Astoria will be the presentation of the Founda 
Brand Name Retailer-of-the-Year 


successful promotion of manufacturers’ brands to the 


tion’s awards for 
public in 1955. Shoe retailing forms one of the business 
classifications in which awards are made. 

As previously announced, Palmer Hoyt, publisher 
of The Denver Post, will serve as Brand Names Day 
planning committee chairman. Kenneth W. Bilby, vice- 
president for public relations of the National Broad 
casting Company, Inc., has been named vice-chairman. 

lor the first time, New York City will have official 
representation on the committee in Martin Dodge, first 
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deputy commissioner of the Department of Commerce 
and Public Events. 

Committee members include: Carlton R. Asher, ad- 
vertising and promotion director, James Lees and Sons 
Company; Donald C. Berry, vice-president and adver 
tising manager, McKesson & Robbins, Inc.; L. O. 
Brown, vice-president, Dancer-Fitzgerald-Sample, Inc.; 
T. J. Cochrane, advertising director, New York News; 
and Hal Davis, vice-president, Kenyon & Eckhardt, Inc. 

Also, S. H. Ensinger, vice-president, Remington Rand 
Division, Sperry Rand Corporation; Carlton M. Fishel, 
vice-president, Trifari, Krussman & Fishel, Inc.; Charles 
L. Gould, advertising director, New York Journal- 
American; Harry C. Isaacs, advertising and sales pro- 
motion manager, The B.V.D. Company, Inc.; and 
James M. E. Mixter, director of advertising, The 
Baldwin Piano Company. 

Also, R. W. Moorhead, Jr., vice-president, Brown- 
Forman Distillers Corporation; Seymour S. Preston, 
Jr., vice-president, Arndt, Preston, Chapin, Lamb & 
Keen, Inc.; N. B. Smith, advertising manager, Sun- 
shine Biscuits, Inc.; and Francis X. Zuzulo, director 
of press information, Mutual Broadcasting System, Inc. 


Rossi Stresses “Sell” Values 
In Factory Safety Programs 


In a talk before the Shoe and Leather Section of the 
Maine State Safety Conference, William A. Rossi, field 
editor of Boor anp Suor Recorper, said that “safety 
must be sold to factory employees the same way as shoe 
manufacturers sell footwear to retailers and the public.” 

Pointing out that there is a higher rate of accidents 
in smaller plants, and that 76 percent of the factories 
in the shoe industry are in the “small plant” classifica- 
tion, the speaker said that it should be possible to 
bring about a sharp reduction in shoe factory acci- 
dents by utilizing a variety of proven “sell” techniques. 

“All workers are safety-conscious—-up to a point. 
But it’s beyond that point where all accidents start. 
And it’s right at that point where the strongest safety- 
selling must begin,” said Rossi. 

All safety programs begin with management, and 
succeed in ratio to management's active interest. Most 
management has been strong on lip service but weak 
on action, Rarely have you heard of a superintendent 
or employee who was hired or fired because of his safety 
record, 

Rossi said that “boredom is safety’s greatest enemy 
because it’s usually presented with a dull, negative ap- 
proach; the idea of not getting hurt, or not losing 
income.” Safety must not be seen as a negative “duty” 
of the job, but must play a positive role and give 
workers a satisfying answer to their perennial question, 
“What's in it for me?” 

“We hear of the ‘difficulties’ of selling a safety pro- 
gram to workers,” said the speaker. “That’s the trouble 

trying to concentrate on a mass selling job. That's 
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impersonal, To this should be added the personal, 
individual approach. In shoe selling, advertising and 
promotion is aimed at retailers as a whole. But the 
company’s salesmen also make calls personally to each 
individual retailer.” 


Rossi urged the use of “human engineering”—a form 
of selling using certain methods to motivate people to 
desired objectives in safety. “People do what they do 
because they want to do it, not because they're told or 
forced to, Hence, good safety performance must be 
dressed up to represent a desired or wanted objective. 
As in fishing, you select the right lures and baits, not 
threats and pressure.” 

The use of rewards, awards and incentives are im- 
portant. Some executives object to “bribing” to make 
men work safely as they ought to for their own good. 
But these same executives employ the same “bribe” 
theme to make people buy the shoes the company thinks 
people “need;” they use the same basic incentives in 
the piece-work pay system, or in the salesmen’s com- 
mission plans. Likewise in safety, there should be 
certain awards or compensations for performances 
above and beyond the “norm or quota.” 

The conference was well attended, with a good repre- 
sentation of executives in charge of safety activities in 


Maine shoe factories. 


7 a * 


General Motors Consultant 
To Speak at National Shoe Fair 


Dr. Kenneth McFarland, consultant to General Motors 
Corporation, and a nationally known educator and 


speaker, will be the featured speaker at the official 
opening breakfast at the National Shoe Fair in Chicago 
on Monday, October 24. 

Dr. McFarland, an outstandingly successful school 
administrator for 24 years, is a recognized authority 
on the organization and administration of vocational 
education, Through his experience with employee 
groups and his extensive travels as a speaker, Dr. 
McFarland has acquired a broad knowledge of business 
and industry. 

His lectures in meetings of management and super- 
visory groups at General Motors Corporation are an 
important part of his advisory services to that huge 
organization. GM also sponsors him as a speaker for 
outside groups. 
him as 
“Dr. 


McFarland sees more people in more different places 


One airline company recently described 


” 


“America’s No, 1 Air Passenger,” and said that 
in the U. S. and Canada, and does it in shorter periods 
of time than any other American.” This fact alone 
McFarland the 


business observations and reporting which should prove 


gives Dr. advantage of on-the-spot 


of tremendous interest and value to all shoe retailers 
and manufacturers attending the National Shoe Fair’s 
official opening breakfast. 
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“Junior Saddles” in 
Styles No. 811-W, No. 811, 
and No, 812, 


Marlborough, Mass 


It's leather for feeling bright walking light, looking 
right! Leather like Rueping’s full grain KIN Kin Wuitt 
as featured in these trim, good looking Junior Saddles’ 
made by Spalding. A new type of footwear in ever popular 
Kin Kin...to be worn in comfort by youngsters 
from coast to coast! 


LEATHER: Rueping’s 
Kin Kin No. 100 White 


RUEPING 
fine Wexler fot fime thee 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, JU. 





INSULATED 
COMFORT 


ulating and waterproof qualities of Neo-Crepe 
heels add to the functional utility of this popular 
sulated boot for hunters and outdoor workmen, 
Millions of tiny air cells in Neo-Crepe effectively prevent 
cold from penetrating the bottom of the boot and 
offer lightweight flexibility with firm cushioned 


comfort. Neo-Crepe is highly slip-resistant, too, for 
sure footing on every kind of terrain. 
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© SLIP-RESIST 
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Its use on insulated boots is just one case where Neo- 
Crepe is the perfect sole for the job. The unique 
ee qualities of Neo-Crepe are ideally suited to many other 

© ACID, CAUSTIC, One . agree tegpesa : 
ND HEAT RESISTANT styles of work and sport shoes. Put the sales-boosting 
A A features of Neo-Crepe to work for you Available 
@ WATERPROOF in black, brown or natural 
®@ NON-MARKING 


NEO-SUPREME NEO-CORK NEO-NUCLEAR NEO-COMP NEO-CORD 


"Sell ‘em the shoe with the Sole for the job* 
= 


Gro-Cord offers the only complete line of industrial 

work-shoe soles that enables you to assure workmen of 

greater satisfaction through comfort—safety and longer 

wear, regardless of job conditions. Write today for this 

free Gro-Cord Sole Selector which instantly tells you the Conedion Plant 

best sole for any one of 50 basic jobs! GRO-CORD RUBBER CO. of CANADA LTD. 
Tillsonburg, Ontario 








Sizes 4 to 11 in 
Brown - Black - White 
Brick Red and Coral. 








New CELLULAR NEOPRENE SOLES 
cushion the foot Es 


and add long wear to 
“Country Gentleman” Zip Boots 


Flexible and comfortable 


Cou rlesy 
Albert H. Weinbrenner Co 
Milwaukee, W isc 


It’s news when a boot pulls on and off easily—and a zipper turns the 
trick for handsome ‘Country Gentleman” Boots. Those supple, oil-tanned 
uppers open up in the rear to admit the foot. Zip! Now your customer 
feels the buoyant support of those trim cellular neoprene soles. Rugged 
neoprene gives these boots a long lease on life at work or at play. 

One reason for the durability of cellular neoprene is its resistance to 
scuffing and chipping from rough surfaces. Another is the way it with- 
stands grease and oil without softening or losing its neat profile. And a 
big sales feature of cellular neoprene is lightweight comfort —the resili- 
ence of thousands of tiny cells in the soles that absorb every shock. 

Flexible cellular neoprene soles provide the ideal com- 
bination of comfort plus durability ...a twofold advan- 


tage many designers recognize as a must for today’s Pit 
: [Or 
discerning market. =] 
(8) 
'Prene 


arte 
SEND FOR FREE BOOKLET fie 


mn P 
D U PO N T hi EO PR E Ni E E. I. du Pont de Nemours & Co. (Inc.) ten 


Rubber Chemicals Division BS-9, Wilmington 98, Del 


The rubber made by Du Pont since 1932 Please send me your booklet which contains information 


BETTER THINGS FOR BETTER LIVING 


about neoprene soles . . . descriptions of neoprene’s unusual 
properties and superior qualities. 


Name _____.. Position 





Firm 





Address 
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in a spectator pump for 


Mommie and M oppet 


A magnificent new finish and a 


wide range of colors 


have been added lo this 


versatile leather. 





For Welt Stock Fitting 


MORE ACCURATE... 
MORE VERSATILE 


The BA Lip Cutting, Scoring and Marking Machine — Model A 


Keep your stock fitting in step with 
the trend to greater accuracy in 
modern footwear with this machine. 
It’s easier to use, and has the latest 
United design improvements that 
add to its life and operating effi- 
ciency. Note these five outstanding 
features: 


Pre-measures insole thickness. 
Machine sets itself to proper depth 
of lip cut automatically, compensat- 
ing for variables in insole thickness. 
Cuts clean and uniform every time! 


UNITED SHOE MACHINERY CORPORATION 


MASSACHUSETTS 


BOSTON, 


Clearly marks score line. Aids in- 
sole channeling, cementing and in- 
seaming. Scores reference mark on 
grain side, too. Grades accurately 
to size with easily made setting. 

No treadling. Electric starting 
and single stroke mechanism re- 
duces physical effort and makes pos- 
sible greater production. 
Adaptable. Lip cutting knives can 
be fitted forward of breast line for 
orthopedic style shoes. Readily ad- 
justed for all classes of work. 


More versatile. Holds fixed grade 
for a number of sizes or grades ac- 
curately to a full size run. 


Your United 
representative 
can give you 
complete facts 
and figures on 
this newest 
addition to the 
United line. 


SERVICED 
ey 


SYSTEM 


and Shoe Recorder 








PEEK-A-BOOT 


Featuring the NEW 
loop fastener 


Snug, ankle-flattering fit... 
fully molded, 1-piece 
construction. 


Available for all heels; high 
& Cuban heels. Also in “Glitter” 
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the WEW 
WEATHER-ALL 


So0h 


Made of rugged, long- 
wearing PLASTISOL. 
* 
Slips on and off in a jiffy—easy 
button-loop fastener. 
* 
Lightweight, warm, washable. 


For Children & Misses. 
In Red, White 
and Brown 


* 
ine 


ek-A-Boot Line 


PLASTI-FOAM 
Soot 


All the wonderful features 
of WEATHER-ALL plus insu- 
lation for added warmth. 


* 
As with WEATHER-ALL, 
this heavy cleat sole 


gives further 
protection 





ROMANO e \ MONTE CARLO rh MONTE CARLO 
1940 Black Calf 4146 Black Calf 1831 Black Calf € 
3846 Charred Oak Calf ei ~~, * 3320 Charred Oak Calf 


WALKOVER 


There’s a new vitality in the honored name of WALK-OVER — new 
forward thinking — new styling — new growth —in step with 


America’s faster pace. 


If you haven’t seen the NEW Walk-Over line, you’re missing something. 
Charred Oak tones... Lo-Tapers...Slip-ons...Genuine Norway Seal... 
and other Walk-Over ideas set a new standard for the style parade. 
Then, too, faster, more efficient stock service means better stock 
control for you. Shoes are now carried in greater depth, and 


24 hour service is standard procedure. 


Come along with us...g0 
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MAJOR 

1870 Genuine Black 
Sealskin 

3370 Genuine Brown 

Sealskin 


BRETON 

3834 Waxed Cordo 
Finished Smooth 
Leather in Charred 
Oak Tone 


LUCERNE 

1820 Black Llama Calf 

3825 Charred Oak 
Llama Calf 

3826 Maple Llama Calf 







*, - 
SSeagest™ 


WORLD RENOWNED SHOES 






A broader program of advertising and promotion starts with a full 
color page in NEWSWEEK, September 12. The styles shown above are 
All Nationally Advertised...All In Stick. 











The prestige and saleability of this fine name can add substantially 
to your rightful share of America’s prosperity. Maybe WALK-OVER 





is the NEW line you need to spark YOUR sales in the important 
$14.95 to $19.95 range. Let’s talk it over. 
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: Wark Over Geo. E. Keith Company 
/’ a * - 
PZNe Brockton 63, Mass. 
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Springtime, summertime... 


and promotion is easy 


an Alliec 


P.S. Of course, each Vodelle color has a matching glazed kid, 


available from both Standard and New Castle Divisions. 


BOSTON © NEW YORK @ PHILADELPHIA * WILMINGTON @e CAMDEN @ PENACOOK 











Boot and Shoe Recorder 





iT) tte LAL ALD AAA ALLL LLL LAL LLL LLL LLL PLL LLL LLLP LE ee ee eee eee ee 
Be TIT PUTT Gece rgeltrersnvgelrvgrervgyrrverrvvgerregyrregyrrvgerreerrr tarry eee rreeerrper rye et Tr eeeT Terr Tn RATT RR RT TR RATER OE TT aRRT TERE TT REET ef VOPTTEVOUSTVOT Sr vey rverlrverrrvgr ervey! ters 


eee eo oy a a a a a ey a a a a a a a a a a 7% 








vy 


ry 


TT Prey? Pree? Py 


ssbbiia s ‘ yyy ry 


4 
= 
> 
_ 
_ 
~ 
7 
= 
= 
- 
= 
“ 
7 
= 
- 
- 
= 
—_ 


eo 
ij 


£ 


IN-STOCK 


———— 
TTPerT LA A TePerTT 


The FLEXWA) 
FLO4 Black soft grain 
FL67 Brown soft grain 
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The “CLASS” Market Today 
is BIGGER than ever! 


It’s a mass market . . . a growing market! Statistics show that 


nearly 10% of all men’s dress shoes retail above $17 per pair 
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nearly 7'2 million pairs per year! 


And in this market. one name stands out: EDWIN CLAPP. for 


. un- WRITE FOR NEW 
IN-STOCK CATALOG 


equalled in styling, in materials, in craftsmanship, in profit for Ai Getted enatnn of Ghate 
Clapp franchises are still 
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more than a century America’s Finest Shoes for Men. . 


ehtenette. 


the retailer. 
available to qualified 


EDWIN CLAPP & SON, INC., East Weymouth, Massachusetts retailers 


Ciluin ClygaStioes 
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Part of the “‘Great Ame rican Family”? 


HINA - 


(GUN METAL) 


Lawrence helps you meet the popular family de- 
mand with FINA — in appearance so often mistaken 
for one of the higher-priced leathers. 

FINA pleases with its exceptional workability. In 
service and wear it enhances reputations for stores, 


manufacturer and us, 


A. C, LAWRENCE LEATHER CO. 


A DIVIBGION OF SWIFT & COMPANY [INC,) 


Vy Ki Pee 
YY Jv SOD 


Also in the “Great American Family” of side 
leathers by Lawrence: the new superb Keena, a 
corrected grain combination tanned leather, and 
Uneeka, the full grain side leather of unusual ver- 
class. These are 


satility, the aristocrat of its 


leathers that please wearers, retailers, and makers! 


PEABODY, MASS, 
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Full steam ahead with American Juniors, the Volume 
Line of children’s shoes. 


American Juniors are fresh and stylefully smart, and 


solidly constructed to give perfect support. Their 


popular prices appeal to mothers and make it easy 
for every child in a family to wear American Juniors 
without strain on Mom’s budget. 


American Juniors has the fastest in-stock service in the 
children’s shoe business . .. from tots through sub-teens. 


No matter what other lines you carry, you NEED our 
Volume Line . . . American Juniors. 


$A95 $f. 95 
suggested retail for most styles - to 


Send for our catalog today. 
Write us for franchise for your city. 


WINDSOR AMERICAN JUNIORS SHOE < 
ONE ISLAND STREET, LAWRENCE, MASS 
Division Consolidated National Shee Corp 
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NOW ! 
TOP QUALITY 
AT LOWER COST 


SUPER GRIP 3. :ie cme 


give you all these time and money saving advantages: 


Complete Lime of sole attaching cements for a 
wide range of conditions. A Supergrip representative can help you select the 
one right Supergrip sole attaching cement . . . demonstrate its advantages on 

your shoes, in your factory. 


Mileage e « « Gives you more mileage — saves you 
money. Actual shoe manufacturing case histories show increases ranging up to 
28% more pairs per gallon with Supergrip. 


Price... You pay no more for Supergrip. You get 
top quolity results and more production when you buy Supergrip sole attaching 
cements. 


Call your United representative today and ask him to show you how Supergrip cements save you money. 
SUPERGRIP SOLE ATTACHING CEMENTS ARE PRODUCTS OF THE B. B. CHEMICAL COMPANY 


UNITED SHOE MACHINERY CORPORATION Boston, Massachusetts 
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The ONE and ONLY 


TONIC A. 


The ONE and ONLY .. . Etonic weather sealed shoes are built by an exclusive process 
with vulcanized sole seams and gasket midsoles to guard against moisture seepage up 
through the leather soles and in through the seams .. . They help keep your feet warm 
and dry. FOR BETTER FIT. .. FOR BETTER BALANCE . . . FOR BETTER 
SUPPORT .. . ETONIC All Weather Shoes have 6 built-in extra fitting features. 














AU Weather Features 


VULCANIZED SOLE SEAMS 
. @ molten sealer com- 

pound is flowed into the 

sole seams. 

GASKET MIDSOLES .. . pro- 

tect against moisture soak- 

ing through outersoles to 

inner soles. 

THIS MEANS ORYER, MORE 

COMFORTABLE FEET. 


#3155 Tan 
#3255 Black 


6 EXTRA FITTING FEATURES 


@ SPECIAL TOE-FREEDOM combination measure- 
ment lasts. 

© Right and left fitting quarters 

@ Special right and left body balance heels 

© Special right and left long counters. 

@ Built-in moulded in-step support. 

© TRIPLE ribbed spring steel shanks 


FINEST MATERIALS THRU-OUT! 


$12-5 to 315-95 , i 


MOST STYLES 
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CHARLES A. EATON CO., Brockton, Mass. (irae 
| 
Fine Shoemakers Since 1876 [ at — 
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if you had 
1000 buyers’ working for you, 


they'd all tell you: 


“They're the finest fitting, finest quality 
hand sewn moccasin in the $6.95 field 
(or anywhere near it)!” 


Just compare these features: Genuine one 
piece made-in-Maine hand sewn construction! 
Soft, supple leather especially tanned for hand sewn shoes! 

Foam cushioned with cookie—Steel Shanks! Double stitched Crown Neolite 
sole! Famous-for-fit Kittymocs last! IN STOCK from AAAA-C, 3-11! $4.10 2% 30 days. 
1500—Red Antique. 1501—Brown Antique. 1502—Panama. 1504—Black Smooth. 

AAAA, 7-10; AAA, 6-10; AA, 5-11; A, 5-10; B, 3-11; C,4-10. Sizes: 1014-11 

$4.60. Try 12 pair—you'll re-order 120! Want something new in hand 
sewns? Our two new Italian-look loafers add just the right fashion 
touch for extra volume. In-Stock. $4.10. Nationally advertised 
at $6.95—$7.95. Write for details. 


* That's the number of stores that 


scampers bought this shoe in the last 18 months. 
Manufactured by LUMBARD WATSON CoO., Auburn, Maine 
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A real improvement in the Indian 
is made possible with SHUGOR. 


ELASTICIZED COLLAR 
An elasticized collar of SHUGOR 


slightly gathers the soft leather of this 






moccasin at the topline for a snug heel 






hugging ht. No more slipping gapping 






or flapping 


FINGER-GORED THROA1 7. 


SHUGOR finger goring at 
throat provides the easy-on 









and-off feature, while contrib 






uting added comfort to this 






sensat ional moccasin 









*THE TURTLENECK MOCCASIN 


This genuine one-piece moccasin 1 






hand lasted and hand sewn from 






genuine full-grain Gluv Tan leather 





The lurtleneck 18 manufactured ina 






full range of sizes for women, miss¢ 





and hildre n 





tyled by 
Weiss | awrence In 
Dover Ne W Hampshire 


eg. Pat 









) ’ ’ | 
Pending (or t n® iesign 









SHUGOR is again the logical answer to a manu 
facturer s desire to create a better, smarter, more 












comfortable shoe. For any shoe in any line SHUGOR ly 
in one of its many forms, can contribute the practical i 
method to meet the ever-increasing demand for a) |) 
more style more comfort better fit | “Reeser 
: Fick | 

7 / sommes cuancen 4 

THOMAS aloe & SONS NS Rice Leaders | 

of le Dorld  « 

HUDSON, MASSACHUSETTS | Association | 

Ee 





SPECIALISTS SINCE 184 IN THE ART OF WEAVING HIGH-GRADE ELASTIC SHOE GORING EXCLUSIVELY “Snuicine coc 
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Worcester's new 


*) 


BIG GAME 
HUNTERS 


Completely insulated to 

ankle line. Armortred crepe 
wedge sole and heel. 

Stormwelt, rawhide laces. 


= Weak 
. —-“ 
— Te, as, 


GOLDEN RETRIEVERS 


Handsome lightweight moc with 

Armortred crepe wedge sole 

and heel, unlined Rainier 
uppers, stormwelt. 


TIMBERDOODLES 


Light, flexible unlined moc with 
; stormwelt, rawhide laces. Ground- 
gripping lugs on King B sole and 
heel for sure-footed walking. 


ROYAL WORCESTERS 


Fully insulated, made of leather. 
Stormwelt. Armortred soles 
and heels — you can't 
wear ‘em out! 


oots for every customer 
for every sport! 


From the makers of the famous 


ROYAL WORCESTER 


Insulated Leather Sport Boots! 


See these three handsome newcomers to 
the “Royal” family of outdoor footwear! 
Styled the way your customers like them, 
built for rugged good looks, for comfort, 
for more pleasure outdoors. 

Now you can give your customers just the 
boot they want — fully insulated, foot 
insulated, or their choice of two handsome, 
lightweight unlined styles — all priced to give 
you volume with a good long profit margin! 


The big selling season's just ahead. Order 


from your Jobber now — write us today for 


price list, free sales aids. 


FULLY PATENTED 
NATIONALLY ADVERTISED 





74HAMMOND STREET 


WORCESTE 


SHOE COMPANY 





WORCESTER @ MASS. 





ALL STYLES AVAILABLE 


\% WHOLESALE ONLY 
IN 6, 8, 10-INCH TOPS 4 
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A top seller in 755...a better seller in 56! 


Tyer recently improved the fit, construction and comfort of the FLEETWOOD by making it 

on a brand-new last. As a result, the FLEETWOOD quickly became a popular leisure shoe. 
Since then, the FLEETWOOD has been commended by the Consumer Service 

Bureau of Parents’ magazine. 

Now, Tyer is promoting this best-selling shoe with a new, complete advertising and 

merchandising campaign. We've prepared newspaper mats, reprints of our Parents’ 

magazine ad, a colorful window streamer and radio announcements plus color postal cards 

for you to mail to your customers. 
This kind of support, added to the FLEETWOOD’s 
growing popularity, will make the FLEETWOOD 
one of your best sellers. rYER RUBBER COMPANY 


Footwear Division, Dept. 9B, Andover, Mass 
For valuable price information send this coupon today. e 
. Gentlemen 


Please send me latest Tyer Price Lists on Canvas and 
Rubber Footwear 


PtTYREER fa Company 


ANDOVER, MASSACH 


‘ ON S 
SEANCH 159 OUANE ST MY C + SALES OFFICE 305 W MONEOE ST CHICAGO ® + J | LOFTUS 6905 MANHATTAN ST LOS Anoetes TY TAIN TAT! 
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» pl years ago Herbst moved into a factory 
twice the size of its old plant and shifted pro- 
duction into high gear. Since then, the CHILD 
LIFE line has traveled fast and far. 

The record shows 93 new accounts in 1954; 
71 new dealers switched to CHILD LIFE in the 
first six months of 1955. Meanwhile, orders 
for shoes continue to set new records with 
every month. In fact, the demands for fall 
delivery were so heavy that all new business 
had to be refused during June, July and 
» August. No other juvenile manufacturer that 









we know of has had to follow so drastic 
a policy. 

The vitality of the CHILD LIFE line in styl- 
ing and construction, plus the plan and pat- 
tern of its franchised distribution have com- 
bined to produce a selling force of matchless 
effectiveness. Profit, too, is full and solid. 
If you'd like to participate, and test this power 
for yourself, your inquiry is invited — provid- 
ing there is no CHILD LIFE dealer already in 
your trading area. 


HERBST Shoe Manufacturing Co. “Wiscin’ 


——— New York Office — 557 Marbridge Bldg., New York 17, N. ¥. ——— 
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IT'S MIE AIM THAT COUNTS TATIONS 





—~ The need in business today is the same as it was 






in 1945, when Arthur D. Anderson (Andy) wrote: 









—“Now is the time for exploratory and inquisitive 


minds of men to increase the public's apprecia- 






tion of every type of merchandise. 










—*That's 





what we are fighting for—more turn- 





over through more business through more imagi- 






nation, curiosity and adventure.” 










The above was transmitted recently in a sales 


letter to Tandy Leather Company store man- 






agers by Bert Fisch, well-known shoe man of Fort 






Worth, Texas. 






—There was more sound advice in that letter, i.e.: 






—“Use your imagination and creative ability to 






think up new ideas. This applies not only to 






new ideas in products but also in selling and 






management. 







— “Think up new ideas of getting people into your 


store,” ete. 








manufacturers 








Merchants and have an unprec- 


edented opportunity in this year of new products, 






new processes and new gadgets to make it a 






profitable year. 









—We must remember, however, that we can only 


have profitable sales when we know what our 







average customer can profitably buy .. . “the 

price of the gun never hits the bull’s eye. The We predicted this would become 
bang seldom rattles the bells. It’s the hand on a great line-backer way back in 
the trigger that cuts the real figure. The aim is the spring...it has! Dealers from 






what counts.” 





coast to coast nominate this black, 


Fh en Rugby-grained leather beauty .. . 
‘ ‘ [%& All American! 


Editor Emeritus VAISEY-BRISTOL SHOE COMPANY, INC. 
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Washington 


Newsreel 


























See by George H. Baker 









Migher Shoe Prices Inevitable 


Industrial Migration 


Flood Relief Progressing 








The prospect of higher retail shoe prices this Fall and Winter is being 
examined by government economists for its effect on consumer living costs. 

Cost-of-living data prepared by the U. S. Bureau of Labor Statistics 
reveal a small but persistent climb in many consumer prices in recent 
weeks. 

It is evident, on the basis of continued cost advances, that retail shoe 
prices cannot be held down much longer. Price advances at retail are all 
but inevitable in many lines, it is pointed out in government circles. 

A number of factors are contributing to the climb in retail prices of 
consumer goods generally: 

1. Prices of many key commodities—steel, copper, aluminum, auto- 
mobiles, chemicals—have advanced. 

2. Rise of the national minimum wage from 75¢ to $1 per hour is 
having the effect of boosting the pay rate of nearly all wage-hour em- 
ployes in order to preserve the pay differentials between different job 
classifications. 

3. Shoe retailers, as well as manufacturers, have been absorbing a 
whole series of minor cost increases in recent months. Further absorp- 
tion of these increases is neither healthy nor desirable. 

1. Retail margins are so slim now as to prevent any further trimming 
of markups at the retail level. 

What precise effect the coming shoe price rises will have on the cost 
of living remains to be seen, but the consensus of government business 


experts is that the overall effect will be very slight. 


Blocking of industrial migration from traditional factory areas in the 
North and East is the aim of a new set of legislative proposals by the 
American Federation of Labor. 

Displacement of established companies to new sites in the South and 
the Pacific states disrupts employment and creates hardship in the com 
munities left behind, the AFL maintains. In a new report, “Subsidized 
Industrial Migration,” the organization urges Congress to investigate the 
forces behind mass relocation. 

Contents of the 85-page study, says AFL President George Meany, d« 
not present a bias against any one region. But it points to the choice 
made by some “short-sighted” companies to move to areas where public 


opinion is “openly hostile to unionism.” 


Washington is pouring funds, emergency jobs, unemployment relief, 
defense contract preferences, food, and repair teams into the flood- 
stricken industrial areas of New England and the Northeast. 

President Eisenhower and congressional leaders decided that up to 
$100 million of federal funds will be spent to repair public facilities and 
clear debris. The Army engineers are setting up 13 emergency offices 
to direct the rehabilitation program. 

Office of Defense Mobilization ordered all government agencies to 
give defense plants in disaster areas top priority in letting new contracts, 
and urges all its prime contractors to make it a point where possible to 
place subcontracts in the stricken areas. This priority means that disaster 

[TURN TO PAGE 72, PLEAS! 








Edwards 


Tne SHOR FOR CHILDREN 


Styled especially for today’s fashion 
minded youngsters. Edwards designers have long 
been aware of the younger set’s desire for grown-up 
fashions in footwear, And capturing the hearts of 
teen-agers is something that Edwards dealers are 
achieving season after season with styles like 


BRILLIANT -—-in Black Suede and Black Patent. 





Mr. Retailer, your wife is many people. She’s a Mother 

to Junior, a Sweetheart to you, a neighbor to Mrs. Jones. 

She reads, plays bridge, golfs, dances, shops and keeps house. 
She wouldn't think of wearing golf shoes to Church, shop 

in bed slippers or wear spike heels in the kitchen while baking. 
In short, your wife is like mine, and like 


every other wife . . . that's WHY HEYDAYS. 


Every woman needs A shoe, to do a particular job for her, 
she has one too..and for that particular job... Heydays is the best. 
For that ‘‘put ‘em on and let's get going” job, Heydays is super- 
ior...she calls it MORE comfort, BETTER fit, LONGER wear. 
You'll call it MORE CONSUMER ACCEPTANCE... 
and they'll make you more profit too. 

Have you received your 


new catalog of stock shoes... 
IT’S READY. 


sj ORIGINALS 


HEYDAY SHOES, INC. ° 2032 LOCUST STREET ° ST. LOUIS, MISSOURI 
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BOOT and SHOE 





SAuL SIMPSON, shoe buyer of 
Bonwit Teller in Chicago, says: 
“It looks as though the younger 
set will take over the pointed toe 
this Fall. This means that practi- 
cally all styles of narrow, pointed 
toes, particularly the pumps, will 


sell as well on medium heels as on 








~ 
This 


little slower 


high heels. 


has been a 


younger group 
to accept 
the pointed toe, but they are now 
taking them on wholeheartedly. As 
a matter of fact, the 16/8 heel has 
become a vital factor in the salon 


picture. The new Spanish type 


pumps and other shoes with un- 
usual heel treatments are filling the 
need of the young woman who 
cant wear a high heel, yet who 
still wants something smart. We 
are only beginning to develop this 
which has 


The 


new adaptations that are out this 


particular field, one 


been sadly neglected. many 


Fall, make it possible for many 
women to wear high style and top 
fashion shoes for the first time in 


+] 


their lives.’ 
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SYLViE HAMILTON, New York 
fashion consultant for Queen Qual 
ity shoes, (division of Interna- 
tional Shoe Company), told a group 
of key selling personnel of the Op- 
penheim-Collins stores: 

“There is no direct contact bi 
tween consumer and manufacturer; 
between 


the store is the liaison 


them. It therefore becomes ex 


tremely important for a store to 


analyze most carefully what lines 
will best fill the needs, 


tastes of its particular 


wants and 
customers, 


Among the questions to be answered 





is: “Will this line fit into our pat 
This 


what a 


tern, our identity?’ pattern 


store ds 


A line 


must, in 


and identity are 
velops its base volume from 
selected as a base line 
turn, fit this pattern of price range 
quality standards and fashion ap 
peal. These are the lines that a 
store promotes and builds its vol 
ume and loyal customers with. The 
store and the line are identified to 


gether in the customer's mind, It 


is important. therefore, for both 
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store to choose 


manufacturer and 


wisely the company each will keep 
“Modern ad 


there is 


techniques — hav: 
proved something in a 
name, More and more women as 


cept this convenient concept of 


pe it , 
yt: / 
lash] y 

/ Nee 


established quality that is identified 





with a brand name, 


‘Shoes that capitalize on what i 


really good fashion; shoes that re 
flect the best of current fashions 
that retain bases that are proven 
that fit beautifully—are the shoes 
that your customers will come to 


identify eventually as her shoes and 


right for her. She will return sea 
This is 


off for 


son after season for them 


the kind of loyalty that pays 


~ 


Miron TIPP of the Desco Shoe 


( orporation Says 


If retailers would only realize 


if. the one way they can get tips on 


the trade and keep up with what's 


new in footwear is to register at all 


shoe shows they attend. Some re 
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tailers have told me they attend and 


never register. kven if they're at 


only a few hours, it is 
ihat their 


names and addresses for future con- 


the show 


important they leave 


tacts and show announcements, Shoe 





travelers, too, should forward their 
names and addresses and the lines 


they represent to any regional asso- 


ciations other than those of the 
state in which they reside. It would 
make for better attended, more 
comprehensive and finer shoe 
” 
shows. 
¥ 4 ¥ 


Wiviiam H. PIPER, vice-presi- 
dent of Geuting’s, Philadelphia, Pa., 
Says: 

“A good 


dealing, customer 


reputation for fair 
patronage and, 
most important of all, brand names 
and quality shoes-these can add 
up to a successful business in any 
area, Before launching one of our 
stores in a suburban 


recent new 


section, many business people ‘in 
the know’ were very much opposed 
to the idea, Others seemed to think 
that the proximity of several five 
and ten cent stores in the group was 
a good sign. However, our judge- 
influenced by these 


ment was not 


considerations. 

“We felt that if people have their 
minds set on being outfitted with 
shoes, they will make a special trip 
to the shoe store they want to buy 
from. A good shoe store does not 
have to depend on surrounding 
stores for support. A quality shoe 
store should be able to held its own 
regardless of what other stores are 


nearby.” 





+ * 





ia 


Joun R. FEROCE, manager of the 
Thom MeAn Shoe Store in Provi- 
dence, R. L, 

“We have been kidding ourselves 
1950 as to the 


Says: 


since 


ever 


reason 
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why the sale of men’s shoes has 
fallen off. We have been telling our- 
selves that with greater use of 
automobiles, men are riding more, 
walking less and their shoes are 
lasting longer. But we must con- 
sider that the same situation is true 


s| hey walk 


much less but the shoe 


of women, ride more, 
women’s 
cannot 


husiness is growing. We 


continue to delude 


that the 


therefore our- 


selves automobile is to 
blame. 
have failed to 


make men shoe-conscious, with the 


“Actually, we 


result that men are wearing dress 
shoes for sport or casual wear and 
casual or sport shoes for business 
or dress apparel. Men just are not 
aware of shoe styling. While ap- 
parel manufacturers have made 
men clothes-conscious to the extent 


that they 


suits, 


have four or five 























































































failed to 


the shoe industry has 


promote shoe styling to get this 
multiple sale business, 

“I believe the shoe industry has 
an unusual opportunity to aggres- 
sively promote this style story and 
to make men conscious of the shoes 


they wear. | believe we could make 





men just as particular about their 
shoes as they are of their neckties, 
socks, suits, etc, We have tried it in 
a small way in this store, urging 


salesmen to put this style story over 


and try to sell shoes for various 
suits or occasions, And it really 
works,” 











"O.K. But where's the merchandise?" 
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HOW OFTEN DO YOU 


Advertise Children's Shoes? 
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When an irate customer walks out because you don’t have the right size is 


no time to send in a rush fill-in order. 
many 


lost too 








Next in importance to having a complete stock of 
children’s shoes—is constantly reminding your pros- 
pects and customers, that you have these children’s 
shoes in stock, 

Every shoe store operation | have seen or worked in 
has one weak section, either boys’ shoes or work shoes 

but it’s usually the children’s department that is the 
weak link, 

This is often due to concentrating advertising on 
what are considered bigger and more important items. 
But actually nothing is much more important than a 
good strong advertising campaign to back up a com- 
pletely stocked line of children’s shoes. 

Even though many merchants stock children’s shoes 
well, they are not inclined to give them the consistent 
advertising they should have. 

\ store | once worked in, doing the best part of a 
half million dollars a year shoe business in a small city, 
had one of these “step-child” shoe departments. It 


was a big and busy operation and too often fill-in 
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By that time you will already have 


other sales, 





B. SNOW 


by JAY 


the salesman came 


through; or it was suddenly realized on a busy Satur- 


orders were only placed when 
day that sales were being missed from lack of sizes, 
and then a frantic rush order was sent in. 

Everyone knows better, but many men reading this 
will probably admit it is a common fault. If children’s 
shoes are figured into the advertising budget at all, it 
is usually for a Back To School promotion and after 
that the new styles in men’s and women’s dress shoes 
dominate the store’s advertising. 

] was interviewing the management of a large and 
well-established store getting some ideas on this sub 
ject, and a rather startling fact came to light during the 
course of the conversation, 

The partners owning the place, the shoe buyer, and 
the advertising window man were all in on the talk. 
admitted that were lax in 


The owners agreeably they 


| TURN 
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Christmas | 


fhove, reading clockwise, starting lower le{t; W edge 
heel thong in Bangkok, by Oomphies; Mule in bro E ’ 

cade and gold kid, wedge ney by Swan; Honey- MOTIONAL buying, impulse buying, is what we are 
suckle Rose, ballet shell in rose velveteen, felt all looking for these davs and Christmas is one of the 
flowers, by Cobblers: Mule on s« ooped wedge heel, 
in black velvet and gold, by Nite-Aires; Lace over 
satin in dressy mule on 21/8 heel, by Daniel Green. of appeal, They want just the right gift and, if they can 


seasons when people are most susceptible to this kind 


find it without too much searching, they are very quick 

by ELEANOR M. RUTTY to make the purchase. The question of the right price 
also enters in, of course, but, under the influence of the 
Christmas spirit, probably not as forcefully as at othe: 
seasons. 

Here is an opportunity for the shoe store to make 
some extra sales and cultivate new customers for the 
wccessory, as well as the slipper, departments. Suppose 
a woman-—a regular customer or a new one—comes into 
your store looking for shoes for herself. It is Christmas 
shopping day for her, she is rushed for time but she 
just had to have a new pair of shoes or perhaps party 
slippers for the holidays. While she lingers a moment 


at the end of her purchase, here is the opportunity to 


Left: Handle frame pouch in pastel, silver and 
alabaster beads on white satin, with metal and 
pearl frame, by Walborg. Right: Satchel pouch 
with double top in cut steel bronze color beads 
and gunmetal caviar beads with trapunto flower, 
hy Jorelle. Matching cigarette case in bronze 
beads by Bond Street, Lid. Small purse in 
gold Makassar snakeskin also by Bond Street 








Emotional Buying... 


The Christmas Spirit—that Combination of Pleasure and Pressures a Potent Force 


















in Moving Goods from Shelves and Charming Money from Customers’ Pockets 
Whether Christmas Giving is a Joy or a Burden, It Is Still a Custom for Most of Us. 


fhove, starting lower left: Fox Farm, furtrimmed 
scuff by Joyce; Pink fur slipper by Parkhill 
Le : Black velvet espadrille shell by Soft Steps Fatima 
glamorous handbag accessories, belts and jewelry you red leather scuff, Quo Vadis by Deseo; Polkado 


point out to her what lovely hosiery, smart handbags, 
have. And what attractive Christmas gifts they will corduroy, drape tongue slipper by Blum 
make! 

Even before your sales clerk—-subtly but not too ob 
scurely—draws her attention to these items, she should 
have seen one or more displays of your most appealing 
slippers, handbags and other accessories. They should 
be shown against a Christmas background with display 
cards plainly pointing out that they are the perfect gifts 
for mother, sister, daughter or friend. If you feel that 
there may be a problem about sizes in slippers o1 
hosiery, why not have gift certificates ready to meet that 
need? Gift certificates make it possible for your cus 


tomer to make a present of shoes, too, as well as at-home 


Christmas hosiery gift case in simulated bro- 
cade designed to do double duty as evening 
bag. Case and hose, courtesy McCallum Ho- 
siery. French purse in antique gold pearlized 
calf from Bond Street, Lid. Two belts from 
Dame Belts, showing the Oriental influence. 









slippers. Here, in a small and friendly atmosphere, she 


may decide to make a number of Christmas purchases. 


For immediate and quick eye appeal glamour is the 


thing—-your loveliest at-home slippers, your most beauti- 
ful and luxurious cocktail and evening bags and belts 
and stockings. No doubt but you have already included 
such slippers in your selections for Christmas selling. 
There is a wide selection of them in velvet and brocade, 
satin and lace; slippers with delicate feminine detailing 

gold piping, soft fur, a cluster of flowers at the throat, 


rhinestones and brilliant colors in jewels. The glamour 


e 
2 
can be in such details or entirely in the basic material 
or in the silhouettes, opened up to show pretty feet or 


With the Far 


closed up in demure little ballet types. 


Reading clockwise, starting 
lower left, three children’s 
slippers: Spangled plug and 
white fur on red leather slip- 
per, a Huskie Pup; Red vel- 
veteen pump, harlequin lin- 
ing, Trimfoot; Brocade in 
pastel colors for rhinestone- 
trimmed slipon, a Foamtread 
Construction, by Wellco. 


Reading clockwise, starting 
lower left, three children’s 
slippers: Hand-beaded soft 
glove capeskin moccasin with 
imported rabbit fur trimming, 
a Sioux Mox by Tru-Stitch; 
Mickey Mouse slipper sock 
with an all-worsted upper, 
shaped heel, leather side 
walls and softee sole, by 
Ripon. Soft-soled moccasin 
with soft unlined leather up- 
per, bead-trimmed by Prima. 


astern influence so strong, thongs or turned-up toes, 
Oriental prints in cottons or gilded brocades, make at- 
tractive promotion styles for the Christmas shopper. 
Heels include flats, wedgies and high, shaped dress heels. 

In accessories, too, there is a rich assortment of cock 
tail and evening bags. Velvet and satin and brocades 
and beautiful beaded designs are in the market. In the 


darket 


In white, brilliant jewel shades and pastels, they belong 


colors they are smart for any hour after five. 


in the formal evening category. Belts for dress wear are 


also beautifully embroidered in jewels and gold braid 


| TURN TO PAGE 85, PLEASE | 





A CENTRAL CASHIER SYSTEM 


For Management Control 


In 86 years in Washington, D. C., B. Rich’s Sons 
family shoe firm has developed a clientele that includes 
presidents, cabinet members, members of the diplomatic 
corps, and thousands of Washingtonians whose families 
have been buying their footwear at Rich's since 1869, 
Shoes are shipped regularly all over the United States, 
to 26 foreign countries, and 40 APO stations. 

B. Rich’s Sons has set an aggressive pace in buying 
and merchandising and has protected its growth with 
This 


happy combination is the result of a strong father and 


an outstanding internal management system. 


son team. President and treasurer of the firm is 


Herbert J. Rich, of the founder, Max Rich, 


who began his business career as a stock boy in a New 


Sr.. son 


York dress and notion shop run by a young man 


named 6B. Altman. Vice-president and secretary is 
Herbert Rich’s son, Frank. The two have expanded 
the store by following sound management practices and 


by offering a broad selection of correctly priced foot 


{ll transactions are handled by a central 
cashier system using a 21-total cash register. 
Customer transactions are sent by tube to 
the cashier located on the mezzanine floor. 


(BOVE: Frank Rich, vice-president and 
and Herbert J. Rich, Sr., president and 
treasurer of B. Rich’s Sons. Both father and son 
are prominent in civic activities in 


secre 
tary, 


Washington 


A Daily Analysis of Sales in Nine Depart- 
ments Makes Possible the Immediate Detec- 


tion of the Weak Spots and Their Correction. 


wear for every member of the entire family 


B. Rich’s Sons uses a central cashier system to con 
trol all transactions that take place in the business. The 
floor 


1TURN TO PAGI 


cashier is located on the mezzanine where cus 


2, PLEASE | 


View of the main floor, showing the mez 
zanine and the entrance to the lower level 





Holiday Windows Put 


Srark sparkle, profits—the conjugation may be im 

perfect but there is no doubt of the end results. 
September isn’t too early to start plans and promo 

season ahead and we show you 


tions for the holiday 


ome windows that have been important and proved 
These 


stores across the country for the ideas they generate are 


windows can easily be adapted in 


SUCTCESS@CS, 


simple effective and extremely attractive. They speak 


for themselves and promote shoes and handbags, holi 


days slippers and casuals amid a holiday atmosphere 


that is colorful and sparkling and gives off the magnetic 
spark to draw customers into your store, 


Merchants look forward to the selling possibilities 


Patent leather shoes and bags set off by glitter 
and festoons in this display by |. Miller. 


that are inherent in the final five or six weeks in the 
all the way from Thanksgiving through Christ- 


New Year. 


limited opportunities for window dressing and putting 


year 
mas and The season lends itself to un- 
the emphasis on the merchandise. Even if budgets are 
of prime consideration, retailers can accomplish won- 
derful effects with papier-mache, wallpaper with snowy 
Lackgrounds, even window frames of bright green holly. 

A quick review of the details of these windows shows 
how really simple they are and how easily they can be 
Fifth 


holly to frame a window that features shoes within cot- 


adapted, Delman’s Avenue uses bright 


ton snow Christmas balls, suspended from the ceiling 


“She'll be At Home in Christmas slippers from 
Macy's” was the text of the window card. 














ing from Thanksgiving through to New Year's 


by ESTELLE G. ANDERSON 


(Left) Whimsical approach by Delman’s Fifth Avenue, 
to holiday theme. Jolly Santa and his helpers put 
lively emphasis on Christmas slippers. 


on ribbon streamers. Shadowy, gossamer leaf sprays 
fill in the window. 

I. Miller & Sons uses boa festoons sprinkled with 
tiny Christmas balls and flanged with bold, red ribbon 


Lows to show off the season’s first black patent leather. 


Sparkle into 


Macy window, for the glittering, tinsel-bedecked Christ 
mas trees, surrounded by white, shiny snow fairly sing 
of good cheer and slippers. 

The holiday mood is captured by Delman with a 
jolly Santa and his busy little helpers frantically help- 
ing him pack his bag with last-minute “At Home” slip- 
pers. This whimsical theme attracted both adults and 
children. 


gay 


Fluttering candle light puts the emphasis on 


Christmas Bells (or balls) 


U nlimited Opportunities for Window Dress- 


swing out the holiday 
simple to make cotton-covered platform is used for shoe display. 










eel 
{~ 
J iS 


Set Denes 
eaten Se — 


“Holiday-Minded Casuals” for the most fabulous time 
of the year—-is I, Miller's presentation of straw slip 


pers, wedges and mules 


Huge brass epergnes hold suggestions for stocking fillers 
wallets, hosiery, ete. 


There is no question about the theme in the R. H 


Shoe Selling 


casuals. |. Miller achieved a bold and impressive eflect 


with candles of varying height (and in any color—red 
green, white) against a bamboo stripping backdrop 
These are but a few suggestions that lend themselves 
to launching the holiday season. The themes are in- 
the 


within them. It is up to the shoe retailers to put their 


numerable and opportunities for business exist 


energies and imagination to work early and effectively 


and thus assure their share of the shoe dollat 


shoes in this Delman windou { 





Cincinnati 


Featuring nationally advertised brand shoes 
for the entire family, Marmer’s always keeps 
the children in mind. Safe, easy-to-ride, 
bouncing horses help keep the kiddies busy 


Jack AND SAUL MARMER of Cincinnati are one 
of the most progressive father and son teams in the 
field of shoe retailing, Their newest innovation which 
has proved highly successful is a Self-Service Shoe Sec- 
tion in the new Marmer’s Store located on the mall of 
Cincinnati's ultramodern Western Plaza Shopping Cen- 
ter, 

Tested originally on a “special sale” basis, the Self. 
Service section is now a permanent set-up of the Plaza 
Store. Custom-built racks for thousands of pairs of 
shoes for the entire family are arranged in aisle- 
fashion along the rear wall of the store. The Self-Ser- 
vice section has its own entrance from the shopping 
center mall. The main door faces the parking area and 
central walk. 


More than 1500 pairs of shoes were sold from the 


Nhoe Store 


All shoes offered in 
stock and 
slightly to a sale price. No irregulars or odd lot mer- 


Self-Service section in one week, 
this section are taken from marked-down 
chandise is bought for this section. The idea is to move 
seasonal goods and make way on the crowded stock 
shelves for new incoming stock. 

Marmer’s features quality shoes and maintains an 
average stock of 80,000 pairs of shoes between thei: 
two stores. The original Marmer’s is located at 4102 
Price Hill. 
leading shoe retailers in Cincinnati for over 31 years. 


“Brand 


placed third in national leadership 


Glenway Avenue in Marmer’s have been 


In the recent Names” competition, Marmer’s 
the only Cin- 


The Marme: 


stores currently stock over 50 Name Brands. 


cinnati shoe store ever to be so honored. 


Self-Service shoe selling is a pet project of both Jack 
and Saul Marmer. It works this way. The right shoe 
of every number selected for the sale is placed in neat 
arrangement on the display bins. All samples contain 
a tag with clear marking of size, price, and a stock 
designation of the location of the mate. As the cus 
takes it to the 

As this check 


is being written a clerk locates the proper mate in 


tomer decides on a certain shoe, he 


cashier who writes out the sales check. 
stock and wraps the package. Sales are made quickly 
and turnover of stock is high. If assistance is needed 
by the customer, Marmer clerks are trained to give 
size and fitting suggestions but this is not often neces- 
sary and as yet has created no problem in the self- 
service section, 

Average inventory at the Plaza Store is 26,000 pairs 
of shoes representing every group from infants’ to 
men’s work shoes and special categories of skating 
The Self-Service shoe stock 


is usually around 7000 pairs. 


shoes, hunting shoes, etc. 


The Marmer’s stores are second to none for title of 


“busiest shoe retailer in Cincinnati.” Action begins at 


Boot and Shoe Recorder 












Left: Manager Philip Schulman and clerks 
work with early morning customers at the 
busy MARMER’S Shoe Store in Cincinnati's 
Western Plaza shopping center. Within the 
first 15 minutes after opening on Saturday 
morning there are usually 10 to 20 cus- 
tomers and the pace is set for another day. 


















The original Self-Service Section in the 
Marmer store. The shelves now used are 
flat, since this was found to be more con- 
venient for customers waiting on themselves 


motes Seli-Service 


Marmer’s of Cincinnati is doing a tremendous selling job with 





their custom-built Self-Service Shoe Section in the new Plaza 





Shopping Center store. Third place winner in the recent Na- 





tionally Advertised Brands competition, Marmer’s two stores are 






among the busiest in this area. Here’s how they do it. 











the Plaza Shopping Center just as soon as the doors Saul at the Plaza and Jack at the Glenway stor 


are opened in the morning and the pace is set for Constant local newspaper and direct mail advertising 





another “rush” day. Philip Schulman is manager of keeps the Cincinnati shoe patrons aware of activities at 





this store. Jack Marmer is president of Marmer’s and both stores. When the recent advertising announcing 





Saul is administrative director of both stores. However the Self-Service Section appeared, the response was 






both are very active in the selling end of the business, — little short of terrific 







A customer checks a sample 
for size and price. Shoes in 
the Self-Service Section are 
divided into men’s, women’s, 
children’s and work shoe 
groups. Customer's like the 
idea of self-selection and 
ample time to examine shoe 
stock. All shoes featured in 
Marmer’s Self-Service Sale 
are from regular stock, re- 
duced in price for volume 
selling. No “seconds” or in- 
ferior shoes are bought for 
this section. Marmer’s re- 
ports that more than 1,500 
pairs of shoes were sold 
from sec tion in one tt eek. 
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What's Wrong with Shoe Selling? 


... And How to 


Make It Right 


CHAPTER VI 


Don’t Be Afraid to Help the Customer Change Her Mind 


Tu third point to be considered in a chapter entitled 
is The Use of Your Knowledge. Just 


say, “To close a sale make use of the knowledge you 


Selling Shoes” 


have learned, There is a trick to closing a sale but it is 
not at all complicated. Don't be afraid to help the cus- 
tomer change her mind in a polite, gracious way. For 
example, if a customer comes in and asks for a certain 
size in a shoe she sees in the display case, and you go 
to the shelf and get it for her and she takes it, that is 
what we call a “wrap up.” You didn’t sell a pair of 
shoes, the customer bought a pair. But suppose, when 
you go to the shelf, you find you do not have the needed 
size, and you come back and say to the customer, ‘I do 
not have that shoe. Is there anything else I could 
show you?’ The customer may walk out because you 
failed to make use of your knowledge of suggestive 
selling. 

“Now let’s analyze what the results might have been 








by M. GRACE CRONE 
if she had said, ‘Yes, | could use this other pattern.’ 
You go off to the shoe run only to find that you do 
not have this shoe either in the needed size and you 
come back and tell her so. Do you realize that this 
could go on all day, or at least until you and the cus- 
tomer were both exhausted and thoroughly disgusted 
other ? 


“But suppose that, when the customer first asked for 


with each 
the shoe, you had said to her, ‘Are these shoes for you 
yourself or are you buying them for someone else?’ 
You could then have listened to her answer to deter- 
mine your next move. 

“Then if her answer were, ‘Yes, these shoes are for 
me,’ your correct procedure would be to invite her in 
to be seated, to remove her shoe and check her size. 

| TURN TO PAGE 74, PLEASE | 


If you don't have the needed size, don't come back empty handed. Have at least three shoes 


to show. 


You took time and energy to go to the shoe aisle, so use your head and show 


merchandise and tell your story. 


Boot and Shoe Recorder 





SPRING TIME IS 


\ 
a 
r. 


Another one of i 
TOMORROW'S SHOES...TODAY! 


A famous shoe stylist borrowed from nature’s 
palette of sunny spring colors to produce this latest 
“Shag” inspired design. The result is a casual as 
fresh as a May morning . . . feminine yet 
completely practical. 


This coming spring, keep abreast of the style 
trends by using “Shag”, the textured leather 
that offers you all the color selection, design 
versatility and working qualities you need 


for your “Tomorrow’s Shoes . . . Today”. 


are availadie 
é manufac turers 
r FREE 


tch today 


THE BREZNER DIVISION OF ALLIED KID COMPANY 


145 SOUTH STREET, BOSTON 11, MASSACHUSETTS 
"Fashion Right" Leathers from our Tannery, Penacook, New Hampshire 


ST. LOUIS, MO CINCINNATI, OHIO NEW YORK AND PENN MIAMI, FLORIDA ORIENTAL EXPORT 
H. B. Avery Co John A. Spille Co Homer Bear Jack G. Mendelsohn Liebman & Cumming 
MILWAUKEE, WIS ROCHESTER, N. Y LOS ANGELES, CALIF San Francisco, Calif 
Harold |. Stewart John E. Graham & Sons Russ White Co 
Handbag Representatives New York, N. Y., Chilewich Sons & Co 


Representatives in All the World's Leading Leather Markets 


Bean 
1 4 
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s fashions Forefront 


A NEW way of looking at spectators is a leading trend in 
shoes now being shown for the coming Cruise and Resort 
season. This line at Trevi, designed by Evelyn Lipare, is 
noteworthy for its new spectators, Styles have been created 
with the object of making these shoes wearable with soft 
daytime clothes in light materials and colors. A number 
of the shoes have tips but these are not the classical tips 
nor are they in classic tan, black or navy. A favorite color 
in the new collection is a soft shade of pink, but all the 
pastels will be used. Perforations forming medallions are 
used but the design is more feminine. The design is re 
peated in an elongated shape on the sling strap of one of 
these spectator pumps. Closed toe slings are favorites in 
suede in white a 
Another 


the line. Instead of smooth calfskin or 
finely grained leather is used in the spectators. 
unusual idea for a contrasting tip is a printed leather toning 
in with the solid color of the rest of the shoe. The heel 
covering is also the printed leather. 

Other style features in the Trevi Resort collection are a 
number of evening shoes combining pastel shades in vinylite 
with Stardust kidskin in harmonizing shades. Rhinestones 


are a favorite trim. A sling pump, called Serpentine be- 
cause of the coiled lines of its vamp, is being shown in a 
combination of red and green smooth leather and gold 
snakeskin; also in an ombré combination in the yellow and 
Mrs. Lipare also showed a two-tone com- 


blue 


shades in the beige-brown family, pointing out the advan- 


orange family. 


bination of light and middle and another in two 
tege of ombrés which use one color but with some variety. 
Also of special interest in the collection were the vamps 
with toes closed except for two triangular openings to the 
right and left of the center. These were designed for the 
woman who cannot wear, or does not like, too open a 
vamp. Some of these shoes looked very Oriental with a 
squared toe effect. A new idea in pump silhouettes joined 
two narrow straps in the back with a little free hanging 


ornamental tab, The shanks were entirely bare except for 


Notes on Important Developments in the Field 


of Footwear, Fashions, Colors, Materials 


Adjust- 
ment is by means of elasticizing rather than by buckle. 


ene of the straps which started from the vamp 


* - ge 
THE Resort line at Laird Schober is not yet complete but, 
at this point, shows a preference for pastel colors, singly 
or in combinations. Petit point, vinylite and striped ribbon 
are important materials in the new collection. For cocktail 
screen printed velvet has interesting 


wear up north, a 


possibilities. 
+ * * 

THERE are three big promotions in the Southern Resort 
and Cruise collection at I. Miller: The V-throat combined 
with a long narrow vamp on the new Perugia last, designed 
to go with the new clothes from Paris; a Hot House Print 
which is a pale on a bright tone in four different colot 
families, orange, blue, green and a deep pink; and third, 
Plume Beautiful, a cotton on silk embroidery in a plume 
design. Other trends in the I. Miller 
feature some textured leathers, an Italian woven leather; 
thin, straighter buttons 


Cruise collection 


sides; heels: 


straight, high cut 


and bows. 
> * * 


PALTER DeLISO report the longest Resort and Cruise 
It includes both new treat- 
In the specta- 
tors, there are combinations of tone-on-tone, closely blend- 
different leather and two 
Unusual combinations such as black with 


line that they have ever had. 
ments in spectators and sandalized types. 
ing colors in surfaces color 
combinations. 
yellow, orange shades and pink with red are being used. 
Perforation treatments are new. Paste] reptiles, one color 
in a shoe, will be a special promotion. 
* * ” 


Ar Herbert Levine color is king. Silk fabrics from the 
Far East, and printed leathers from Japan, figure impor- 
tantly in the Southern Resort and Cruise collection. Where 
plain leather is used a dull finish is preferred. Here white 

[TURN TO PAGE 78, PLEASE | 


Spectators With A New Look for the Cruise and Resort Season 


Left to right: Spectator pump on 17/8 heel with 
stitching giving color contrast on the white leather. 
Flat heel T-strap also in white shrunken leather 
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with tiny contrasting tip. Both from Marshall, Mea- 
dows & Stewart. Unusual butterfly design on toe of 
spectator pump on 23/8 heel. From DeLiso Debs. 
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a fashion star that’s 
getting brighter and brighter 





join the swing to Colonial’s mirror-bright 
patent leather for the subtle, glamorous look 
so important in cocktail, dressy and open shoes. 


* 


COLONIAL TANNING CO., INC., BOSTON 11,MASGSACHUSETTS 
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MORE WOMEN BUY 
4 : Goeces 


THAN ANY OTHER SHOE IN ITS PRICE RANGE! 
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WOHL SHOE COMPANY 


SAINT LOUIS, MISSOURI:A Division of Brown Shoe Co. 
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STYLE FIRST FOR ST. LOUIS 
BACK TO SCHOOL TRADE 


BACK-TO-SCHOOL business is off 
at a fast clip in St. Louis retail stores 
Fall 
beginning to 
Once again shoe departments 

this in 
August dol- 


while fashion footwear is just 


attract consumer nib- 
bles. 
are operating at a profit 
the wake of the 


drums. 


eal ly 


Children’s and youths’ departments 


are, of course, the nucleus of current 


business. In suburban stores par- 


ticularly customers must await their 


turns for assistance. The waiting pe- 
Due 


to more extensive and accessible dis- 


riods are not wasted, however. 


plays of the varied styles available, 


customers utilize the time to study 
the stock and thus center their in- 
terest on two or three styles. This 
makes for faster sales with the 


salesperson’s job pretty well confined 
to fitting problems»rather than to the 


showing of patterns. But even with 


self-selection speeding up _ traffic 


movement, some departments have 


found it necessary to put out calls for 
emergency personnel. Department 
managers don’t want their customers 


“walking” for lack of attention. 


Style is a primary factor when one 


sees what's selling in these depart- 


ments—particularly for young girls. 
First to sixth graders are choosing 
one-strap patterns, primarily in 
smooth brown or red leather. Sub- 


however, are 
saddle Ox 


teens and teen-agers, 


buying in two directions: 


fords in a wide variety of colored 


bucks (avocado, melon, ete., to match 
sweaters as well as gray, black and 
heige and the traditional white with 
brown, black, blue patterns) and 
flats--flats of all kinds, tailored and 
dressy. Glove leathers and soft kid- 
skins are chosen for school wear; 
suedes with dressmaker touches for 
more dressy occasions. The sweater 


pump is a leading style. 


Loafers are the most-wanted pat- 


tern for teen-age boys while younger 


brothers are choosing oxfords, many 
with thick but light weight crepe 
soles For more dressy wear, two- 
eyelet ties and lower toplines are 


selection 


black the top 
moving up. 


good, with 


and cordovan 
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view 
oY Retail Trade 


In women’s shoe salons, the ma- 
jority of sales are in the black suede 
category at the moment. At one store, 
the best selling pattern is a simple 


black suede pump with a collar and 


vamp ornament of faille. Henna- 
toned calfskins are doing well in 
some quarters as are lusters. Several 
stores report notable activity with 


Avocado Peel and Renaissance Green 
halter Black mat 
finished calfskin also in proving very 
salable to 
little 
shown in the garnet 


luster in types. 


early fashion customers; 


interest, however, has been 
presentations, 


FALL SHOPPING STARTS 
EARLY IN PHILADELPHIA 


Ir seems to Philadelphia shoe mer- 


chants that as long as the _ hot 


weather continues, people will be in 


terested in Summer shoes. Even at 


this date 


only 


customers are buying not 


other Summer 


their 


shoes but 


held 


sale 


shoes that have prices 











shee Wedacsdey trom O15 om to BAS pm 


The Fall shoe story at Carson, Pirie, 
Scott, Chicago, has some lively new 
chapters worth talking about. 


next 


purchases are not just for 
Summer but lor immediate 
Shoe buyers who had an over 
abundant stock of white shoes, Sum 
mer pinks and blues have been grati- 


fied by the dwindling numbers 


wear 


Intermittent cooler days have given 


merchants an idea of what to expect 


when the Fal] season is definitely 
here. A new early season shopping 
habit is replacing the “just lookers.” 
The appeal of the new Fall shoes 


has been very good and has made a 


good beginning with cash sales In 
the women’s line, shoes suitable for 
the “transition season,” made popu 


lar with dresses in dark cottons and 


plaids, have helped to increase pre 
season purchases that would other 
wise wait until later Included in 


this group are low heeled pumps and 
casual shoe types in a flock of brown 

from a 
Also con 


with the 
leath 


tones including every shade 


pale beige to deep copper 
colors to go 


good 
# 


sidered 
popular tartan plaids are shoe 


ers in deep red blu h yreen and 


This time thie iriation 


sage 


ol the 


preen 


evel popular pump with the 


squared off vamp and deep cut in 


tep is proving popular in the gamut 
of new iutumn leaf” colors 
Shoe buyers and merchants are 


very pleased with the outlook of busi 
ness. Shoes this 
and different 


vertising and 


eason are attractive 


enough to warrant ad 
display on i large 


‘ ale 


* * * 


TWIN CITIES BUSY WITH 
FALL PROMOTIONS 


Minneapolis 

Bi SINESS na been good generally 
with department store sales reported 
as 6 per cent above last years at thi 
lime Shoe merchants have cleared 
away Summet tocks well and are 
now bu with back-to-school promo 
tions sccenting children's hot 

While it is still early for children’s 
outfitting, it is reported that sale 

are good in these departments, Sturdy 
hoes of name brands are favorites 
with brown leading Brown mos 
oxfords with seuff tips for boys 
school loafers and two-strap slippers 
for girls are selling well. Red is in 
demand in slippers. Military oxfords 
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Review 
o URerail Trade 


for boys in brown or black, in regu- 
lation style, are receiving strong pro- 
motion for older boys. Trotters with 
and heel 
handsewn 
for older girls. 
skimmer-flats 
sweater-collar in grosgrain for 
the “skirt in black 
kid or suede and in gray suede. 

In new Fall 


squared toe and square- 


buckled 
moving well 
Over 


with vamps are 
Walk- 
promoted with 
trim 
and sweater” set 
footwear for women, 


reptiles are given much emphasis. 
John W. 
alligator and lizard shoes, selling at 
$17.95 with matching bags at $14.95 
The alli- 
gators were in brown or honey beige 
and the 


charcoal or gray-ring. L. 


Thomas and Co. featured 


in a special August sale. 


brown, green or 
S. Donold- 


son Co. promoted genuine lizard in 


lizards in 


a group of medium or high heels, in 
Autumn colors of warm brown, soot 
black, bonfire red gray. 
Walk-Over had a one-week special of 


and slate 
brown alligators, selling usually for 
$24.95, at $18.90, with matching bags 
at the same price. 

Luster-calf is high in the season’s 
importance, shown in green, black or 
brown. Suedes in black, brown, blue 
new Fall 


or gray are featured in 


sly les. 


Saint Paul 
PROMOTIONS of Fall footwear are 


in full swing with merchants using 
style 
shows and store display to draw at- 
tention to new designs and Autumn 


heavy newspaper advertising, 


fashion are 


Many 


and 
the selling key words. 
had color promotions, 
tieing in bags. Sugges- 
tion of warm tones to wear with Fall 
sport en- 
accents, are 


colors. Smartness 
stores 
have fashion 
shoes and 


tweeds, colors to match 


sembles, dressmaker 


stressed to bring out the fashion 
theme. 

Field-Schlick promoted tawny in a 
group of sling and closed 
sandal with 
matching handbags. Other colors 
high in fashion are 


wedgwood blue, charcoal gray, an- 


special 


pumps and a dressy 


presented as 
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‘Mrbaker 


A new hotel makes a neat tie-in for 
this glamorous ad. by C. H. Baker, 
Beverly Hills. 





tique amber, avocado and red. Black 
and blue are still best selling colors. 
Doeskin in black or navy is selling 
The Golden Rule 
handrubbed calf in pumps and straps 
in black, blue, 
there is much glamour 
steel or steel with 
buckles. 


combina- 


well. presented 
brown or red. 

For dress, 
trim. Rhinestones, 
rhinestones are shown in 


Venetian lace and suede 
tions are shown for present wear and 
for into-Fall in all-black. The 
feminine look of this combination is 
well liked. 


All stores are stressing early pur- 
their 


very 


shoes in 
and are 
In children’s 


chase of children’s 
back-to-school 


having good response. 


promotions 


shoes also, smartness is accented. 
Children become conscious of 
styling and trims. Moc-toe 
and straps, fringe trims, straps and 


Brown is a best 


have 
oxfords 


huckles are good 
selling color and there is good move- 
ment in dove gray. 


ye nn * 


BACK TO SCHOOL STARTS 
EARLY IN SAN FRANCISCO 


BACK-TO-SCHOOL promotions took 
the spotlight in the San Francisco 
during August. Some 
stores started their promotion early 
mid-month all 


shoe picture 


in the month and by 
the major shoe retailers were making 
their bids for the school trade. 
Promotions were pointing up the 
theme of “new colors, new designs 
and for the younger 
groups for classroom and social wear. 
For the junior high school and senior 


new leathers” 


high school ages there are pumps in 
smooth and suede leathers, and also 
reptiles, in a wide range of colors te 
suit the youngsters’ The 
throat lines include deep V, peaked, 
scalloped pinked. There are 
both single and double strapped 
misses’ models as well as 
T-strap types. 

In flats there is a wide range in 
colors and styles, from the smooth, 
classic numbers to the novelty types 
with ornate fringe top toes or small 
discs printed with traffic stop-and-go 


tastes, 
and 


some 


ornaments, 
interesting to the 
leather 


Particularly 
younger groups are the new 
pumps with mid-heels designed so 
that they look like high heels and 
still give a solid footing. 

For the boys there are the mascu- 
line shoes that look like dad’s. These 
come in the two-eyelet leather shoes 
in moccasin, wing-tip and plain-toed 
blucher styles. 

College coed models offer every- 
thing from the standard saddles to 
shaggy 
dressy pumps in a wide range of col- 


moccasins to comfortable 


ors and decorative tabs. Prices range 


from $4.95 to $16.95. 





MORE COLORS FOR FALL 
IN CHICAGO 


BACK-TO-SCHOOL 


cooler weather have helped Chicago 


business and 
retail shoe business snap back from 
Despite the 
near 100 
generally has ré- 


its Summer doldrums. 


hot weather, and degree 


days, business 
mained good. Retailers are optimis- 
tic for Fall and inventories are con- 
sidered to be healthy. 

In the college girl’s field, loafers 
have continued to show their steady 
gain over saddles. However, the lat- 
ter have sold in sufficient quantity 
to convince most retailers they don’t 
dare be without them. With Bermuda 
classic campus 
uniform, girls appear to favor the 


shorts becoming a 
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DESIGNED FROM & A MAN'S POINT OF VIEW 


a " 
ing Bee 
MEN'S 
SLIPPERS 
AND 
CASUALS 


FROM ANY ANGLE, KING BEE 
SLIPPERS AND CASUALS HAVE 
THE FINE DESIGN AND HAND 
SOME APPEARANCE THAT MAKE 
YOUR SALES CURVE RISE. IF 
YOU HAVE PLANS TO INCREASE 
BUSINESS, KING BEE CAN BE A 
BIG HELP, KING BEE SLIPPERS 
FEATURE BILTRITE NUR-O-CEL 
WHISPER, LIGHT SOLES AND 
BILTRITE NURON CREPE SOLES 


THIS ADVERTISEMENT SUGGESTED BY REG VALENTINE 
SHRIGLEY & MEHL, INC ALLIANCE, OHIO 


| a’ 
KINGS FOOTWEAR COMPANY ® 47 WEST 34TH STREET, NEW YORK CITY | “ by 


WRITE FOR YOUR BREE CALENDAR FEATURING THE LUSCIOUS KING BEE GIRL 
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Review 
WRetail Trade 


loafers to wear with them. Since they 
buy several pairs of Bermuda shorts, 
sometimes as many as four or five, 
they like a choice of colors in shoes. 
Simple pumps and flats continue in 
dress High school 


favor for wear. 


girls are also buying loafers in in- 


creasing quantities. The standard 
white buck remains favored by many 
variations of 


Practi- 


college men, although 
the loafer are also popular. 
cally all shoes in this field are some 
adaptation of the low cuts with slip- 
gore 

better than ties. 


ons and types selling slightly 

Fashion shoe buying has been 80 
widespread and general thus far that 
no major trends are yet established 
However, indications point to more 
colors this Fall than the past several 
seasons. The beige-to-brown family 
has received heavy play in ready to 
wear, and is following through in re 
lated sales in shoes. Thus far, more 
dressy shoes than tailored have sold, 
but the latter are stepping up in 
selling pace 

For dress, the pump continues to 
dominate, but in the low cut and 


slimmed silhouette, Slender toes and 


Red 
He 
heels, low cut shell versions, and deli 
cate trim detail gain the most inter 
est. The folded top line is catching 
on and should be even more impor 
tant for Spring. The Italian influence 
appears to remain and may be a 
most important factor by Spring. 
Naturally, black is the top color in 
all materials, although more calf is 
selling this year than is customary 
for this early in the season. Combi 
nations of blue are in demand and 


bright red is also favored. 
. * * 


WOMEN'S AND CHILDREN’S 
SHOES MOVE IN NEW YORK 


A S anticipated, there has been a 
noticeable pickup in retail shoe sell 
ing in New York, especially in those 
catering to 


shops and departments 


children of school age and all the 


way through to the college level 


Trafic in stores prior to school open- 


ing was encouraging and there has 
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been consistently good business since. 

Retailers have increased their ad- 
vertising lineage in newspapers on all 
chil- 


dren’s shoes, with special emphasis 


types of men’s, women’s and 
on back-to-school promotions. 
One merchant, owner of a family 
type shoe store, indicated that this is 
the first season when so many parents 
have indicated a preference for staple 
shoes——-moccasin toe oxfords, saddle 
oxfords in white with blue or brown, 
ghillies, etc. Colors that are getting 
the most calls are gray, red, blue. 


black. 


that these staple types give more sup- 


brown, Parents seem to feel 


port and would be a better fit for 
feet that have been shod in sandals 
and casuals during the Summer. As 
far as the children themselves are 
concerned, they still like the 
and styles that 


strap 
types resemble the 
adult fashions. 

In women’s shoes, the season has 
gotten off to a good start with the 
black 


well as tailored types. 


favorite, suede, in dressy as 
As indicated in 
the last report, matte calf is gaining 
in importance and there is an increas 
ing interest in the tortoise colored 


vinylite, 





Young heerted chews Gumbale ai cooled ut 1 


Pa ~ 4 - -—. al teat ig wYLawY 
“sam” Gimbels 
The aluminum heel is worth promot- 
ing. Gimbels, New York, does it with 
this black suede halter at $12.95. 


for 6 or tor erean 


Heel heights and shapes play an 


important part and there has been 
an emphasis on: “Little heels, shaped 
with stiletto grace to give the illusion 
. .“Dainty French 


“High tempered elegance 


of soaring height”. 
heels” 
in aluminum, tapered to needle fine 
heels of incredible strength,” etc. 
Merchants expect that the present 
good business will be maintained and 
position by 


they are assuring their 


careful stock control and timely fill 


ins and reorders 


COOL WEATHER HELPS 
BOSTON SHOE RETAILERS 


Bary 


uance of the good business had by 


September saw a_ contin 


most Boston shoe stores and depart 
ments during the last week in August 
when the heat wave finally broke. Al 
back-to-school 
accounted — for 


though footwear for 
and back-to-college 
most of the volume, dress shoes for 
adults were in fair demand 

on Winter Street, offered 


general 


Conrad s 


dress pumps in two cate- 


gories—one with high, slender heels; 
the other with low Louis heels. The 
former were best, it was reported, in 


black 


color 


suede leather, although the 


included gray, brown, 


range 


avocado and copper. The low-heel 
numbers, made of soft, glove leathers, 


black 


were also offered in maple and cop 


also sold well in suede and 
pel tone, in graphite and pearl gray. 

The Thayer MeNeil store on Tem- 
ple Place also displayed pumps, one 
with a V-shaped cut-out at the throat 
to prevent pinching. These came in 
black, brown and navy suede as well 
smooth calf 


as in a wide range of 


colors including black, brown, navy, 
red and green 

The Arlace store on Tremont Street 
offered pumps in a of heel 
heights in black black 
smooth calf leather. Wedge heel num- 
bers with stitched foreparts came in 


black, 


range 
suede and 


a somewhat wider color range 
brown and gray. 

Filene’s opened September with a 
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is. the Durable Finish 
that’s “Locked In” from 
Packing Room to 
Consumer 


...1t Looks Better Longer 


Duralene is the new leather finish for the tanner and the shoe 


factory packing room. If it is used by either, it gives a bette 


* 
DURALENE finish If it is used by both, it gives a uperlati é tinishn 
for the It’s more durable. Lustre of the finish holds up from shoe 
packing room factory to wearer. Shoes have added sales appeal in the “ealfy”’ 
is the newest look that Duralene gives side leather. The full beauty of grain 
member of the 


family of 
repellency. Rain won't spot it. 


yy ‘ 
lj FINISHES The price 1s good news, too, hecause 1) iralene add palue 
ga. ‘ J| without increasing cost! Ask for a demonstration to-day! 


Distributed by | UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
. demark B86 Chemical 


and texture stands out. 


The wearer gets an additional ‘“bonus’’ in Duralene’s water- 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manufacturing 
td Markets 


St. Louis 


As September opens, a large number of St. Louis women’s 
hoe producers report that reorders are lagging and that 
need of cutting. Because of prolonged hot 
weather as well as disastrous hurricanes, the Fall fashion 


they are in 


business has not opened up sufficiently at retail to stimu- 
late reordering to a significant degree. 

Factories here, however, continue production at a rela- 
tively high level and shipping and packing rooms are 
pressed to meet September delivery dates. To what degree 
this activity will continue, and for how long, is entirely 
dependent on reorder business and, as several manufactur- 
ers point out, the next two weeks will pretty well tell the 
story. 

The bright spot in the reorder category is in the chil- 
field, 
in most sectors of the country and retailers are calling for 
immediate size-ins, 


dren's Back-to-school business has been booming 
Too, this success has left retailers in 
an excellent open-to-buy position which they are utilizing 
for dressier types to be geared to holiday promotions. 


Chicago 


I is now the in-between season in the Chicago market. 
Salesmen have about finished their second trips for Fall 
and Winter selling. Re-orders and fill-ins are coming in 
at a good pace to factory headquarters and are generally 
somewhat ahead of a year ago. Production is now con- 
Slipper 
business has been finished up and for the most part is well 
ahead of a year ago, with orders not only increasing in 


centrated on November and December delivery. 


In men’s lines 
particularly, reluctance on the part of some retailers to 


volume but running considerably deeper. 


finish up late Fall and Winter commitments seems to have 
disappeared with rumors of possible price increases, These 
could be neither denied nor confirmed as a general pra 
However, indications are that there may be 
but that they may be slight. Since they will not be enough 


tice, some, 
to make retail increases possible, many retailers appear 
inclined to make any possible saving. 

Plans for Spring have taken over in most factories by 
now houses will have their lines ready by October 
Ist, and all are naturally slanting for the National Shoe 
Fair. 
than in past seasons. The fact that the staple shoe business 


Some 
Men’s lines in particular are being readied earlier 


has been practically cut in half with increasing emphasis 
on style shoes has brought this change in pace. Prelimi- 
nary reports point to increasing evidence of the Italian 
Men's shoes 
will be lighter in color, there will be more color than ever, 
and there will be a variety 
light colors in light weight materials. Unusual heel treat 
ment will probably be one of the biggest stories in women’s 


influence in both men’s and women’s shoes. 
of two-tone combinations of 
lines. 

Three general trends will also influence Spring lines. 


One of the newest and fastest growing is the importance 


70 


retail outlets 


have recently expanded into the boys’ market and taken 


of the boys’ shoe business, Several major 
on specific boys’ lines. Men’s manufacturers are develop- 
ing boys’ lines in sizes 3 to 9. Most of these are mannish 
type shoes in the boys’ size ranges, many of them frank 
adaptations of men’s styles. Introduction of these lines 
will see as many as 25 or 30 styles shown for the first 
time by some firms. 

There will probably also be more high fashion shoes 
in the moderate price range this Spring than ever before. 
Heretofore many manufacturers, particularly in the $12.95 
to $14.95 price range, have tended to concentrate on more 
However, this is changing 


and many of the newest and fastest styles will be shown 


conservative shoes. practice 
in this group, with emphasis on choice of patterns in all 
heel heights. 

The rising importance of the young teen age girl con- 
tinues to spark demand for well styled shoes on flats or 
very low heel heights. Many firms are broadening their 


lines to include a selection in this bracket. 


New York State 


Tuis is the peak of the shoe manufacturers 
in New York, especially those with instock departments. 
They are continuing to be busy filling the orders for imme- 


season for 


diate delivery and, at the same time, making up their first 
samples of next season’s styles. The general feeling is 
one of cautious optimism, 

Shoe 


cities continues in a healthy state. 


manufacturing in Rochester and other upstate 
Factory executives draw 
considerable satisfaction from results of the first half of 
the year and generally regard the Fall outlook as favor- 
able, both at the manufacturing and retail levels. 

Orders received this Summer have been somewhat spotty, 
but most manufacturers claim they are at least slightly 
ahead on the season. Aside from the customary Summer 
lethargy, retailers in the eastern part of the country have 
seen business shrivel up during the prolonged heat wave. 

High temperatures have slowed early Fall buying by 
back-to-school trade had hardly gotten 
Neither of these developments 


consumers, and 
underway by late August. 
cause manufacturers much concern, according to com- 
ments from a few of them. Children’s shoe business is 
bound to be active this year even if the usual percentage 
is not done before schools reopen, they argue. 

Likewise, Fall promotions, including the New in Shoes, 
seem to indicate a satisfactory season for women’s and 
probably men’s shoes. The Rochester area suffered only 
slight damage from hurricanes Connie and Diane. But it 
is possible that severe flood losses sustained by other 
cities and areas may be reflected later in orders received 
by Rochester shoe manufacturers. 

A manufacturer in a nearby city raises the point that 
the apparent gap between the number of shoes made dur- 
ing the year to date and the number of shoes sold indi- 
cates a disturbing increase in retailer stocks, 
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Now-=-Llama adds new color 
to the casual way of life 


Llama-leather in Ivywood ... a subtle new 


shade and an important trend. 


From campus heroes to corporation presidents... 


all those who buy and wear the best of 

casual fashions... will take to Llama® -Finished 
Calf in its brand new coloring. 

Now more than ever, connoisseurs can 
appreciate the beautiful natural grain achieved 


by our special Llama process. 


BARRETT & COMPANY, INC. « 


September 15, 1955 


§ amTiCLd wane OF 
sannerTs 


LLAMA -FINISHED CALF 


THERE IS ONLY ONE 
GENUINE LLAMA®- FINISHED CALF! 


NEWARK, NEW JERSEY 
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area plants are to get contracts, even if 


they are higher bidders. 


Long-term loans to all industry and 
retail firms in the disaster areas are 
also approved at low interest rates 


the Small Business Adminis- 


tration and other lending agencies. In 


through 


uddition, government considers setting 
up a loan guarantee program to draw 
even more risk capital to the area. 
Detail reports of New England flood 
damage show that 
dustry was not seriously affected. While 
the 


waters did cause damage to stocks, there 


the leather shoe in 


abnormally high and _ turbulent 
was relatively little harm done to fac 
t On 


tories or to production equipment. 
of reports received by govern 


the basi 
officials, it no shoe 


ment appears that 


factory or tannery will be forced to 
and 


flood 


abandon it existing 


the 


operations 


move south on basis of 
damage 

As reported in the Recorper of Sep- 
tember 1, there was serious damage to 
rubber footwear plants in Connecticut 
and Rhode Island, but latest reports in 
dicated production being rapidly re- 
umed, 

The Federal Government is prepared 
to extend the 
ways. Loans 


are being offered by the Smal! Business 


assistance to stricken 


areas in several different 
Administration, and outright grants are 
offered to that were 
particularly the flood 


industries 
hit by 


being 
hard 
vater 

here was not any extensive damage 
to shoe factories reported. The damage 
confined in most cases to finished 
The 
tered by all factories in the days imme 
diately following the flood was the lack 
of electric power. 

Here is a 


wi 


goods principal problem encoun 


conditions in 
hoe-manufacturing areas affected 
by the flood 

Brockton 


ummary of 


Mas 


Factories not badly 


Washington Newsreel 
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damaged, but lack of electric power de- 
lays a reopening of the plants. Damage 
to stocks of leather, lasts and finished 
goods less than $500,000. 


Haverhill, Mass.: No serious damage. 


Peabody, Mass.: Only insignificant 
damage. 
Worcester, Mass.: Plants not dam- 


aged, but some loss of finished goods 
due to flooding of basements. 

Milford, Mass.: Loss of stocks due to 
flooding of basements. 

Webster, Mass.: 
Big problem is lack of electric power. 

All firms are permitted to deduct 
losses from floods and storms from this 


Not much damage. 


year’s income tax. Business determines 
its loss by adding original costs, plus 
capital improvements, less depreciation 
and less losses covered by insurance. 

In cases where damage does not re 
sult in a net operating loss for the year, 
taken thi 


when it cause 


deductions must be from 
does 
backward 


officials 


year’s income, but 
may 
or forward. In 

Say, private insurance policies do not 


a loss, they be carried 


many cases, 
cover water or flood damage because it 
has been a negligible factor in the past. 
And insurance rates already up sharply, 
are expected to skyrocket as a result of 


the shifting pattern. 


+ o 7 
The American Retail] Federation—the 
trade association composed of trade 


groups representing almost every ser 
planning a ne\ 
federal 
detri 


ment of retailing—is 
roots” campaign to fight 


activities 


“gra 
legislation and agency 
mental to merchants. 


The campaign, dubbed “Operation 
Main Street,” will be aimed at offset 
ting inroads made by other lobby group 


in legislative battles concerning eco 


nomics generally and retailing in par 
ticular. Retention of the retail exemp- 
tion from the minimum wage and hour 
the first 


wil one of 


probably be 


law 






major battles the campaign takes on. 

Another encounter will involve indus- 
try’s plan for a national sales tax. 

“We will take a program designed to 
sell every man on Main street to join us 
in political action,” Rowland Jones, Jr., 
ARF president, said in describing the 
plan. 

Other activities of the campaign will 
center around efforts of the Federal Re- 
serve Board to control consumer credit 
policies, and the fight of merchants 
against activities of military post ex- 


changes. 


Government officials, in recent acts to 
slow the torrent of easy credit to con- 
sumers, aren’t worried so much over the 
total amount of money owed, but rathe) 
over terms being offered to purchasers. 

The primary concern is that 

banks, loan firms and merchants 
asking too little down and giving too 
Extension of too-painless 


lender 


are 


long to repay. 
credit gives consumers 
to take on more debts at one time, offi 
cials say, without requiring any sub 
stantial equity in any of the goods pu 


an opportunity 


chased. 

Loan delinquencies and repossession 
are now at a safely low level, and the 
total amount of debt is not too far out 
of line with total income at present. But 
drop in income occur, 
would be no way for consumers 
under their heavy load 
of easy credit. This, the government is 
afraid, could mean that what should be 


hould a sharp 
there 


from 


to get out 


only a slight economic setback could 
feed on itself and topple the soaring 
business boom 


Government is going to continue put 
ting pressure on lenders to tighten up 
But if the 
glut continues to grow, there 

may seek 
credit 


credit terms voluntarily 
credit 


a chance the Administration 


power to control 


Ww) 


restoration of 


terms (Regulation 








A Central Cashier System 
For Management Control 


[CONTINUED FROM PAGE 55] 


tomer transactions are sent by tube 
and then recorded on a 21-total cash 
register. The entire operation is supe: 


vised by Harry Schechter, Office Mana- 
per 

Regular cash sales and charge sales 
are handled in routine manner. It is 
the cash register’s handling of several 
other transactions that makes the sys- 
tem unique, 

For example, to handle C.O.D.’s the 
cash register is equipped with two spe- 
cial totals. One is a “C.O.D. Out” 
the dollar 


total 


Ww hiche accumulates 


72 


value of all merchandise sent from the 
tore not otherwise accounted for; the 
other is a “C.O.D. Paid” total which 
accumulates the total of all money col 
lected on that merchandise. 


There is a separate “receivables” 


ledger set up for C.O.D. transaction 
It is audited and balanced once a 
month to insure that no merchandise 


has left the store for which money has 


not been received. The C.O.D. control 
set-up is not part of the regular ac 
counts receivable system. 

The C.O.D. control at Rich’s also 


systematic han- 
simple 


provides the basis for 
dling of layaways. Here is a 
transaction as a sample: 

1. A customer makes a 


$10 pur 


chase, paying $5 down. 








the 
the time of purchase. This 


2. $5 is recorded on register a 


“Cash” at 


money adds into a separate registe) 
total and must be accounted for. 
3. $5 is recorded in the “C.O.D. 
Out” total. This sets up the receivable 
4. The merchandise is placed in a 


“Will Call” department 
5. Payments on 
“C.0.D. Paid” total. 


Clearing these similar and recurring 


upstairs. 


account go into the 


transactions through one register pro 
give service to 
customers, yet obtain accurate records 


vides a way to rapid 


for the store. The machine prints a 
duplicate record of every transaction 
on the detailed audit tape, and if 
necessary, every transaction that has 
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CW Dow Corning Silicone tannage 


LEATHER 


seeteee 


@ELLPS WATER OFF 
ane sti BRLATHES 
@ STATS SOFT AMD FLERIOLE 
+ A 
MORE COMFORTABLE 10 Wiel 
STAT HEW LOOKING LONGER 


Look for this tag! 


Only shoes made of upper 
leather that has been SYLFLEX 
tanned, tested and certified 

by licensed tanners to meet 
Dow Corning’s performance 
standards, can wear this tag. 
Ask your resources for shoes of 
SYLFLEX tanned leather. 


September 15, 1955 


q For this — instead of this > 


Shoe of SYLFLEX tanned 
leather at left and conven 
tional shoe at right, dried 
after equal exposure to ice 


removal salts 


Leather tanned with SYLFLEX: 


Keeps water out! Even after miles of walking in the rain. the wetne will not 


penetrate shoe uppers of leather tanned with SYLEFLEN 


Dries faster! SY LI kX tanned leather absorbs 70°? less water than the 


leather with conventional tanning. Dries like a nylon shirt 


Stays soft and flexible! Leather tanned with SYLFLEX rr pels water and the 
ice-removal salts that reduce the natural oils in leather. causing shoes to 


stiffen, crack and curl 


Still “breathes!” Air passes freely through the pores of leather tanned with 
SYLFLEX, making shoes more comfortable to wear, more healthful 


Keeps its new-shoe look with old-shoe comfort! It's safe from water-borne 


chemicals that cause deterioration. Adds eye appeal to dry appeal 


*T. M. for Dow Corning § mn ito leather 


DOW CORNING CORPORATION, MIDLAND, MICHIGAN 








If her answer were ‘No, I want these 
for my daughter’ (in this day and age 
she could be buying a high heeled open 
red sandal for her great grand- 
mother) ask her to be seated, then go 
to the shoe bank and when you find you 
not have the needed size, DON’T 
come back empty handed. 


toe 


do 


“Your first alternative is to go to the 
equivalent size. For a TAA, go to 
7%AAA or down to a 6%A. The sec- 
ond alternative is a change in color, the 
third, a change in heel height, the 
fourth, up or down in price in a similar 
pattern, but be certain you come out 
with three shoes to show her. And a 
selling story for each of the shoes you 
are going to present. You took time and 
energy to go to the shoe aisle so now 
your head and merchandise 
tell the story. Always be honest 
with the customer but also make use of 
every bit of knowledge you have at your 
disposal. Why were you out of the shoe 
she asked for? Is it the turn of the sea- 
son and that this shoe has been replaced 
with a new pattern, or a heel height 
that showed better customer prefer- 
ence? Use your judgment in sizing up 
the customer and telling her as much 
or as little as is needed to sell the sub- 
stitute merchandise. If you are show- 
ing new merchandise tell her why it is 
important to the new season coming up. 
Always remember there is a story to 
every merchandise in your 
stock; so don’t be afraid, in talking to a 
customer, to tell the points that high- 
light and make it an outstanding piece 
of goods. Don’t afraid to show 
Who knows, the customer may 
be so undecided as to which shoe she 
prefers, that she will buy not one pair 
but two pair while you have her size. 

“You can’t sell goods that you keep 
hidden in the boxes on a shelf away 
from the customer’s view. 
sell,” 

The chapter of your training 
paper should deal with the ingredients 
to being successful. 


use show 


and 


piece of 


be 
goods 


So show and 


last 


Tell your trainees 
point blank that success does not come 
by wishful thinking or by being lazy. 
There are no rest stops on the way to 
This applies to all things but 
particularly to selling. A person can 


success. 


What's Wrong with Shoe Selling? 


[CONTINUED FROM PAGE 60] 


all the fundamental knowledge 
necessary, know the merchandise, know 
the stock, know how to fit shoes, and 
how to close a sale and still be a failure. 
Jecause in selling we have an expres- 
sion: ‘You have to chop wood all day.” 


have 


You must make every minute in the 
day pay dividends. The most successful 
sales people are the ones who know 
every piece of merchandise the depart- 
ment owns. So don’t be afraid to 
stock work. By handling the stock you 
become so familiar with it that the 
minute a foot is measured you know if 
you have the customer’s size in the pat 
tern she has selected. You can literally 
start unselling her on her selection and 
selling her on one that is new before 
she is comfortably settled in her chair. 


do 


Some people are not successful be 
cause they fail to set a high enough 
standard of accomplishment. They are 
content to have a good day now and 
then, or a mediocre day every day. 
Never be completely satisfied with your- 
self, Always, today, try to have a bet- 
ter day than yesterday; or if you have 
been in the department long enough, try 
to have a better day than a year ago. 
You may not realize it, but that is ex- 
actly how the buyer, the division head, 
the store as a whole operates, always 
trying to do a better job than a 
ago. 

Too many people in selling are con- 
tent to loaf away a good part of the 
day. Actually you must learn to do two 
things at the same time. Work stock. 
but keep that eagle eye on the alert for 
a customer . and when you do see 
one approach, move out fast with a wel 
coming smile on your face that will 
make her glad she stopped to shop in 
your department. Or make a deal with 
another person in the department: This 
morning you will work stock while he 
or she covers the floor until you are both 
needed, and then tomorrow you reverse 
places. In this way work and sales are 
fairly divided but the stock work does 
get done. Frankly the easiest way to 
outsmart a shirker is to do more than 
your share of the stock work. Then 
when you go on the selling floor, move a 
little faster, be pleasant, more 
helpful and nine times out of ten you 


year 


more 






will have a better day than the person 
who is always scared to death he is 
going to do one more ounce of stock 
than someone else. 

Never be caught doing just nothing, 
holding up the wrapping desk or gossip- 
ing about personal affairs that should 
be confined to time outside the store. 
Apply this time to putting the depart- 
ment in order. For example if you were 
planning a dinner party in your home 
you wouldn’t wait until the guests ar- 
rived to go to the grocery store. So 
while you have a few minutes to spare, 
review the condition of the stock that 
is showing excellent customer accep- 
tance and if it has a reserve in the stock 
room, order down what is needed to re- 
place that which has been sold. 

Or use the time to rearrange the dis- 
plays. Don’t kid yourself into thinking 
there is nothing to be done. I’ve yet to 
walk into any shoe department (includ- 
ing my own) in any store, in any city, 
and not spot a job that needed to be 
done. Normally I’ll make at least three 
starts before I get out to lunch because 
there is always that one more little job 
to be done. 

Don’t be afraid to make suggestions 
Your buyer will always welcome con- 
structive criticism, but in making sug- 
gestions, be certain you are not just 
griping. Also if the suggestion involves 
work, be willing to carry your share in 
order to get the suggestion into opera- 
tion. 

A good sales person develops initia- 
tive. Keep a list of merchandise with a 
reserve stock, know the stock-room 
number, and don’t expect the other 
person to call down needed merchandise. 
A really good sales person is just a 
plain “Good Joe.” For he feels respon- 
sible for heiping his co-workers have 
decent take-home pay. He wants to see 
the buyer have a smooth running opera- 
tion. He extends himself to create a 
feeling of cooperation in the depart- 
ment by kindness and consideration for 
the people with whom he works. And it 
all returns to him threefold 

In closing you may be reminded that 
there is always room one, twe or three 
rungs up for the worker; but nowhere 
is there room for a wishful thinker. 

(To Be Continued) 





A Central Cashier System 
For Management Control 
[CONTINUED FROM PAGE 72] 


taken place during the day (or month) 


can be traced and audited. 
Another special total on the ma- 
chine keeps a separate record of all 


merchandise that is returned by charge 
customers. 
total. 


the “Re- 
total is 


This is 
“Refunds” 


account 
turns” 


The 
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returned 
by cash The two totals 
provide a means to keep a tight check 


used for merchandise that is 


customers 


on cash refunded as well as on credit 
memorandums that are issued. 
B. Rich’s Sons has the same con- 


fusing tax problems that are faced by 
many retailers. There is the Federal 
excise tax of 10 per cent on handbags, 
and a fur tax for certain ballet toe- 
dancing slippers accessories. There is 









a District of Columbia sales tax of 
two per cent. Yet any merchandise 
shipped out of the District of Columbia 
is exempt from the tax. 

Rich’s has eliminated tax accounting 
detail by using three separate 
to accumulate separate records in each 
category. There is (1) a Federal ex- 
cise tax total; (2) a District of Colum- 
sales tax total; and (3) a “Tax 

[TURN TO PAGE 82, PLEASE] 


sales 


totals 


bia 


Boot and Shoe Recorder 


#178-1 FLUFF FANCY 
in washable nylon 
fluff. Black, White, 
Red, Blue, Pink, 
Yellow Orchid. $2.20 


4212-8 GOLD ‘n VELVET 
2 strap with gold kid sock and 
vamp strips. Black, White, Red. $2.65 


#131-2 ORIENTALE in 
Japanese Pagoda cloth. Black, " 7 
Red, Royal, Natural, Turquoise. ‘ , oe Nite-Aires lead sales season in, season out 


... because they’re created with all the 
elegance and easy comfort that has made 
them the most important leisure footwear 

in America...and because they're consistently 
advertised in CHARM, MADEMOISELLE, 
VOGUE, HARPER'S BAZAAR and GLAMOUR, 
and on TV's “The Big Payoff!” 


#134 FLORAL BROCADE 
in Black or Pastel. $1.80 


d 
——~ ces illustrate 
All Nite Aire gvailable 


‘ned in your 
olf sizes. 


#161-2 CAPESKIN SCUFF in Black, 
White, Red, Royal, Lt. Blue, Pink, 
Yellow, Green, Turquoise . . . $2.40 4694A5 INDIA WINGS 
in black velvet, gold sock, 
imported ornament. $3.10 Also 
plain velvet, gold kid sock in 
Black, Red, Royal. 4112-5 $2.40 


MIDWEST FOOTWEAR e SULLIVAN, MO. 


September 15, 1955 
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black calf. ‘Its fine’ © 
natural grain enriched ‘g. 
‘by its high-polish is* - 
quality plus fashion 
in,one magnificent 
leather, 
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BROWN SHOE COMPANY, ST. Louis 4 











QUALITY CALF LEATHER | —® 
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Kim Novak and City Club 
are selling your customers 


on the shoe ABC’s! 


Your customers are seeing Kim in 
Esquire—and she’s telling them 
why they need a 3-pair City Club 
shoe wardrobe. She's Hollywood's 
most exciting new star, and she’s 
telling the most exciting story in 
the shoe business! 





See KIM NOVAK in “PICNIC”’ 


,» »® 


A COLUMBIA CINEMASCOPE PICTURE IN TECHNICOLOR 


IN MEWSPAPERS, TOO! Big ads in 75 newspapers from coast to coast, and 


in 76 college newspapers will tell the same story 


and you can cash in! As 


Kim Novak says, “Good shoe grooming is ane as ABC!"’—and s0 are sales, 


when you feature these three City Club moc 


great advertising campaign: 


Aimost any time is 
right to wear this 
single-eyelet tie with 
tasselled laces 
$12.95° 


*Slightly higher in West and South 


Business and dress 
up calls for this 
suave City Club calf 
with French binding 
and two-eyelet tie 
$16.95" 


Ask your Peters representative about the hard-hitting merchandising kit 
that ties your store into this great Kim Novak 3-pair wardrobe promotion! 


Peters, Division of international Shoe, St. Louis 3, Mo 


September 15, 1955 


by Peters 


els that are supported by this 


Casual wear at its 
best—rubber crepe 
sole and heel. and 
elastic gored vamp 
$10.95° 


Club 


distinctive shoes for men 





Any old bag holds shoes . . . 
WOLF BROTHERS LIMITED EDITION 
SHOE BAGS also hold: 


‘ATTENTION! 
‘PRESTIGE! 
“CONVENIENCE! 


Shown, toop-lok and Handelok shoe 
bogs in Wolf Grothers ‘'‘Quadra 
ploid,’’ Limited Edition paper design 
So smart customers will re-use them 
for shopping and knitting bags—ond 
re- advertise your store, 


These bags hold more for your money in every way! 
Of course, they hold your customer’s shoes, but see 
how many other things come in those smart exteriors! 
Your store gets attention everywhere these bags are 
carried... your reputation for style leadership is in- 
creased by their fashion designs, It’s so easy to shop 
for Wolf Brothers Wrappings, too. Just a postcard 
to us brings you samples of the dozens of smart 
Wolf designs, each available in quantities as low as 
5,000 bags, each exclusive with one fine store in an 
area, And al! of this costs you only pennies more than 
ordinary wrappings! Write today! 


WA Fs 


“STORE WRAPPINGS FOR STREET WEAR’’ 
1212 Callowhill Street ¢ Philadelphia 7, Pa. 


Editorial Outlook 
[CONTINUED FROM PAGE 13] 


from the effects of deficit financing. How does that 
work? Ask your banker to explain it. The volume of 
currency and credit is increased, often without a com- 
pensating increase in those goods and services that 
people normally buy and sell. Prices are bid up, 
workers demand higher wages. 

If government borrowing is carried too far, people 
lose confidence in the value of money. That can prove 
disastrous, as it has many times in the course of his- 
tory. It’s time to practice economy in government and 
call a halt to deficit financing. It’s time to subject 
every item of expenditure in every government depart- 
ment and agency to rigid scrutiny and eliminate all 
expenditures that are unnecessary. It’s time to get rid 
of the idea that government expenditures cannot be 
reduced. The Hoover Commission’s report showed con- 
clusively where and how many of them can be slashed 
substantially without damage to the interests of the 
nation. 


In Fashion’s Forefront 
[CONTINUED FROM PAGE 62] 


and beige are important. The line also includes black 
patent leather alone and combined with white. Heel treat- 
ments are varied and rich looking. Mosaic and metal orna- 


mentations are included among these. 
& % * 


MARINO & SON have included pretty printed leathers in 
their Resort collection and a wide range of colors. A rose 
crystal color in luster is especially noted. Here, too. heels 
are featured and these include lucite, gold or silver filigree 


and painted heels. 
es * ” 


JerRo BROS. are featuring vinylite, printed leathers and, 
as usual, many brocades. The vinylites include a range of 
pastel colors—pink, light and royal blue, red, yellow. 
Spectators have open toes and backs and depart from the 


conventional treatments. 
* * * 


Ar Mannequins color is the big promotion. Ivory is used 
in combination with Avocado, Wedgwood, black patent, 
navy and red. Jazz Red, the Chinese lacquer shade, is an 
important promotion color. 


Cinderella Bootery Opened 


Rocuester, N. Y.—Cinderella Bootery, specializing in 
women’s shoes in Sizes 1 to 544, AAAA to C, has been 
opened by Reuben Katz at 5 St. Paul Street, here. 

Situated on the second floor of the Burke Building, close 
to Main Street East, the salon-type store occupies 385 
square feet. Mr. Katz sells loafers and wedges from $5.95 
to $9.95, and heels from $8.95 to $16.95. 

The store is said to be the first exclusive small-size shoe 
shop to operate in this city. 

Mr. Katz said he plans “sensational” advertising, includ- 
ing newspaper and television, and he will use a mailing 
list of small-size shoe customers that he has acquired 
through years of retailing shoes. He also intends to dis- 
tribute a shoe catalogue, 
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LIGHTWEIGHT 
RUBBER OLE 


GUSSET TONGUE 


WATER REPELLENT 


WOMEN'S FLAT HEEL NYLON 
HI-CUT RAIN BOOTS 
4-9 
All black, all blue or red with black trim. 


LIGHTWEIGHT 
RUBBER SOLE 


WATER REPELLENT 
POPLIN 


Bata 


WOMEN'S CUBAN HEEL POPLIN 
RAIN BOOTS 
4-9 
Black or charcoal with black trim. Blue 
with blue trim. Beige with brown trim 





WOMEN'S POPLIN RAIN BOOTS 
FLAT HEEL 
4-10 
Black or charcoal with black trim. Blue 
or beige with red trim. Blue with blue 
trim. Beige with brown trim. 
Also available in red or black nylon 


More People The World Over Wear Bata Shoes Than Any Other Brand! 


SHOE CO., Inc. 
SHOE CITY, BELCAMP, MARYLAND 


September 15, 1955 











NEW PROFITS: 


LEO’S line of 


dance shoes 
and accessories 


Retail shoe stores that have become neigh- 
borhood dance shoe headquarters with the 
Leo line have found a new source of im- 
portant profits. 


Ballets, tap shoes, etc., priced right for 
resale profits to youl 


New “stopper” window and department 
DISPLAY 


7 Write for full details . . . and 
for our new 1955-56 Catalog. 


ADVANCE THEATRICAL SHOE CO. 


32 West Randolph St Chicago |, Ill 








KNOWN THE WORLD OVER BY THOSE WHO TEACH, STUDY AND LIVE THE DANCE 





Manufacturing and Markets 
[CONTINUED FROM PAGE 70] 


There have not been enough new shoe stores opened 
recently to account for most of the unsold footwear, he 
states. He suspects that a small percentage of retailers 
are loaded up with unwanted shoes. 

The trend to mergers of shoe manufacturers and shoe 
chains is causing varied reactions in this area. A firm 
making cheap shoes for the chains is becoming alarmed 
at the narrowing of the market caused by consolidations. 

While conceding that such mergers do not reduce the 
total pairage required by the chains, a spokesman for this 
manufacturer said a sharp reduction in the number of 
chain customers means a big increase in the hazards for 
the manufacturer. A few customers lost today might easily 
be fatal to a manufacturer, whereas in former years a few 
customers more or less did not have such dire conse- 
quences. 

On the other hand, a manufacturer selling almost en- 
tirely to independent retailers asserts that the indepen- 
dents show no signs of being crowded out of business by 
the big shoe chains. Some independent shoe stores are 
always quitting business, he admitted, but they are being 
replaced by new independent stores. 

It is simply a case of it being necessary for the inde- 
pendent operator to be a better merchant than his com- 
petitors in order to succeed as he should. 


New England 


REPORTS from key retailers, admittedly incomplete at 
this time, nevertheless point to a continuance of good Fall 
business in most parts of the country and to the end of a 
rather quiet two-week period in the manufacturing segment 
of the industry. Re-orders, therefore, are expected in 
larger volume than those already received, particularly by 
women’s shoe manufacturers. 

Encouraging, also, is the fact that these preliminary 
reports indicate that colors other than black have con 
tributed in no smal] measure to the volume of early Fall 
sales at retail and are expected to sell until well into 
October. At least some of these colors, therefore, will be 
added to in-stock lines. 

Men’s shoe factories report good sales of the heavier 
types traditionally worn by men in the Fall and Winter 
and production in these plants is on a stable basis. Peaks 
and valleys have been largely eliminated. 

Children’s shoe manufacturers are receiving re-orders 
following back-to-school] promotions although not yet in the 
volume expected later. 


Sears Supports Drive 

New York—The plan of the American Institute of Men’s 
and Boy’s Wear to raise five million dollars for a national 
consumer education program received a big push recently 
with the announcement that Sears, Roebuck & Company 
had pledged its membership in the Institute. 

The Sears’ pledge was accompanied by a statement of 
endorsement by Eugene Adler, who supervises men’s 
clothing and boys’ wear for the international merchant 
whose operations include 702 retai] stores accounting for 
about 70 per cent of its sales volume, and includes the 
operation of about 400 men’s and boys’ wear departments. 

“Sears management strongly favors the Institute and its 
projected program of national advertising and public re- 
lations to stimulate bigger consumption of male apparel,” 
asserted Mr. Adler. 
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There’s a saying — ‘The road to hell is 
paved with good intentions’ — which applies 
particularly to delivery problems in the shoe 
industry. For nobody ever intends to make a 
late delivery. 


It just happens. Something goes wrong in 
production; a component doesn’t arrive in 
time; somebody overlooks a shipment on a 
loading platform; or there's a transportation 
strike. But in this seasonal, fashion-conscious 
industry, nobody cares why a delivery is late. 
Deliveries must be on time. 


World's Largest Manufacturer of Wedge Heels 


NORWAY. MAINE NORWAY 480 


September 15, 1955 


ST LOUIS OFFICE 


We're the world’s largest maker of wedge 
heels — larger than any three others com- 
bined. The trailer, shown loaded with 2000 
cases of heels, is one way we assure you of 
deliveries on time — not just good intentions. 

Transportation is just one part of our com- 
plete, precise control over every operation 
from forest to shoe factory. We fell our own 
lumber; we dry it in our own kilns; we plan, 
design, manufacture, and ship in our own 
trailers; to assure manufacturers of the finest 
quality and the most dependable deliveries 

- no matter how large or small the order. 
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410 NORTH FOURTH STREET CHESTNUT 1-0927 





STYLE 68333 
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F< GOUDEN PROFIT LINE é 


A volume line of soft-sole slippers — 


ideal for Department Stores, Chains, Mail Order Houses, Jobbers 


Comfit Slippers offer you 60 money-making 
styles for men, women, children — give you fast 
turnover, fat margin, plus features you'll find 


only in the most expensive slippers. 

Fall and Winter are slipper's big 
seasons. So send for facts on Comfit 
Slipper’s Golden Profit line 
TODAY 







WOMEN'S ELK MOCCASIN 


With Shearling Collar 


Electrified shearling collar. Soft Elk sole, 
padded heel. Fleece lining. Wide color 
choice 


CHILDREN’S ELK SIDE GORE 


Soft Chrome sole, padded heel 
Plaid lining. Colors: Red and 
Admiral Blue. (Also available 
in Misses’.) 















STYLE 8100 


MEN'S ELK MOCCASIN 


Soft Elk sole, padded heel. Fleece, 
faille or plaid lining. Wide color 
choice. (Also available in Boys’) 


STYLE 353 


COMFORT PRODUCTS CO. 


A Central Cashier System 
For Management Control 


[CONTINUED FROM 74) 


Exempt” total. These records are pro- 
duced automatically at the close of the 
day’s business. 

The system also permits a complete 
daily analysis of sales in each of nine 
separate departments. Sales tickets 
are “departmentized” as the sale takes 
place. However, during peak periods it 
is possible to stack them and then 
record them at a later hour, without 
interfering with total cash control. 

The departments at Rich’s are: 

1. Men’s footwear 


PAGE 
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12 EAST WORCESTER STREET, WORCESTER 8. MASSACHUSETTS 





2. Women’s footwear 


8. Orthopedic footwear 

4. Children’s shoes. (This depart- 
ment includes dancing footwear and 
nurse’s oxfords.) 

5. Findings (this department in- 
cludes rubber goods, laces and buckles. 
Repairs are sub-contracted.) 

6. Handbags 

7. Men’s hosiery 

8. Women’s hosiery 

9. Children’s hosiery 

These separate totals enable the 
Rich’s management and buyers to know 
the exact amount of activity in each 
department at the end of each day or 
at any time during the day. The in- 
formation is available when it is fresh, 












not stale. Any weak department is 
immediately revealed, and steps can 
be taken to promote it. In addition to 
department sales totals, the machine 
also gives the number of pairs sold 
during each day. All of these figures 
are produced without the ase of 
cumbersome spread sheets or dissection 
cards. As an indication of how depart- 
ment sales figures may be used in 
merchandising, it is significant that 
Rich’s is the only footwear store in 
the District of Columbia area to hold 
multiple citations for promotion of 
brand name shoes. These awards were 
made on a national basis in three 
consecutive years. 

One of the most important advan- 
tages of bookkeeping at Rich’s is the 
speed with which final operating 
figures are obtained. A daily operating 
statement is prepared by simply lining 


up a take-off form on the printing 
table of the machine and touching 
the proper control keys. A complete 


recap is ready in a few minutes. 
Tickets carrying the record of money 


received on account are checked 
against the register’s “Received on 
Account” total and then are given to a 


bookkeeper for posting to the custo- 
mers’ accounts. The “Paid Out” total 
carries the record of petty cash pay- 
ments and is balanced out once a week. 
The cashier is responsible for cash 
or a “certified” paid-out receipt. The 
register “Certifications” on all forms 
provide a way to make sure that all 


transactions have been recorded ac- 
curately. Once recorded on the ma- 
chine, the record is permanent and 
unchangeable. 

The system has given Richs an 
organized way of handling greater 
volume without having to increase 


personnel. The system is fast enough 
to satisfy the customers and give them 
more time for shopping, and it is 
strong enough to be able to handle 
the busiest periods without becoming 
sluggish. 


George Kimball Manages 
New Shoe Department 


RALEIGH, N. C.—With George Kim- 
ball as manager, a new shoe salon was 
opened Aug. 25 in Jean’s Cameron 
Village Shop. Kimball has fitted shoes 
in Jean’s downtown Raleigh store for 
the past six years and is well known to 
the trade. 

Decorated by Otto Zenke of Greens- 
boro, the shoe department has been fur- 
nished in the leisurely manner with the 
suburban shopper in mind. Among 
its furnishings and decorations are 
wrought-iron chairs with washable 
white covers, rubbed down oak wall 
paneling, and wall-to-wall carpeting of 
Caribbean blue. 

Jean’s carries high quality footwear 
for women, including the shoes of I. 
Miller, Palizzio and Capezio. Manager 
Kimball said Jean’s new shoe salon was 
prepared to match all ensembles pur- 
chased in the store. 
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Footwear Sales Step Up 


when CELASTIC BOX TOES 
Step Forward! 


Why? Because mother, dad and the little ones all appreciate the toe comfort 
Celastic hard box toes or Celastic soft box toes give them — for the life 
of their shoes. 
Footwear for dress or play . . . lined or unlined . . . every style benefits 
and the sales of shoe manufacturers and the outlets they supply reflect 
it! Are you using these quality box toes to build loyalty for your brands? 


UNITED SHOE MACHINERY CORPORATION + BOSTON, MASS. 


September 15, 1955 
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... for “Youngsters of Distinction” 


’ 
Irom first walking step to precise arabesque, every step they take 


is one of grace and beauty — Modern American Girls of Distinction! 


Equally at home on stage in frilly ballet costumes or on bikes in 
pedal pushers and sweaters, they have a flair for fashion and well- 
defined likes and dislikes in shoes. Their’s is a life of style, parties, 
dances, school and theatre and each occasion requires just the right 
clothes and Lucky Old Pals and Lucky Star Shoes that go so well with 
them. That’s why the juvenile shoes you sell them and their brothers 
must have the styling they want. That’s why you should be selling 
Lucky Old Pals and Lucky Star Shoes of Distinction, for Boys and 


Girls of Distinction ! 


Five Star Footwear Company 


43-01 22nd Street, Long Island City 1. N.Y. 
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Christmas Buying 
Is Emotional Buying 


[CONTINUED FROM PAGE 54] 








this year. These, too, show the strong Oriental influence 
in the richness of these treatments. As for stockings, 
luxury hose is now made so sheer as to be actually invisible 
on the foot, especially in the seamless constructions. It 
should be noted that the production of these seamless types 
in quality brands is increasing. Stretchable hose—where 
one size is adapted to several feet and leg lengths 
real value in gift selections. 







is of 





There are other kinds of slippers and accessories that 
are equally acceptable as gifts. Instead of a beautifully 
jeweled evening bag a woman is equally delighted with a 
handsome calfskin or reptile bag. Here the problem o! 
color selection may be present at times. The giver may 
not know what will be the shoe color for which this bag 
should be the correct complement. If 
there is always the possibility of an exchange, of course, 
or here again is where a gift certificate would exactly meet 
the need. The same may be true of a belt and of hosiery, 
too, since hosiery must be in the correct shade for the rest 
of the costume. And in slippers, remember all the cozy, 
soft lined, fur-trimmed slippers and the more practical 
fabrics and leathers so much liked. 








this is the case, 










Your advantage over a big store, so busy and so crowded 
in the Christmas shopping season, is just this. If you 
decide to do your customer a real service you will take 
the time to give her real attention and to help her to solve 
these and other problems. If you start thinking about this 
opportunity now and training your sales clerk to do se, 
your store can have a very profitable séason. 








Up to now we have been considering just your women’s 
department. Let us assume that you also sell men’s and 
children’s shoes and some accessories. Perhaaps you can 
help your men customers with their Christmas shopping if 
you put a display case in their department showing some of 
your most appealing accessories from your women’s de 
partment. Let them know that a clerk will even bring 
some of these to him while he is outfitting himself with 
some new shoes and hose and buying a gift or two for the 
men and boys in his family. You could even have a dis- 
play case with slippers and hose for the little and bigger 
girls at home. He will thank you for such a practical solu 
tion of his shopping problems. 

And what about these little girls? When it comes to 
slippers, there are almost as many styles as for their 
mothers. There is glamor in brocades and velvets and fine 
leathers. There are the cozy, warm lined types and the 
knitted, leather-soled slipper socks, just as there are for 
the grown-ups in the family. And there are plain, little 
leather slippers for the little miss with simple tastes 




















Hudson Names Manager, 
Cites Long-Term Employes 





Detroit—Charles has been de- 


partment manager for women’s shoes in the new North- 
land Store of the J. L. 
Bernard Roszell, who resigned. 


Cunningham named 






Hudson Company. He succeeds 






Ernest W. Bradshaw, buyer for women’s shoes for J. L. 
Hudson, was saluted by the company, upon completion of 
35 years with the firm. He started with the company on 
September, 3, 1920. Also honored by Hudson’s was Lor- 
raine Gruel of the Junior Miss Shoe department, upon 
completion of 20 years’ service. 
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Let MONARCH price-marking 
tickets WORK FOR 


YOU! 





Monarch mechanical price-marking puts a silent salesman 
on every item of merchandise you sell to inspire confi 
dence in your store, to improve the uppearance of the 
merchandise, to prevent price mistakes, and to help make 
sales. Your store name appears on every ticket 

Monarch Junior price-marking machines will price-mark 
for your individual selection dozens of sizes and styles of 
Monarch Tickets 
sensitive SENSO Labels that stick securely to hard surfaces 


curved or flat—without moistening. Compact, easily cat 


Tags and Labels ii luding pressure 


ried where the price-marking is to be done, Monarch Junior 
puts neat, legible Monarch tickets to work for you all over 


the store. Send the coupon today for more information 










Monarch Junior 
hand - operated 
price-marking 
machine 


$77.50 


F.O.B. Factory 


*Prices quoted are for the US possessions 


State and City Tax when app! 
cable, extra 


FILL OUT, CLIP AND MAIL 


eeeeveeeeeeweeeeweeneeenene 


ne MONARCH 


Marking System Co. * 216 S. Torrence St., Dayton 3, Ohio 


Please send, without obligation to us, illustrated folders on Monarch 


Junior; also sample Monarch Tickets, Tags and Lobels for use on shoe 


store merchandise 

Store Name 

Address 

State 


Post Office Zone 








... SAYS 

DEALER WHOSE 
SHOE TREE SALES 

INCREASED 





Lina? Almas 


Your best investment in two teet 


You won?t nove ft 


) suggest shoe tree 


They Il be asking you wher 


Sh eKeeper America 


t¢ p st yled 


modern merchandising floor rack 


that automatic ally demonstrates how good 


care mear hetter 4 ok lonaer wear! 


¥ ? 


“ 


t 


THRU THE MAIL... AND THRU YOUR DOOR: 


SL ete 


ROCHESTER SHOE TREE CO. 


60 Cumbe nd St., Rocheste N 
ntereste r the c Keene f k ‘ 
Please send deta 
Name 
Address 


City 


just like finding 


Ah 


Ae 
|“ NEWSPAPER MATS THAT BRING SALES 





How to Maintain 
Your Mailing Lists 


by PAUL LOCKWOOD 


Any shoe retailer who does any direct mail advertising 
will agree that his mailing list of potential prospects and 
good customers is a valuable asset. Although not shown 
on the balance sheet, the names and addresses of people 
on a shoe merchant’s mailing list is the measure of success 
for a direct mail advertising campaign. 

Assets are usually depreciated each year because they 
wear Out, become obsolete, or are used up. Mailing lists, 
too, depreciate. People move, customers die, promotions 
are made, and new customers come on the selling scene. 
A mailing list that is 98 per cent accurate today will be 
down to 95 per cent accuracy in a month. A depreciation 
of 3 per cent in one month is quick liquidation of an 
asset. 

Requirements for a good up-to-date mailing list can be 
detailed as follows: 

1. Every title should be absolutely Calling a 
lawyer “Doctor” or omitting the title Dr. when it applies 
On some names that can be 
either a man or a woman, it is best to be sure that the 
address should be Mr. or Mrs. or Miss. 

2. Every name should be complete. We all like our- 
selves and our own names. When the direct mail adver- 
tising arrives addressed to just the first initial, it may be 


correct, 


is not very complimentary. 


an indication that everything is done in the easiest way 
even fitting shoes, or the quality of the shoes sold will be 
below par. It is best to use either the full first name or 
two initials for addressing direct mail. 

3. Every name should be spelled correctly. 
over for the correct spelling of names shouldn’t be too 
dificult, but there are some shoe retailers who neglect 
this detail in mailing list maintenance. During the past 
year, I have received direct mail advertising addressed to 
“Lockford”; “Lookwood”; “Likewind”; and “Woodwind.” 
This may be interesting, but it is not very strong selling. 
Vanity is important in all types of selling because cus- 
Make it correct for best 


Checking 


tomers are proud of their names. 
results. 

4. Every address should be correct. 
addresses are usually rectified by the Post Office Depart 
ment. However, letters have gone astray even when prop 
erly addressed as we all know. Dollars to the dead letter 
office is the end result for any shoe retailer who does not 
keep his mailing list up-to-date and complete with correct 


Minor errors in 


addresses. 
Here are some suggestions made by 
using direct mail advertising on how to maintain an up-to 


shoe merchants 


date mailing list: 

1. Make it the responsibility of one individual. It is all 
right to “let George do it” if George knows it is his respon- 
sibility. Maintaining the mailing list should be the job of 
one person and only one. If everyone has a finger in 
making corrections on the mailing list, it will slowly de 
teriorate to a point where the names and the addresses 
are valueless. 

2. Check at regular intervals. Most 
mail advertisers agree that a mailing list should be checked 
at least twice a year. When the mailings are frequent and 
an individual has the sole responsibility for the mailing 
list, constant checking may eliminate the complete bi- 
annual checking. 

3. Have post office check names. 
submit a mailing list to some local postmasters for check 
[TURN TO PAGE 88, PLEASE] 


successful direct 


Shoe retailers can 
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On United’s New 


High Style Last 


at he 
\* Se Se 


U 


id 


* 
2, 


It’s as modern as tomorrow . yet made with 
the old-fashioned idea that footwear should stay on the foot 
Note the pear shaped heel curve which pulls top of heel in 
to provide a shorter fitting back for this low top, dress 
type loafer. Top lines don’t gap —- back part hugs the heel 
Note also... the cleaned out sides which give a pump effect ... 
the two-eyelet tie . . . and the soft wall of the forepart for 
more comfort. You can sell a lot of shoes when they’re made 


on lasts like this! Available in Slide-O-Matie? Naturally. 
{ 


UNITED LAST COMPANY, BOSTON, MASS, 


Division of United Shoe Machinery Corporation 











Campus Queen 


187 Brown and white 
887 Biack and white 
aa AAAA; 5-I1 AAA; 
ahll AAD 
46 tron white rubber sole 
987 Brown and white 
5-11 AAAA;: &-I1 AAA: 
4/11 AA-D 
387 Red piaid and white 
5/10 AAA: 4/10 AA: 
/,-10 A-C 
16 Iron red rubber sole 


for Junior Miss 


334 Red: 8/,-3 A to E 
134 Brown: 4'/,-9 AA: 3'/-9 A-C 


yes, for the active juvenile trade that brings 
brisk dollars into your business life, go 
RUGGIES! Here are genuine Goodyear welts 
that look well—fit well—wear well. 5 genera- 
tions of Kreider's have built a reputation for 
value that's hard to beat. 

SURE HIT! The red plaid and white saddle, 
style 387, is in vigorous demand because plaids 
and checks are big this year. Another exam- 
ple of RUGGIES style so ng 


WRITE OR WIRE FOR COLORFUL CATALOG 


_L KREIDER’S SONS 


MANUFACTURING COMPANY 


PALMYRA, PENNA. 
SHOWROOM: RM. 1059 Marbridge Bidg. 








How to Maintain 
Your Mailing Lists 


[CONTINUED FROM PAGE 86] 


ing. (This is not universal and should be checked locally 
with your postmaster). These lists should be on 3 x 5 
cards and in groups of 25 or more for any town. One cent 
a name checked is the charge made for checking which 
includes forwarding the latest available information on 
the name. 

4. Use Form 3547. When a shoe retailer’s direct mail 
advertising is third-class and is made to the complete 
mailing list, this form can be used to advantage. The fol- 
lowing request should be printed on the lower left-hand 
corner of the envelope: 

Postmaster: “If addressee has removed, please notify 
sender on Form 3547, postage for which is guaranteed.” 

This service costs the shoe merchant only 3¢ a name 
corrected and most retailers fee] it is well worth the 
cost. Some, however, fee] that this extra cost is not worth 
while because someone will see the circular who is a 
potential shoe customer. 

5. Check with printed directories. City directories and 
telephone books are checked and rechecked for ac- 
curacy in the correct spelling of names and in the ad- 
dresses. 

6. Have local agency correct list. Some shoe retailers 
using direct mail advertising do not have the facilities or 
the time for a complete checking of the mailing list. Local 
advertising agencies usually maintain complete, accurate 
mailing lists and will check an individual advertiser’s lists 
against them. 

7. Ask the man who owns it. People are proud of their 
names, and if you ask the addressee whether or not his 
name and address are correct, you will usually receive an 
answer quickly. Cartoons or simple direct statements 
asking for name and address corrections will get a good 
response. Be sure to provide a self-addressed postpaid 
return envelope or card for best results. 


How Often Do You 


Advertise Children’s Shoes? 
[CONTINUED FROM PAGE 51] 


advertising children’s shoes. When asked if there was any 
particular reason for this, the answer was, “No, there just 
seems to be so many other things that seem more impor- 
tant, and, we don’t have to advertise children’s shoes 
everyone knows we have them anyway.” 

Invariably on asking such questions in interviews up 
and down the line, the answers were generally the same, 
and on top of that in the many stores I have worked in 
through several states and more years, the situation follows 
a similar pattern. 

The shoe buyer in the interview I was just talking about, 
spoke up: “I’ve been here well over a year and I know we 
haven’t had a single ad on children’s shoes during that 
time.” 

One of the owners admitted. “You know I didn’t 
realize that!” 

The advertising and display man added this, “I've been 
here 12 years, and I can’t remember us having a strictly 
children’s ad of any kind.” 

The partner-owners exchanged a couple of surprised 
looks, but these men are not alone. On talking to buyers 
and owners at the recent shoe show in San Francisco, few 
could recall exactly when they had run their last chil- 
dren’s ad. (To be continued) 
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SHO EY, 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Artistic Shoe Salon in Northland Store 





Fashion Through the Centuries Depicted in Murals at Newest Branch 
Store of Famous-Barr Company 


Fa- 


ex- 


St. Louts—Another plank in 
mous-Barr Company’s post-war 
pansion program was completed with 
the recent opening of the Northland 
branch store at West Florrissant Ave- 


me 





G 


Fashion Coordinator of Famous-Barr Northland Mrs. 


illustra 
women 


floor women’s shoe salon, are 
tions depicting the dress of 
of many countries and 
turies with the emphasis placed on the 
shoes. Women of Egypt and Crete are 


varied cen- 












Wanda Jennings, who was 


Mrs. America of 1954, consults with Earl Heath, manager of the women's shoe 
salon, concerning footwear for a tea-room fashion show. 


nue and Lucas and Hunt Road, Jen- 
nings, Mo., on August 19. The cen 
terpiece of a $12,000,000 “one-stop 


shopping center,” the new store is de 
signed to serve 500,000 persons in the 
ever-expanding northside section of St. 
Louis County and nearby IlIlinois com 
munities. 

With eight acres of floor space on 
four levels, Famous-Barr Northland 
is one of the largest branch stores in 
the country. Like the Clayton branch 
finished in 1948 and Southtown com- 
pleted in 1951, it is supplementary to 
the May department store’s downtown 
operation built in 1913. 

A modern air-conditioned, 
proof building, Northland gains a 
great measure of its attractiveness 
from fanciful murals which decorate 
the interior walls. Designed to direct 
shoppers by illustration to the store’s 
various departments, the murals are 
the work of two prominent muralists 
Edgar Miller of Chicago and Charles 
Cobelle of Vermont. 

On the walls encompassing the first 


sound- 
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wearing intricate sandals, for example, 
while the chopine (heel) is seen on a 
fashionable figure 
16th Century Venice. 
Three of historical 
fashion figures dominate the three wall 
this They 
placed high above the three pale tur 
quoise circular walls with their 


representative of 
separate groups 


inits of shoe salon are 
shadow 
box display cases; below the cases are 
long circular couches of pale grey plas 
tic. The expanse of the department is 
broken by groupings of barrel-armed 
chairs upholstered in an 
ored nubby-textured material. In the 
central part of the department, tiered 
with gold metal frames and 
clear glass tops form an imposing dis 
play arrangement for feature 
Smaller individual tables tand at 

other points in the department 
The department, with its stockroom 
for 20,000 pairs, will accommodate 105 
customers. Earl Heath, formerly as 
sistant manager of the Clayton branch 
women’s salon, is in charge of this 
[TURN TO PAGE 118, PLEASE] 


apricot-col 


tables 


hoes 
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Summer Doldrums Licked 
By Cooperative Promotion 


SAN FRANCISCO—Participation in the 
“Holiday” promotion in 
district has been a profitable one for his 


Steinberg, 


his business 


store, according to Norman 


Steinberg’s Shoe Store, 2650 Mission 
Street, this city. His store is in the 
heart of the Mission District shopping 
area, with a preponderance of working 
people 

In an effort to encourage custome: 


to come into their on the slowest 
Wednesday, more than 40 
joined in 


store 
business day, 


tore and manager 


the “Holiday” 


owner 
promotion 


Briefly, it started in June with regi 


tration of customers. By the time th 
first contest closed on July 13, more 
than 38,000 persons had registered in 
one of the “Holiday” stores, which in 
cluded specialty shop mall depart 
ment tore jeweler and others, a 
well as Mr. Steinberg tore 








The winning customer each week re 


ceived $500 or had the choice of a trip to 


the West Indies or Canada. If the pe 
on was not in a “Holiday” store when 
her name was announced as winner, she 
lost out on the money, and a prize of 
$250 was awarded to the customer who 
had placed econd in the contest The 
$250 balance was then carried over to 
the following week, making the first 


prize $750. Direct phone lines connected 


all stores and the winner had several! 
minutes to answer to his or her name 
In spite of the Summer doldrum 


Steir 


and traffi 


this promotion, according to Mr 
his busine 
cent. Mr 


con tantly 


increa ed 
than 30 


ber gz, 


more per Steinberg 


promoted shoe during the 


13 weeks of the event, usually choosing 


a good value in a Summer style, prefe: 


ring name brand merchandise 

“We couldn’t have bought the pub 
licity thi ‘Holiday’ promotion § ha 
brought us,” says Mr. Steinberg. ‘It 


had an appeal to the public, and since 
had to be 
brought them into our 
but 
that 
them, particularly since Wednesday ha 


they present to win, i 


hopping district 


Not only our store other merchant 


garnered business really surprised 


always been our dead day.” 


lo pay for the advert ng which wa 
done by radio, traveling billboard and 
newspaper, and for the cash prizes, the 


merchants were assessed according to 


the volume of their business. They pur 


[TURN TO PAGE 93, PLEASE] 
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Leased Department for ‘Young Moderns’ 


View upon entering new shoe shop for young moderns at Smartwear-Emma Lange, 
Milwaukee, showing use of long planter display to form trafficway into store 
proper but with complete vision of shoe shop and merchandise. 


MILWAUKEE—To attract 
tomers to the store and new young 
customers to its shoe departments, 
Smartwear-Emma Lange, Inc., largest 
women’s specialty downtown 
Milwaukee, has opened an unusual new 
shoe shop for young moderns, The first 
floor shop, with its own remodeled en- 
trance off Milwaukee Street adjacent to 
a new parking area, is leased by H. N. 
Biwer Company, which also owns and 
operates Smartwear’s floor 
better shoe salon 

“We had long needed a new shoe 
shop with merchandise more popular in 
price and younger in character that 
would not detract from our salon, which 
will continue to cater to the women’s 
finer shoe business in the state,” Mr. 
Biwer said. “Because the new shop has 
that purpose, we felt that the decor 
should be in keeping with the modern 
tone, so the young married woman, the 
career girl and the school gir! will feel 
that in our shop she can find the newest 
young shoe on the market.” 

After a look at the first week’s busi- 
ness following the formal opening at 
which a pair of Smartwear’s own brand 
of hose was given with each shoe pur- 
chase, Milwaukee’s young women are 
placing the new store on their “must” 
list for shopping. 

Unique in its design, the shop uses a 
35-foot long formica top planter dis- 
play to serve a twofold purpose: To 
form a trafficway to the store proper 
and to introduce the new shoe depart- 
ment fully without disrupting sales- 
people and customers within the de- 
partment, 

Its broad entrance is flanked by two 
large see-through display windows. Like 
the matweil under the magnesite floor 
heated with electric cables is the mat- 
well under the sidewalk and entry, 
likewise equipped with heating unit and 
drain so that there never will be snow, 
ice or rain problems. The hunter's green 


new cus- 


shop in 


second 


90 


north wall at the right of the trafficway 
contains four large shadow boxes 
framed in natural walnut, the same 
wood used in the planter display. 
Thirty-five modernistic fitting chairs 
and stools upholstered in aqua leather 
have formica rails. Four pendant re- 
flectors in the white ceiling, in which 
incandescent direct lighting has been 
installed, illumine the shadow boxes, 
three of which are mirrored and have 
pegboards. These hold shoes flush 
against the wall. Twenty-four different 
styles can be displayed at one time. 

“In this short time since the shop 
opened, I can see the importance of 
impulse buying,” Mr. Biwer declared. 
“Many of our new customers have 
paused to examine the shoes in the 
shadow boxes or on the planter display 
and then have come into the depart- 
ment to buy before going up the six 
steps into the store proper.” 

Unusual, too, are the interchangeable 
shadow boxes on the south wall, also 
in green. They can be moved, like the 
displays set in cubicles within them, 
from place to place and used for vary 
ing arrangements of matching shoes 
and bags. To add to the modern note, 
the rug and remaining are in 
cocoa brown, The shop, 26 by 50 feet, 
is backed by a hidden stockroom, 20 by 
10 feet. Four new Naturalizer, 
Westport, Sandler and Oomphie, have 
been added with about 20 to 25 per cent 
of the stock in casuals. 

The new shop for young moderns 
was designed by Northwestern Weiss 
Mfg. Co., Milwaukee. Announcement of 
its opening was made in large adver- 
tisements in both daily 
both in the institutional 
separate shoe ads in which addition of 
new lines was also announced. Window 
displays, placards 
young apparel departments 
and in the second floor salon also called 
attention to the new first floor shop. 


walls 


lines, 


newspapers, 


ads and in 


at the elevators, in 
women’s 





Dates to Remember 


Advance Spring Market Week, New En- 
gland Shoe and Leather Association, 
Statler and Touraine Hotels, Boston 

Ost. 2, 3, 4 4 & 

Canadian Shoe and Leather Fair, Sher- 

aton-Mount Royal Hotel, Montreal 
Oct. 9, 10, U1, 12, 

Annual Convention, Independent Shoe- 

men, Sheraton Hotel, Chicago 
Oct. 23, 24 

National Shoe Fair, Palmer House, 
Conrad Hilton, Morrison, and Con- 
gress Hotels, Chicago Oct. 23-27, 

Spring Shoe Show, Pacific Travellers’, 
Hotel Vancouver, Vancouver, British 
Columbia Oct. 30-Nov. |}, 

Shoe Show, Tri-State Shoe Travelers 
Association, Statler Hotel, Buffalo, 
MY. Nov. 6, 7, 

Annual Spring Shoe Show, Indiana Shoe 
Travelers Association, Inc., Hotel 
Claypool, Indianapolis Nov. 6, 7, 8, 

Spring Shoe Show, Southeastern Shoe 
Travelers. Hotels Henry Grady, Dink- 
ler, Peachtree and Piedmont, Atlanta 

Nov. 6, 7, 8, 9, 

Spring Shoe Show, The Southwestern 
Shoe Travelers Association, South- 
land, Adolphus, and Baker Hotels, 
Dallas Nov. 6, 7, 8, 9, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, Hotel William 
Penn, Pittsburgh 

Nov. 12, 13, 14, 15, 

Shoe Show, lowa Shoe Travelers, Hotel 

Fort Des Moines, Des Moines 
Nov. 13, 14, 15, 

Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Huckins Hotel, 
Oklahoma City, Okla. Nov. 13-15, 

Spring Shoe Show, West Coast Shoe 
Travelers Associates, Alexandria Ho- 
tel, Los Angeles Nov. 13-16, 

Shoe Show, The Ohio Shoe Travelers 
Club, Deshler Hilton Hotel, Colum- 
bus, O. Nov. 20-22, 

Spring Show, Popular Price Shoe Show 
of America, Hotels New Yorker and 
McAlpin Nov. 27-Dec. |, 

Spring Market Week, The Boot and 
Shoe Travelers’ Association of New 
York, Inc., Marbridge Building, Em- 
pire State Building and McAlpin 
Hotel Nov. 27-Dec. |, 

Fiftieth Anniversary, Boot and Shoe 
Travelers Association of New York, 
Statler Hotel Nov. 29, 

Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel. 

Dec. 4-7, 

Forty-second annual Mid-Atlantic Shoe 
Show, Hotel Benjamin Franklin, Phila- 
delphia Jan. 15-18, 

Convention, Empire State Footwear As- 
sociation, Onondaga Hotel, Syracuse, 
N. Y. Jan. 22-24, 


1955 


1955 


1955 


1956 


1956 





National Shoes Appoints 
Alfred Elkin Hosiery Buyer 


Alfred Elkin 
buyer for 
independent 


has been 
National 
retail 


New YORK 
named hosiery 
Shoes, Inc., large 
shoe chain, according to an announce 
ment by Louis Fried, president. 

Mr. Elkin Edward Butter- 
man who has resigned to become gen 


succeeds 


eral manager and sales representative 
for the U. S. Hosiery Company. He is 
a graduate of City of New 


York. 


College 
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14/8 ILLUSION HEEL 
S 5'1/./9 M 4/10 
6021—Biack Kip 
6023—Coffee Mist Kip 
6025—Black Suede 
6026—Taffy Kip 





AMERICA’S FASTEST SELLING HEEL 
in the most popular style 


ORDER AT ONCE 


In Stock—Immediate Delivery 


Price $3.10 —Net 30 Days 


F.O.B. Baltimore 


KROME & CO., INC. 


105 S. HANOVER ST. 
BALTIMORE |, MD. 


M 4/10 

14/8 ILLUSION HEEL 
Leather 4280 

428) 
4282 
4283X 
4285 
4287% 
4289 


$ 51/,/9 
/8 B.L.H 
6180—Pat 
6181—Black 
6182—Blue 
Grey 
Black 
Blue 
Red 


Kip 
Kip 
Suede 
Suede 
Suede 
Kip 


6185 


6189 








Customers Waited From May Until August 





Mobile Retailer, with Store Badly Damaged by Fire, Holds Trade by 
Timely Advertising While Re-building 


MosiLe, ALA.— Many a shoe store 
owner has undoubtedly wondered just 
how faithful his customers really are. 
Ralph Watkins, owner of Ralph’s Shoe 
Store at 105 Dauphin Street here in 
Mobile, learned the answer to that 
question and found it a most satisfac- 
tory answer, too. 

In mid-May the store was struck by 
fire which did damage amounting to 
$150,000. As a result, it was closed for 
three months. 

During those months Mr. Watkins 
did not neglect his customers. Through 
a series of Sunday newspaper ads he 
first let them know that not a single 
pair of the shoes in the store at the 
time of the fire would ever be sold in 
his store. All these shoes were sold 
and shipped to another city. 

After that, he let his customers know 
that work was under way completely 
to remodel and re-stock his store. 
August 15 saw the new store opened 
for business. 

Then the answer was obvious. 
customers were loyal. On the first 
day, the store, which seats 33, was 
absolutely crowded with faithful cus- 
tomers who had waited. Proof that 
they had waited patiently was the large 
number who bought several pairs of 
shoes at once. 


The 


Ralph Watkins knows his customers 
well. In 1933 he started as a shoe 
salesman for another concern then in 
business at his present location. Ex- 
cept for the years he was in the armed 
forces, he continued to serve customers 
at this same location until eight years 
ago when he went into business for 
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himself. Three years ago this loca 
tion where he had started as a sales 
man 22 years ago became vacant and 
he moved back to where many of his 
customers had first met him. 

Not only the sales room on the first 
floor, but the other two floors of the 
20 by 67-foot building were completely 
remodelled and re-equipped after the 
fire. The second floor has been ar- 
ranged so that it may be used as a 
sales room at some later time. Stock 
and the office now occupy this floor and 
the third floor is entirely devoted to 
stock, 

The store can stock 15,000 pairs and 
3,000 pairs are carried in the forward 
stock on the first floor. 

Two display windows face the street 
in the remodelled store where the 
owner has completely changed the 
decoration scheme to feature light 
shades of pink, pale blue and white. 
Carrying out this color scheme, the 
carpet is a rose pink shade. “The Fal! 
Harvest of Fashions” was the theme 
used for the re-opening and shadow 
boxes above the wall stock were ar- 
ranged with colorful Fall fruit. Fluo 
rescent lighting and air conditioning 
are also featured. 

During the opening, customers were 
offered a free pair of stretch hose with 
the purchase of each pair of women’s 
shoes and two pair of men’s stretch sox 
with each pair of men’s shoes, 

Just as his customers had waited for 
the re-opening, had Mr. Watkin’s 
employes. When the doors opened, the 
entire organization was complete just 
as it had been on the last day of busi 


80 


ness, with the seven regular salesmen 
including Gewin Thorton and Johnny 
Shipp as assistant managers and Duke 
Daughtry in charge of women’s shoes. 
Also back at their regular jobs were 
the two cashiers, the porter, and the 
two office employes. Two of the sales 
men have been with Mr. Watkins a 
long time. They were salesmen in the 
same store with him, back in 1935. 

Mr. Watkins made several buying 
trips to New York and St. Louis dur 
ing the period the store was closed and 
added the I. Miller line. He re-stocked 
his other lines which include Millerkin, 
D’Antonio, Delman, Delmanette, Sand- 
ler of Boston, Friendly, Dickerson, 
Valentine, Penaljo, Cantilever, Bally 
of Switzerland, and Tweedy for wo 
men. A complete line of handbags and 
hosiery are also sold. 

Featured in the men’s department 
are Jarman, Matrix, E. T. Wright, and 
Whitehouse & Hardy. For the young- 
sters there are Acrobats and Treasure 
Chests. 

Ralph was not greatly surprised to 
find that his customers had waited for 
him. He knew that the first year he 
operated his own store he had per 
sonally sold a $100,000 volume and 
most of that was from customers whom 
he had served before he had his own 
organization; and he knew that he had 
had an increase in volume each year 
since then 

Three years ago he expanded further 
and took over the shoe department at 
the Odum, Bowers and White depart 
store in Birmingham 

And so the opening, with 
congratulatory flowers overflowing the 
tore to the point where about half of 
the baskets had to be 
hospital, and the steady high volume of 
the weeks that have followed, were not 
Ralph Watkins who 
high quality of service 
high quality of 


ment 


new store 


sent to a loca! 


a surprise to 
that hi 
earned 
loyalty, 


know 


has him a 
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ARE STEADILY RISING, 


—for these 5 good 


1. Excellent fitting 
combination lasts 


2. Smart styling 
3. Overnight 
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Pf 
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7 
FADE BuyiLDEe 


New U-tip oxford in smart Charcoal brown soft 
long-grain leather, right and left quarters, natural 
welt, white stitch on welt and around heel seat, steel 
arch, Nylon stitched, full grain insole, Pacifate twill 
lining, leather sole, on our No. 14 Combination last. 
IN-STOCK to retail at $9.95. 


Shaw's steady sales increase and constantly growing 
list of retailers have made them the fastest growing line 
of men's shoes in the country! Shaw's unique combina- 
tion of high quality, moderate price, fine fitting 
combination lasts, smart styling and national advertis- 
ing in 4 leading men's magazines gives retailers a 
profit-packed promotion that just can't miss! Add to 
this Shaw's exclusive Trade Builder system of supplying 
you with OVERNIGHT service from over 50 Shaw dis- 
tributors in every section of the country — and you'll 


soon see why our retailers say Shaw shoes are like g 


“money in the bank''! 


In-stock 
service 


4. Top 
quality 


5. And 
national 
advertising in 


daquire 


POST TRUE 


Outdoor Life 


Write TODAY for the 
name of your nearest 
Shaw Trade Builder 
distributer, and our 
new catalog showing 
the COMPLETE LINE of 
men’s casual, dress, 
work and comfort 


“Oven 36 Yenns 
» Oy Quality 
Sheemnaing” 


M.T. SHAW, Inc., * Coldwater, Michigan 


St. Paul Retailers Grow Lyrical in 


St. Paut—‘We make pets of our black, all 
Alligators,” stated Field-Schlick, in a 
showing of shoes with matching hand- 
bags. ““‘We love them as smart accents 
for fall costumes.” Shoes sold for 
$24.95. 

Flats were promoted by Schune- 
man’s, Inc., with “Pretty Polka Flat” 
skips across campus. Such a nimble 
little shoe it practically dances 
even when it walks. Designed for you 


nade for 
your foot 


fashion 
decorative 


your Fall 


Shoe Promotions 


selling at a price of $8.95. 
Newman's said, “Your fitting sere- 
Autumn 
tion of Fall 


chic!” in a promo- 
street shoes. “Encasing 
fondly in height of Fall 

luxury-suede pump with 


elasticized collar and a 


slender mid-heel.” 
“Stripping 
by the Golden 


were promoted 
Add spice to 
with this deli- 


sandals 
Rule. 


wardrobe 


young collegians who want dress-up 
fashion close to the ground.” Shoes 
were shown in suedes in blue, brown 
or black and in soft kid in red or 


92 


cate sandal. Yes, these stripping san- 
dals are ready to take off in many 
directions, to reduce a busy schedule 
to a breeze for women on the go!” 


Bergdorf Goodman’s Unveils 
Footwear and Apparel Salon 


New York — Adolph Green, buyer 
and merchandiser for Bergdorf Good- 
man’s, here, announced the opening of 
the Miss Bergdorf Salon, which, accord- 
ing to Mr. Green, embodies an entirely 
new footwear and ready-to-wear mer- 
chandising concept on the store’s fifth 
floor. The salon was previewed by mem- 
bers of the trade and press one day in 
advance of its recent opening. 

S. S. Silvers, Interiors of New York, 
planned, designed and constructed the 
new department, which features a large 
variety of moderately-priced footwear 
for young women of all ages. The shoe 
department has six salesmen and a seat- 
ing for more than 30. Stock facilities 
permit storing almost 15,000 pairs of 
shoes. 

The salon’s 
clude marble-topped 
gold display 
leather 
upholstery. 


interior decorations 1in- 
tables, white and 
large white 
gray damask 


cases, a 


banquette, and 


Shoe Department Shift 
Adds to Impulse Buying 


PROVIDENCE, R. I.—The Red 
Department of Boston 
from second 


Cross 

Store 
floor 

location 


the 
the 
floor 


Shoe 
moved 
high-traffic 
Occupying about the same floor area, it 
24 some with 
variegated green coverings, some with 
gray-white. It 25-foot frontage 
on one aisle and an 18-foot open display 


ha peer 


to a street 


has wood frame chairs, 


has a 


on the adjoining aisle. 

A major change in the merchandise 
et-up will be the handling of all wo- 
men’s rubber footwear business for the 
store, a line previously not handled by 
this department. According to George 
Pike, department manager, he will stock 
a complete line of women’s rubber foot- 
wear including size four and up. Rain 
boots and cold-weather footwear will be 
featured 
tending up to $11 

In the short time the department has 
been in its new location, Mr. Pike finds 


that he is getting many new customers, 


in complete price ranges ex- 


with a much larger percentage of im 
pulse business. 

The department is exceptionally well 
lighted with overhead block units con 
isting of spotlight centers surrounded 
by fluorescent tubes. In addition there 
is canopy along the aisle 
section and with spotlights. 
All fixtures are on legs to give a modern 
touch and to create an atmosphere of 
large, open space. 


extending 
equipped 


Displays 3.000 Pairs! 


PORTLAND, IND.—To emphasize the 
volume and variety of footwear from 
which to select, Jack’s Family Shoe 
Store, 115 North Meridian, stated 
“More Than 3,000 Pairs Of Shoes On 
Display For Convenience!” Besides the 
loca] store the firm has four others. 


Boot and Shoe Recorder 





Lavin Named Shoe Buyer 
By Alexander’s Stores 


New YorK—R. Duffy Lewis, general 
merchandise manager of Alexander’s 
Department Stores, announced the pro- 
motion of Jerome Lavin to buyer of 
women’s better shoes. 

Prior to the appointment, Jerome 
Lavin was assistant buyer of the de- 
partment. He succeeds Jerome Frankel 
who resigned to enter the wholesale 
shoe business. 

Robert Goldenberg has been named 
as assistant buyer of women’s better 
shoes. Both Mr. Goldenberg and Mr. 
Lavin have been progressively pro- 
moted to their present positions 
through Alexander’s executive train- 
ing program. 


GallenKamp Ready to Open 
New Shopping Center Stores 


SAN FRANCISCO—Plans for the open 
ing of new GallenKamp shoe stores in 
the Hillsdale Shopping Center, at San 
Mateo, and the Concord Shopping Cen 
ter at Concord, Calif., have been an 
nounced by Harry Kollinger, northern 
California supervisor for the Gallen 
Kamp chain. 

Both units are scheduled to open on 
or about November 1, to make a total 
of 37 retail stores operated by the chain 
in northern California 

Irving Solotar, present manager of 
the company’s Stonestown store in San 
Francisco, will head the Hillsdale unit, 
while William Trueblood has been ap 
pointed manager of the Concord store. 

The Hillsdale store was designed by 
los Angeles architect Welton Becket in 
a modern motif. 


Shoe Clerks, Employers, 
Avert Threatened Strike 


PORTLAND, ORE.—Retail shoe clerks 
here voted to accept an employer com 
promise offer, thus averting a threat 
ened strike which would have closed 
some 20 of the city’s shoe stores. 

I'ved Dixon, secretary of the retail 
clerks, Local 1257, said the proposal was 
approved 70 to 30. It calls for a $2.50 
a week pay increase across the board 
increase of minimum commissions to 8 
from 7% per cent and a health and wel 
fare plan for which employers will pay 
$8.50 per clerk per month. Present 
guaranteed scale is $60 a weel The 


contract is retroactive to March 1. 


Summer Doldrums Licked 


By Cooperative Promotion 
[CONTINUED FROM PAGE 89] 


chased a franchise on the idea so that 
it cannot be used elsewhere in San 
Francisco for a year. There is every 
indication that because of its success 
the promotion will be repeated in the 
Spring; and Mr. Steinberg will be ore 
of its most enthusiastic supporters 
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You'll Never Say 
“lm Sorry” to a customer 


MODERN AGE 


SADDLE OXFORDS 
GIVE YOU 


101” SIZES and WIDTHS 


—_—_—- nr ee vos + r y 
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The Best-Looking Saddles 
You've Ever Sold... 


with the original ‘Porthole 
eyelet, a sensation with the 
Saddle Set. And with Modern Age 
sizing, you never have to turn a 
customer away. No “lost” sales 
means plenty of extra sales Style 7619 
when you're the dependable ty ‘ 
source for Modern Age. Order now Sizes 4-10 


Sizes 10'4-12 
Terms 5%90-—0 days fob. Reading, Pa , 


OTHER IN-STOCK MODERN AGE "'PORTHOLE"' SADDLE OXFORDS 
295—White & brown Bal saddle white rubber sole & heel 
AAAA 6 to 10 AAA-AA $ ww 10 ABM 4to 10 


491|—White & wine Bal saddle wine crepe sole & heel 
AAA-AA § to 10 AH 4to 10 (409 


497.—~ W hite & black Bal saddle black crepe sole & heel 
AAA-AA $ to 10 A 41 10 C409 


494. White & brown Bal saddle red rubber sole & heel 
AAA G6 to 10 AA Sto 10 ABC 4t0 10 


Um White & blue Bal saddle white rubber sole & heel 
AAA-AA $ to 10 A-B4 tw 10 C408 


lh—White & black Bal saddle white rubber sole & heel 
AAAA 6 to 10 AAA-AA % to 10 AHO 4 


~White & black Bal saddle red rubber tennis sole 
AAA-AA $ to 9 AK 409 ( to # 


123—All over white elk Bal saddle white rubber tennis 
AAA-AA $ to 9 AB4Aw9 Atos 


524— White & brown Bal saddle red rubber tenni 
AAA-AA 59 AB4w9 (4to8 


Fine Quality Children’s Shoes Since 1882 


Curtis Stephens Embry Co. Inc. 


Reading, Pennsylvania 


Samples in: Room 411, Marbridge Bldg., 47 W. 34th St., New York City 
Room 919, Haas Bldg., 219 W. 7th St., Los Angeles 





45050 

tik, Zebra 
Sole ond 

Sizes 6.12 


Block 
Cord 
Heel 


Piain Toe Blucher, Seamless 
Bock, Finished Split Gusset, 
BARBOUR STORM WELT, 
Geodyear Welt 


oF lo. 


WORK SHOES! 


Dunham Brothers Company, exclusive Northeastern distribu 


tor of 


famous Gorilla 


shoes, does it again! A special 


volume purchase of these quality-made work shoes enables 
us to offer them — for a limited time only — at a low, 
low price that assures you high, high profits! 


@ SAME FINE WORKMANSHIP, 


@ A REAL BUY AT 


MATERIALS AND CONSTRUCTION! 


@ SAME SELECTED QUALITY UPPERS 
AND DURABLE LONG-WEAR SOLES! 


SAME GUARANTEED 


INNER SOLES 


— STEEL SHANKS — DRILL LINED 
VAMP, TOP FACING! 


Write for our new 


Fall and Winter Catalog, 


45051 
Brown Elk, Cork 
Sole, Rubber Heel 
Sizes 6-12 


Retail Firm Develops New Fall Color 


“Pine Cone Brown” Heralded in Full Page News Story 
As Shade that Looks Well with Everything. 


MILWAUKEE—The reward of nine 
months’ painstaking research for a 
with high-fashion appeal that 
could be worn with any Fall wardrobe 
and look well in shoes and other match 
ing new the 
hoe industry, Pine Cone Brown. It is 
the inspiration of H,. N. Biwer, 
of the H. N. Biwer Company, 
which operates the shoe salon of Smart- 
wear-Emma Lange, Inc., women’s spe- 
cialty shop here, and shops in 
Rothschild, Young & Quinlan Depart- 
ment Store, Minneapolis, Minn.; Roths- 
child’s, St. Paul, Minn.; Knollwood 
Plaza Center, Minneapolis, and Nau’s 
Department Store, Green Bay, Wis. 
The new color was kept secret until 
Sept. 11 when it was heralded in a ful! 
page, color-illustrated news article, 
“The Wisconsin Color Story,” in The 
Vilwaukee 


panying ads, It 


color 


accessories is a brown in 
presi 


dent 


shoe 


Journal, There were accom 
was developed after 
Mr. Biwer’s ideas by Gallun & Sons 
Corp., Milwaukee leather manufactur 
of for footwear, and has 
been made into Fall shoes, 


ers leathers 
belts, glass 
French 

billfolds and key cases for the 
in which Mr. Biwer owns depart 


cases, career cases, handbags, 
purse 
tores 
ments 

Ry 
probably be included in nationwide shoe 
distribution. 


next Spring, the new color wil! 
On the same release date, 
display windows in the stores used the 
pine cone brown and pine cone settings 
to announce the new color. It was used 
with black attire in 
with “the brown family” of women's 
apparel here, in St. Paul’s and Green 
Bay 


Minneapolis and 


94 


Mr. Biwer conceived the story in the 
north woods and took a pine cone with 
him to the Leather Show in New York 
last Spring. He took the color from the 
petals or heart of a pine cone. The first 
sample of the leather was completed by 
April and the first sample in finished 
goods in May. 

“IT started to ferret neutral 
shade, a soft, warm brown complemen 
tary to the new world of pre- 
dicted for Fall wardrobes, such as fired 
browns, London greens, darkling reds, 
night blues and ocean greys, and I car- 
ried around with me a swatch of new 


out a 


colors 


Vogue colors and materials for Fall at 
tire,” Mr. Biwer said. “It has been the 
most exciting thing I ever did, I think.” 
He has had the new color used in five of 
his shoe lines and three bag lines. 

“T feel,” he added, “that a 
who wants a $10.95 shoe and a $10 bag 
is just as entitled to a new color and a 
high color as she would find in a $24.95 
shoe. Therefore, we have the new pine 
brown in shoes ranging from 


my 


95, 


woman 


cone 
$10.95 to $24 


Kinney Shoes Has New Unit 
In Southern Shopping Center 


ATLANTA—Kinney Shoes have opened 
an ultra modern air 
Decatur, Ga. 
The store is 
Plaza, one of the Atlanta area’s newest 
Frank 


-onditioned store in 


located in Belvedere 
and largest shopping centers. 
H. Doyle, formerly manager of the Kin 
ney store in Johnson City, Tenn., is the 
manager of the new Kinney unit. 


just off the press! 


DUNHAM BROTHERS COMPANY 


Shoe Firms Sign Leases 
For Second Shopping Center 
econd inte 


Eastland, the 


regional 


DETROIT 


grated shopping center 


Huds 


operators, 


planned by the J. L. yn Company, 


najor department store will 
e representation of shox 
Northland 
opened a 


ave an extensiy 
similar to that 


ores 


stores 


vhere 14 shoe were 
ar and a half ago 

Construction has just tarted on 
Eastland, and is heduled for 
tion in two years. The project will have 
a Hudson department store larger than 
Northland, but will have 70 
the 80 at North 


world’ largest 


comple 


the one at 
rast to 
the 


shops in cor 
land, reputedly 
shopping center. 
Leases have been signed by most of 
the shops which will open there in 1957 
and shoe stores included are Hughes 
and Hatcher, A. S. Beck, Phillips Shoes, 
Baker Shoes, Chandler Shoes, Thom 
McAn, and Kline’s, Inc. Most of these 
stores have units at Northland. In ad 
dition, the Hudson itself is ex 
pected to have the full four department 
men’s, and children’s, to 
gether with a basement department. 


store 


women’s, 


Esther Shops Open First 
Children’s Shoe Department 


WASHINGTON, D. C., The Esther 
Shops here have announced the opening 
of the firm’s children’s shoe de 
partment, under direction of William 
Mr. Tanzman, with more 


new 


B. Tanzman. 
than 30 years of experience in the fit 
ting of children’s shoes, 
formal opening of the department, first 
in the Esther Shops’ history. Space for 
eating 10 children, and a complete in- 


was host at the 


ventory in two price lines are featured 
The shoe department is located in the 
1225 F Street store only. 

Boot Recorder 


and Shoe 





City College Schedules 
Two Courses for Shoe Men 


NEW YORK Two. special shoe 
courses are offered for the Fall term 
by City College Baruch School of Busi- 
ness to equip the shoe man and trainee 
with an understanding of his job, and 
how to give satisfactory service both 
from the point of view of the customer 
and the medical profession, according 
to Dr. John W. Wingate, assistant di- 
rector of the Evening and Extension 
Division. 

The two courses to be offered 
Shoe Salesmanship and Shoe Therapy, 
both under the supervision of Seymoun 
Helfant, of the Del Fant Shoe Com 
pany of Far Rockaway, N. Y 

The Shoe Salesmanship course is 
divided into three sections: foot struc 
ture, shoe construction, and selling 
techniques. How to recommend the 
proper footwear for the type of foot as 


are 


well as for the occasion is also stressec 
Guest lecturers from the shoe and 
leather industries will speak on their 
specialties during the course. Classes 
will be held on Monday evenings, 6:30 
to 10:00 P.M. 

The advanced course, Shoe Therapy, 
is designed primarily for those who 
wish to specialize in orthopedic foot 
wear, and for shoe men who work on 
prescription cases recommended by the 
medical profession. Full attention is 
given to fitting feet with structural 
and functional abnormalities. Mechani- 
cal shoe therapy for children and 
proper methods of cooperation with 
shoe specialists from the medical pro- 
fession are also covered. This course 
will meet on Wednesday evenings, 6:30 
to 10:00 P.M. Total fee for each course 
is $60. Classes will be held at the Mid- 
town Center, 120 West Forty-Sixth 
Street. 


Students to Spend About 
$100 Million for Apparel 


Cuicaco—An average of $50 to $100 
per student will be spent on clothing 
and other items during the back-to- 
school business period in the Chicago 
area. This is the estimate and pre- 
diction of the State Street Council 
which has completed a survey of age 
brackets that must be served, and 
then matched up the items most likely 
to be purchased by each group. 

The Council also estimates that the 
total volume may well reach or ex- 
ceed $100,000,000 for the Chicago com- 
munity. Officials point out that, ex- 
cepting Christmas, this is the greatest 
sales opportunity of the year. 

Shoes, sweaters, underwear, gloves, 
coats, dresses and other items account 
for most of the expenditure for grade 
3, the survey finds. The major- 
ity of these, particularly shoes, are 
replacement of outgrown vacancies. 
For high schoolers, it means similar 
basic items plus new need of dress-up 
clothes for school affairs, and “fad” 
things as the situation calls for them 


schooler 
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Baker’s Store Features 
Displays Front and Rear 


SaLrt LAKE City—The 
shoe store at 2209 Highland Drive, re 
cently opened here under the manage 
of Charles Silcox, a native Salt 
Laker, has display windows and en 
trances both in the front and back of 
the store, 

The interior is decorated in comple- 
mentary pastel colors and parking fa 
cilities are provided both in the front 
and back of the store. 
the usual line of 
hoes, handbags and hosiery, the store 


new Baker’ 


ment 


3esides women's 


is featuring the new styling in plasti 


hoes with glass heels 

Mr. Silcox has firm 
Edison Brothers, of St for I 
years and has managed stores in Pueblo 
Colo., and Salt Lake City 


the 
Louis 


been with 


Apparel Store Opens New 
Women’s Shoe Salon 


LAFAYETTE, IND.—Jacques, a women’s 
apparel store at Main and Fourth 
Streets, here, has opened a new women’s 
shoe salon, featuring Barefoot Origi 
nal, Life-Stride, Deb-Towners, and Jo 


lene Sports 
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207 Essex Street, Boston |1, Massachusetts 
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Cenen 1 GOTHAM Athletic Footwear 


PROFIT-MAKERS 


: | Bass Top Quality Littleway 
Blucher Ortord, Full Leather Oxfords Lively Stepper 


Lined; Storm Welt; Double 


Leather Soles and Rubber 
— MAJORETTE BOOT 


For extra profits, 
sell the complete Be GS 
Bass line... 
@ TRAILMASTERS Gothalite f DELAY 


@ QUAIL HUNTERS* Wear-Rite 
No. 2216 — Brown Scotch @ SPORTOCASINS”* Leather ? Ry WE 
Grain Blucher Oxford. Double e@ SKi BOOTS Shade Sole +} 


Leather Soles, Rubber Heels * 
Storm Weil @ WEEJUNS @ WELTS Regulation 


10/8 Majorette 7 jos 4/ TODAY 
Heel bh | 


GIRLS 4/9 MISSES 12-/3 


$ 3 2 ) Style No. 6020 $4.7 5 


No. 1271 — Tan Scotch Grain GOODYEAR STITCHED—STYLE NO. 809 


imitation Tip, Seamless Blu 


cher Oxford; Heavy Double INFANT $3300 CHILDREN § 50 
oY —* nog! Heels No. 21 Tan Scotch Grain SIZES 4/8 SIZES 8!/,/12 
ull Leather ning everse Sportocasin® afte 6 . U 
Welt ; a ——, ae Rl, 2/10 net 30 FOB. Binghamton, N. Y., less than 6 pr. 25¢ per pr. extra 
. on Fe Soles and Heels Tene rite for samples and catalog. (Samples must be retained.) 
T. M. Reg Moccasin Construction Manufacturers of 
BOWLING ° FOOTBALL ° BASKETBALL ° BASEBALL 
BOXING SHOES ° ROLLER SKATE OUTFITS 


B20 OUTDOOR FOOTWEAR «= ESET EST yorT Tt a eee 


GH. Bass & Co., Dept. BS9, Wilton, Maine + 658 Marbridge Bldg. N.Y.C. 1 BINGHAMTON, N.Y. 











Family Shoe Store Holds 
Grand Opening in Kansas 
BeLvoir, KAN. The Family Shoe 
Store held its grand opening in a com 
pletely remodeled and redecorated store 
here at 117 South Mill Street. 
Wayne Watson, manager, who sold 
out his shoe store in Newton, several 
weeks ago, is operating the new store 
in a partnership with D. A. Perkin 
and Harold Conley of Beloit 
The Family Shoe Store supersedes 
the Annan Shoe Store here and is lo 
cated at the same site 
Remodeling included new display 
windows with a built-up platform cov 
ered with crystal gray carpeting. Mod 
ernistic display stands are used against 
the new and unusual background 
j : painted with a three-color flecked 
, . re heather design paint. Special display 
oe cubicles on the interior of the store 
| goat 2,4. ie eee have been similarly finished, as well 


NEW YORK—it happened this way. Pat White, Rosemary Gaines, Marilyn Marsh, °~ the large display background for 
Doris Hagler and Marsha Rivers, from the chorus of the Broadway musical show the ladies’ handbag department 
“Ankles Aweigh,” visited the newly-opened “Coquettes” shoe salon on Fifth Avenue Customers’ chairs have been re-up 
and didn't stop to change their costumes. Appearance of these girls caused pan- holstered in a fabric that blends with 
demonium in the store and complicated traffic problems on Fifth Avenue. the new carpeting over the wide run 





ways. 


New Thom MeAn Unit during the closing days of August. Ira On opening day there were souvenirs 

T. Bane, formerly a salesman in the for boys and girls, and gifts for men 

Los ANGELES—-A new Tom McAn company store in nearby Van Nuys, and women. D. A. Perkins will remain 

shoe store was opened at 8609 South has been appointed manager of the as manager of the Lynch Shoe Store in 
Sepulveda Boulevard in Los Angeles new unit Beloit 
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Shoes in the News AMERICAN FIXTURE INC. 
its) Mat- teal mia 
shoe store fixtures 








CO 22 
Disploys flats and 
high heel shoes. Six 
10” x 30" adjustable 
shelves ore finished 
alternately in pastel 
green and eggshell 
white. Overall height 
66", width 32”, base 
spread 24”. Satin 
black 1" square metal 
tubing welded frame 
Reversible shelves 
have strip to hold 
high heels, front edge 
for casuals 
Complete as 


illustrated $53.50 
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New synthetic materials for shoes and accessories play an im 
portant part in these industries today. Often scuff and crack- 
proof, they are attractive in surface and colors and easy to 
clean. Above; shoe from Alfred Vamos and bag from J. Jolles 
Studios both in “breathable Naugahyde,” a new product of 
United States Rubber Co., highly scuff and soil resistant. The 
vinyl design, “Cordex,” is permanently applied to the fabric 














This is one of hundreds of different 
fixtures we make to...help sell shoes 







window fixtures, stools, chairs, displayers 







whatever your needs are...can be supplied by 





Shoes designed for specific customers and specific uses is a 
trend that is growing stronger with every new season. Left: 
richly beaded and reflecting an East Indian influence, “Ro 
mance,” is a shoe for the sophisticated young woman's leisure 
hours at home. Right: for the young teen-ager this shoe, 
“Party Line,” with its miniature telephone, is designed to wear 
Both from the new line, Moods, by Prima 


American Fixture Inc 











indoors and out. 








American Fixture Inc. serves 


the largest shoe manufacturers with a retailers 






fixture service. This complete fixture program 






can be developed for you 
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Once a “ballet type” worn by the very young, the flat heel 
shoe now meets many needs. New ideas in styling are limited, 
so designers vary their upper materials and trimmings. Left: 
flat in hair calf with panel vamp treatment, Available in eight 
solid colors and zebra and leopard prints. Right: tweed is the 
upper material in this flat. Here, too, a variety of color mix 
tures is available. Both from the new line of Flatties by Swan 





City Zone State 


AMERICAN FIXTURE INC. 
2300 LOCUST STREET + SAINT LOUIS, MISSOURI 


New York: 11 W. 42nd & Chicago: 220 W. Adams % 
New York 36.N Y Chicago 6, til 
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to visit their exhibit at the 


The “National Group” of 
\talian Shoe Manufactur- 
ers, organized by""“MOSTRA - 
MERCATO INTERNAZIO- 
NALE CALZATURE, Vige- 


vano (International Shoe 


fashion shoes at the 


10th 





The Italian Shoe Manufacturers invite you 


NATIONAL SHOE FAIR in Chicago. 


Market), under the sponsorship of the Italian Government, 
will exhibit a comprehensive collection of interesting, high 


CONRAD HILTON HOTEL 


OCTOBER 23 TO 27, 1955 


supervisors 
growing feet, 
inportant 
Support Shoes 

This is a 


result of 
Write today 
tvyle designs 


corrections 


equally 


floor 
,EPHRATA 








Chains Report Gains in Sales and Profits 


The New England Shoe and 
has analyzed the 
five chain 


Boston 
Association 
of the first 
store companies to issue financial state 
for the first half of 1955, 
pared with 1954. These 
ported a gain of 3 per cent in number 


Leather 
operations shoe 
ments com 
companies re 


Number 
of Stores! 
1955 1954 


S16 
249 


Melville Shoe Corp.* N48 
Edison Bro » 258 
G. R. Kinney Co.* $44 337 
A. S. Beck Shoe Corp. 184 180) 


hoe Corp.** a) 55 


Store 


spencer 
otal 1,637 
(1) Awe of June 
comparable 1964 period 
sible correlating data due 
weeks emded 5/28/55 


1,689 


tAfter tares 
prof flgoures are 
to lack of other 


ttSalesa figures are 
for 


of stores and gains of 8 per cent in sales 
and 20 per cent in combined net profits 
(after taxes) in the period January- 
June, 1955, compared with the corre 
NESLA’s 
analysis is shown in the accompanying 
table. 


ponding period a year ago. 


For First 6 Month 
1955 


Net 


Per Cent Changes 
First Half ’55-’54 


Sales Profit 


1955 
Net Sale Income 
53,431,157 $2,914,124 
42,156,419 ] 244,258 
23,218,112 728 , 883 
23 ,065, 135 570,217 
2,651 ,058 25,146 


6.1 
9 9 
$144,521,881 $5,482,628 + 
for 25 weeks ended 6/25/55 


months ended June 30; nearest pos 
* Sir months ended June 30, ** 2 


8.3% +19. 6°; 


ata 
figures 





Bell Bros. Open New Store 


NASHVILLE, TENN.— Bell Bros., a 
chain of family-type shoe stores, has 
opened its 31st and most luxuriously- 
appointed store in Green Hills Village 
shopping center. 

According to the management, the 35 
by 135-foot store will feature shoe de- 
for and chil- 
dren, and other departments that carry 


partments men, women 
a full line of accessories, such as bags, 


98 


hose, canvas and tennis shoes, and 
others. 

It is the first Bell store in the Nash- 
ville area, and it will become the “head- 
quarters” store of the chain, it was 
said, 

Appointments were designed by Jean 
Burke of Burke & Kober, Los Angeles. 
A juvenile department will feature 
merry-go-round horses. 

Bell Bros. are operated by 
General Retail Corporation, a subsid- 


iary of General Shoe Corporation 


stores 


When The School 


ARCH 


(Genuine Goodyear Welts) 


The school year starts and parents, 
pay 
making 
fitting 


“new business” 
us that 40% of their 
prescription or 
orthopedtk 
for 
for 
They 
Supporting features 
sound principle of 
your own brand name 


doctors or other 


Bell Rings 
| It's 
= CHECK-UP TIME 


Be ready with 





SUPPORTS 


teachers and health 
attention to young America’ 
the next three months the most 


Selling season for Ephrata Arch 


direct 
and 


season! 
annual “new busines is 
work on Ephrata 
consultants 

Eephrata catalog listing 12 basi 
Arch Support or other supplementary 
all embody Ephrata ten sound Arch 
You will learn, too, about Ephrata 
selling Quality Shoe under 


Ephrata dealers tell 
the direct 
Shoes by 


Write for Catalog 


EER AEA SHOE COMPANY 


PENNSYLVANIA 





Tall Men Want to be Taller— 
Short Men Accept the Verdict 


NEW YORK—Men "squeezing" the six- 
foot mark are among the best customers 
for “Elevators,” the height-increasing 
shoes made by the Stone-Tarlow Com- 
pany, Inc., of Brockton, Mass. 

This surprising intelligence was re- 
leased by the Emil Mogul Company of 
New York, agency for the shoe manufac- 
turer. Among a mass of documentary 
evidence accumulated by Stone-Tarlow 
in preparation for an extended Fall pro- 
motion campaign, was this fact, based on 
the experience of Herbert M. Adler, 
president of Adler Shoes for Men, and 
largest distributor of “Elevators.” 

He indicated that this selling point 
would be of interest to retailers who feel 
thet there is no business in short men in 
their community. 

Mr. Adler is the first retailer to be 
foatured in the series of testimonials by 
loading footwear dealers based on their 
own experience with the line. 

Hero of the short men is the TV comic, 
George Gobel, who refused to use 
height-increasing shoes or camera gim- 
micks to bulid up illusions of height on 
the Hollywood set of "The Birds and the 
Bees,"" in which he is co-starring with 
Mitzi Gaynor. 

Mr. Gobel is five feet, five. 

“There are lots of us short ones 
around, so why be ashamed of it?" says 
George. "Our television viewers — the 
short ones—write us often that it makes 
them real proud to see the little feller 
get a break.” 
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Plan N. Y. Exhibit Center 
To Tell the Story of Shoes 
BINGHAMTON, N. Y.—The first step 
toward the establishment of a compre- 
hensive exhibit of shoemaking in all its 
phases will be taken at the Roberson 
Memorial Center, here, October 23, 
when the center will open the prelimi 


nary stages of a many-sided exhibition 


New Thom MeAn Store 
Opened in Daytona Beach 


DAYTONA BEACH, FLA. The 
Thom McAn Shoe Store opened at 168 
North Beach Street, is the 23rd unit 
of the chain operating in Florida. The 
store has the nationally known 
Thom McAn store front signature in 
black letters on a white ground. There 


new 


new 


store’s interior of and 
dark 
designed to 


leather other 


mray 
Special 


in the 


green with woodwork 
permit ap 


material 


lighting 1s 
and 
and 


praisal of 
designs under 


The store is all 


qualities, colors 
“daylight” conditions 
conditioned 

large shopping center, 


will be 


In Tampa, a 
almost completed, known as 
the North Gate Shopping Center. This 


one of the super shopping center 
cost approximately $2,000,000 


is ample window space and most of 1 
the 150 styles of men’s and boys’ and ha 
wear will be displayed. Hosiery One of the best located spaces has 
other footwear the Melville Shoe 
sold. tion and another Thom McAn 

Traditional 


that will include rare examples of an 
tique footwear. The Endicott-Johnson 
Corporation, The United Shoe Machin 
ery Corporation, several museums and 


foot 
and been 


accessories also will be leased by Corpora 


init will 


a large eastern university are cooperat 
ing with the Roberson Memorial. 

take footwear for 
its influence and effect in the 


decor is featured be opened there 


McAn 


“People granted 
and yet 
practical ways of life and cultural de 
almost monumental 
Keith Martin, direc 


“Based on 


velopment assume 


proportions,” said 
tor of the 


and engineering research of the unive1 


center. medica] 
sity, we shall develop an exhibit that 
will present the anatomical and medical 
facts regarding the human foot and it 
functions. 

“Parenthetically, it has been demon 
strated that by the age of fifty, nine out 
of ten people in this country have more 
with their feet, 
comfort 


or less serious trouble 


impairing their and general 
physical well-being efficiency. A 
part of this exhibit will be devoted to 
exploring the part that the shoemaker 
has in solving this Mr 
Martin stated. 

The members of the Folk Dancers 
and the Musical Arts Society are help- 
ing plan material that will show the 
influence of the shoemaker on the dance 
and music. The 
present an 


and 4160 —JUNIOR COMBAT BOOT 


Brown heavy duty leather 
upper, Goodyear stitched non 
slip rubber sole 
8) 10-4 


problem,” 


Photogranhie Center 
exhibit devoted exclu- 
sively to feet and what they reveal of 
human attitudes activities. The 
Broome County Historical Society will 
present an exhibition showing the de- 
velopment of 


will 


and 
All kids want boots! 
Parents demand top values 
at budget prices! Step 
Master boots please every 
body they're wrap-ups! 
For those extra pair sales 
and extra profits push 
Step Master boots this Fall 
and Winter! ORDER NOW! 


shoemaking in Colonial 


and frontier days and especially as a 


sienificant industry in Broome County. 
The starv of footwear among the In 
dians will be a part of their story 
, 4185— JUNIOR ENGINEER'S BOOT 
Black “blizzard” leather, compos! 
tion soles, rubber heels 


D 10-4 $4.20 


Lasalle & Koch Company 
Opens New Ohio Branch 


FINDLAY, OH10—Lasalle’s Findlay, a 
new branch of Lasalle & Koch Co., To- 
ledo, department store was opened re- 
cently and is the firm’s fourth branch. 
The Findlay store, at 512 South Main 
Street, has a 75-foot front and depth 
of 200 feet on the two floors and mez- 
zanine. The entire store is air-condi- 
tioned. The firm carries shoes for the 
entire family, providing duplication of 
merchandise carried in the main store, 
which is a division of R. H. Macy and 
Co., Ine. 

John F. McGowan, formerly with 
Morehouse Fashion, Columbus, is man- 
ager of the new store. The firm’s other 
stores are in Bowling Green, Tiffin, and 
Sandusky, Ohio. 


WESTERN BOOT 
255 — Black, white trim, 
256 — Brown vamp, wine 
top. 257 Black vamp, 
red barrel. Goodyear 
stitched composition 
rubber soles width 
5-8 $2.40 
812-12 2.80 
1214-3 3.10 


5140—COWBOY BOOT 
Tan elk and yn mag 
upper, rubber soles 


width 
814-12 # 60 
4.20 


1242-3 


ASTER SHOES, IN GREENUP, ILL. 
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{ s j member, Independent Shoemen 
4 


Harry the Horse, 


supplier of CORDOVAN 


— I'm happy 


Cause 


they'll skin my butt to tan 
into the most flexible soles 


in the world on 
WOLVERINE 
dress shoes 


P.S. Did you know that Wolver- 
ine is the world’s largest tanner 
of horsehide? 


olyouine 


Townline shoes for men 


Men's shoes for dress and casual wear 


$8.95 — $12.95 


WOLVERINE SHOE AND TANNING CORP. 


ROCKFORD, MICHIGAN 


Exhibiting National Shoe Fair 
Palmer House, Room 676 


Historic Store Adds Shoe Department 


es 


Shown here is a view of the new leased, 22-chair women's shoe department, a 
precedent-shattering step recently undertaken by the John Bressmer Company, 
97-year-old Springfield, Ohio, Department store. 


SPRINGFIELD, ILL.—For the first time 
n its 97-year history, the John Bress 
mer Co., 612 East Adams Street, 
Springfield, has a shoe department. A 
careful check by the present store 
owners-managers has definitely estab 
ished the historical accuracy of this 
interesting fact. 

Opened on August 15, 1955, this new 
department is operated by the Wohl 
Shoe Co. of St. Louis and is one of 
only two leased sections in the store. 
The other leased section is the millinery 
department. 

The new department features wo 
men’s shoes only. In addition to the 
manager of the department, there are 
three sales-persons; two men and one 
woman, A wrapping, telephone, 
charge and cash section of the depart 
ment is handled by a young lady clerk. 

With an event of this importance 
in the John Bressmer Co., and with 
its position in the community to con 
sider, the store management went al! 
out in introducing the new shoe de 
partment to its shopping clientele 

During the two-week period prior to 
the opening of the department a series 
of newspaper “teaser” ads announced 
the coming opening. On the day be 
fore the opening, a large newspaper 
display, featuring the “glass slipper” 
ad made the final announcement. 

On the day of the opening the store’s 
regular TV program over the local sta 
tion (WICS) was given to shoe fash 
With the new manager of the 
department commenting on the shoes 
shown, three models displayed 25 pairs 
of shoes to be found-in the new section 
of the store. 

The store management has deter 
mined to give the new department ful! 
cooperation, not only in the advertis 
ing program but in the use of the 
store’s facilities. 

A street display window, nearest the 
heavy traffic approaches is permanently 
assigned for shoes. In other windows, 
where manikins are used, small, artistic 


ions. 


cards placed nearby announced that the 
shoes used are from the store’s de- 
partment, 

Throughout the entire six-floored 
store, there are placed occasional, 
small displays of shoes, mounted on 
attractive fixtures, from the depart 
ment. Near the elevators there is a 
neat corner window display of shoes 

Located on the first floor, to the rear, 
the department is in easy vision of 
most entering customers. Designed by 
leasee the department has 22 chairs 
stools The chairs 
and stools are in gray and coral and 
are in plastic. 

Done in three shades of green to 
match the store’s general decor, the de- 
partment is eye pleasing and imparts 
an atmosphere of refinement—an es- 
sential in the merchandising 


with three sales 


store’s 
practices, 

Attractive peg-board lined, recessed 
wall display boxes are across the rear 
wall, behind which is the shoe storage. 
Wrought iron and glass, along with 
plastic display holders, give the de 
partment modern fixtures. A _ partial 
pole divider and glass display cases 
separate the section from the rest of 
the floor. To one side is the wrapping 
and personal service section. 

In line with the general merchandis 
ing policy of Bressmer’s, in which the 
customer is always given utmost con 
sideration, there is no high-pressure 
selling in the department. “The fit- 
right.” Special orders 
are immediately made if the stock can 
not be used. 

Selection of sales personnel has been 
done under rigid scrutiny of the store 
management. Since the department, 
was in part established as result of 
customers’ queries, the policy of sales 
in the department must then follow 
the long-established store pattern. 

To illustrate, there will be no spe- 
cial mark-down or price sales in the 
department. While the lines sold, do 

[TURN TO PAGE 102, PLEASE] 


ting must be 
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‘Bi : i 7 . > s approximately 5 by 30 feet, and 
est Litthe Shoe Store is approx ) 
Bigg a the same amount of floor space is util 


C Invad 
‘ ‘ « 
ustomers nvade In Louisiana’ Holds Opening — ized downstairs as a stock room. The 
Unfi h d ~ SHREVEPORT, LA. The only shoe Store had an opening stock of 1700 
inishe tore store of its kind in a 200 mile radius pairs of shoes, all of them famous 


of this city, held its formal opening brands 

recently when Men’s Famous Brand The business is operated by a part 

Shoes began operations here. nership of Homer Lawson and Bill 
The store, with a motto of “Biggest Cain. Mr. Lawson has no previous 

Little Shoe Store in Louisiana,” ad- connections in the shoe business, but 

vertises “Save $2.00 to $6.00 on every has an interest in several Shreveport 

pair.” They carry in stock from AAA men’s clothing stores 

to EE and sizes 6 to 14. Active management is in the hands 
The “biggest little’ description re- of Mr. Cain, who has hat 20 years’ ex- 

fers to the store size. The sales floor perience in shoe sales 


CEDAR Rapips, lA.—Earl Graves and 
his wite Hazel, old hands in the shoe 
business, have opened a shoe depart- 
ment in the Martin Dry Goods Com- 
pany, this city. Martin’s is one of the 
oldest established stores in Cedar 
Rapids. 

Proof that they selected the perfect 
location is the fact that long before 
the Graves had announced the formal 
opening, which was August 11, cus- 
tomers were pouring into the shoe de- 
partment, eager to buy. 

While the department was in the 
process of completion, with carpenters 
busy building shelves and partitions, 
Mr. Graves placed one chair in the 
open space, thinking to use it if he 
wished to sit down to check figures or 
rest a moment. Much to the amuse- 
ment of the sales people on the first 
floor, Graves never got a chance to sit 
in it. Women came in, headed for the 
one lone chair and asked to be fitted, 
even though the department was not 
completed. 

The Martin Dry Goods Company has 
earned the reputation over a period of 
more than 50 years, of having quality 
in all the merchandise they sell and 
the Graves will have the advantage of 
this reputation. The Martin store 
started as a strictly dry goods store 
but about 20 years ago, it developed 
into more of a department store, fea- 
turing women’s apparel. 

Earl and Hazel Graves came to 
Cedar Rapids from Fairmont, Minne- 
sota, where they operated the shoe 
department in the Bob Wallace Mer- 
cantile Company for eight years. They 
started in the shoe business in 1924 





SMOOTH GRAIN 


red, brown, blue 


with the Robinson Shoe Company in 
Kansas City, Missouri. 

The Graves are stressing quality 
shoes at popular prices. They have as 
their source of supply, the Wohl Shoe 
Company of St. Louis. 

An attractive display toward the 
front of the new shoe department, 
which is at the rear of the first floor 
of the store, offers the customer the / , - 
opportunity to see, handle, and react Bono's cla ° new stylish design mothers think it’s 
to the eye-appeal of the shoes on dis- — — “cute” « new 2-eyelet moceasin-—easy for 
play. little ones to lace * new right-and-left quarter—easy to fit, ankle 

A friendly couple with pleasing per- feels good right away * new ball heel-holds fit without rubbing 
sonalities, the Graves will carry out or sliding 


their policy of personalized selling. ORDER—OR REORDER NOW! SIZES 5 TO 9 A-E WIDTHS. 


RIPPLE GRAIN—brown, 


black, brown & white 





New Shoppers Mart Units G.W PITTTIT Ty MTT 
ToLepo, OHI0—Miracle Mile Shop- . Py ,- e 
Bes Mart in Toledo, ony pile po MAIL COUPON 797 SMITH STREET ROCHESTER 6, N.Y 


Jackman and Laskey Roads, will soon NOW FOR SEND COLOR 
have several new shoe stores. On Sep- 


tember 1st Kirby Shoes and Crosby ascent 
Shoes opened their doors. A week later, | TRIAL PAIR ON 
Thom McAn Shoes and A. S. Beck | ADDRESS 


Shoes are scheduled to open. On Oct. APPROVAL 
13th the J. C. Penney Co. store is ex- | 
pected to open its doors for business. 
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planned business. 


Atianta, Ga 
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to sell all the shoes you can... 


Must you be 
a banker, too? 


Whether you give dating, which is a loan to your 
customers, or operate an in-stock department, 
which is a reserve against their demand withdraw- 
als, the net effect is the same. You're in banking 
as well as shoe manufacturing, and it takes ad- 
ditional capital. You may not like this dual! role, 
but competition frequently forces it on you. 


Iselin financial support enables shoe men to carry 
this extra occupation comfortably and gives them 
all the advantages of increased capital. Giving a 
customer longer terms or dating, or carrying in- 
ventory from which to service orders quickly, puts 
no burden on the working funds of Iselin-factored 


The shoe man who factors with Iselin not only is 
paid in cash as soon as he ships his orders; he 
can even get the proceeds of future sales from us 
while he is still buying leather or stacking shoes 
to make those sales. He knows where and when 
he can get the money to run a profitable, well- 


WILLIAM ISELIN && GCO., ING. 


357 Fourth Avenue, New York 10, N.Y 


FOUNDED 1808 





Grand Rapids, Mich 





} 
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Retailer’s Foresight Leads 
To Store’s Enlargement 

ALBUQUERQUE, N. M.—Behind the 
complete remodeling job recently done 
on the Breece Shoe Store lies a hint 
of the foresight of Thomas E. Breece, 
proprietor and manager, when he 
opened the store in rapidly growing 
Albuquerque. 

The store is located at 8218 Menaul 
Boulevard and four years ago there 
were only 400 homes in the infant 
subdivision of Albuquerque. Today 
there are 23,000 homes in the area, 
and Menual Boulevard has worked 
into a large thoroughfare. 
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Mr. Breece has enlarged his store 
from 60 feet deep to 105 feet, has 
carpeted it, and has added many new 
fixtures. In addition, he is discontinuing 
the fabric line that he had with the 
original store and is dealing ex 
clusively in shoes 

He carries a complete line of men’s 
style shoes, women’s shoes and wom- 
en’s casuals, and is specializing in 
children’s shoes, especially the Child 
Life and Poll-Parrot lines. 

Mr. Breece’s second shoe store is 
located at 3404 Central Avenue on 
Highway 66, which cuts through the 
heart of Albuquerque from West to 
Fast. 


Historic Department Store 
Installs Women’s Shoe Salon 


[CONTINUED FROM PAGE 100] 


not represent the most expensive shoes 
available, they are of high quality and 
in line with the “above-average” mer 
chandise that Bressmer’s customers de 
mand and expect. 

From the opening day, the depart- 
ment been a success. And each 
succeeding shopping day there has 
been a steady stream of women visit- 
ing the department. As shopping at 
Bressmer’s is “must” in the calenda) 
of every discriminating woman in cen 
trol Illinois, the department affords 
an added attraction. 

Since the store has over 42,000 active 
charge accounts, it is readily under 
stood that these customers are among 
the first to take advantage of this new 
spent visit- 
ing the section will easily support the 
management’s enthusiasm in its pres 
ent and future possibilities. 

An interesting sidelight on the type 
of shopping done in the department is 
the large number of sales in which two 
or more pairs of shoes are purchased 
The multiple sales are far above aver 


has 


service. A few moments 


age. 
The manager of the Bressmer’s de 
partment is Tom Payne, who came 


from a position of assistant manager 
at Dillard’s in Texarkana, Arkansas 
Payne has been in the retail shoe busi 
ness for ten years. 

The young, enthusiastic manager is 
off to a running start and foresees a 
great future for shoe sales in this his- 
toric well-established department store. 

His featured brands of shoes in the 
department are: Martinique, Dominic 
Romano, Air Step, Marquise and Jack- 
queline. 

With the addition of the shoe depart- 
ment, Bressmer’s now is able to com- 
pletely outfit their women shoppers. 
The management felt there was dis- 
tinction in the city for the department 
and in recent years many of their cus- 
tomers have asked for it. 

General management of Bressmer’s 
is in the hands of O. L. Parr, as- 
sisted by his son, Jay Parr. 





Torrential Rain Floods 
Shoe Store Basement 


BURLINGTON, VT.—The basement of 
Jan’s Shoe Store was flooded recently 
when a torrential rain, measuring 2.37 
inches in a little more than two hours, 
flooded the basements of a number of 
stores in the upper Church street busi 
ness district, here. 

Parts of the basement of Abernethy’s 
department store were flooded with 10 
inches of water, but there was no im- 
mediate estimate of the damage. 

The Burlington storm was not asso- 
ciated with the disastrous floods which 
occurred in southern New England in 
the wake of Hurricane Diane. 
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Heads Shoe Departments 
At The Bon Marche Store 


OGDEN, UTAH—Ed Larson has been 
appointed division merchandise man- 
ager of the shoe departments at The 
Bon Marche department store here. Mr. 
Larson will be in charge of women’s, 
men’s and children’s shoe departments 
at the new store. 


ED LARSON 


Mr. Larson has been associated with 
the Allied Purchasing Corporation, of 
which The Bon Marche in Ogden is a 
unit, since 1940, and has in the 
shoe department of The Bon Marche in 
Seattle, Wash., the major part of this 
period. 


been 


Valentine Line Featured 
At Carson Pirie Scott 

CHICAGO — “Champagne at a Coke 
Price” is the theme being used by Car- 
son Pirie Scott & Company in the in- 
troduction and promotion of its new 
line of moderately priced fashion shoes. 
The new line, Valentine shoes, were 
introduced in the store September 7 
with special advertising, window and 
departmental displays, and departmen- 
tal events. 

During the first few days of the 
promotion, Coca-Cola was served from 
champagne glasses at two bars in the 
department. Betsy Yeomans, style di- 
rector, and several executives of Valen 
tine were present. The were 
shown by live models. 

The program was previously intro- 
duced to the Chicago fashion press at 
a “Champagne Brunch” in Sarah Sid- 


shoes 


dons Walk at the Ambassador East 
Hotel. J. Carl Campbell, merchandise 


manager for shoes and fashion apparel 
for Carson’s, presided at the event. 
Miss Yeomans commented on leading 
shoe styles for Fall during a fashion 
show. Highlighted shoes included tail- 
ored styles with dressmaker treatment 
with slender (but not pointed) toes, 
slender 14/8 heels and shell pumps, 
stressed. Pleated elasticized faille in 
glovelike types, closed back and open- 
toe shoes, dressy calfskins with pleated 
vamp, and plain pumps with folded top 
lines were cited as having fashion sig- 
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nificance. Also shown were the classic 


halter with square throat and toe, and 
a Y strap sandal. 


New Schiff Shoe Store 


Opened in Minneapolis 


Schiff’s 


shoe 


MIN NEAPOLIS has opened a 
new family 512 Nicollet 
Avenue, in the loop district of the city 
The store has open stock with a men’s 
department on one women’s on 
the other and children’s in a 
at the rear. Handbags are shown at 
the front of the store and again in a 
display on a wall on one side near the 
center. A hosiery department is 


store, 


side, 
section 


also 








cel VOTAN 





one of the features of the store. 

Color scheme is grey and _ pink. 
Blonde furniture is upholstered in pink 
plastic. Pink formica is used on the 
top of tables and front desk. The floor 
ing is grey plastic tile. Fluorescent 
lighting is employed 

The front is recessed with large dis 
play windows at each side and at the 
Spots are installed in the ceil 
Background of the 


front 
ing of the windows 
windows is pink on one side and grey 


on the other. Stainless steel borders 
the windows and is used for the en 
trance door 

Herbert Levy is manager of the new 


tore 





“SUPERSOLE” 







OMPARE ‘SUPERSOLES” 


that of any conventionally-tanned leather or synthetic 


More 


FLEXIBLE 


than an 


ACROBAT! 


FLEXIBILITY with 


greater 


soling material! Watch its deep, rich color brighten and 
glow before your very eyes. See how it snaps back when 
you release it! And it STAYS flexible! 


“SUPERSOLE” is genuine leather at its best 


. . PLUS 





cess. 





Greater FLEXIBILITY 
LIGHTER WEIGHT 
SISTANT as be! 


leather can 


health! 


NEW YORK, N. Y. 


LONGER WEAR 


and as 


cemented with equal ease, “SuPER SOLE” 
is “tops” in economy, comfort and foot- 


VirGINIA OAK TANNERY 


SALES CORPORATION 





the EXTRA WEAR built in by our exclusive tanning pro- 


Your customers deserve it! 


WATER-RE 
Stitched or 


cul 





Only leather 


genuine 
"SuPERSOLES” bear this 
VOTAN trade-mark 


LURAY, VA. 


























































YOU CAN SELL MORE PAIRS 


UPPERED WITH 


ete ws ar OFF 


Because 


White Shoe Care 
is Easy with 


FREE KLEENETTE 
KLEENETTE 


FOLDERS AND 


MERCHANDISING 
UPPERED SHOES. WRITE A. H. ROSS & SONS CO 








TAGS NOW AVAILABLE FOR 
CHICAGO 27, ILLINOIS 





Shadowless Ulumination Feature in Baker Shoe Store 


SAN FRANCISCO Luminous is the 
word to describe the appearance of the 
new CC, H. Baker Company store at 
2030 Chester, Avenue, Bakersfield, Cali 
fornia. The soft, shadowless lighting is 
1 combination of luminous ceilings and 
luminous walls with suspended fixtures 
which achieve high-level accent light- 
ing. Colorful quilted wall panels, wall 
to wall carpeting and ceiling height 
draperies make up the rest of the decor. 

Attractive furniture, display cases 
thet seem to be suspended in mid-air, 
with numerous planters, give this 
ultra-smart shop a truly inviting ap- 
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pearance to the customer. 

In the opinion of L. P. Billodeau, 
manager of the new shoe store, “ample 
lighting is the least expensive and most 
productive means of promoting the sale 
of merchandise.” This is especially no- 
ticeable in the men’s shoe area, where 
direct lighting is used in addition to the 
indirect lighting provided by the lum- 
inous walls and ceiling. The direct lights 
serve to reflect the highly polished 
leather of the shoes, pinpointing the 
customer’s attention on the merchandise. 

With this type of lighting shoe col- 
ors show their true texture. 


Store’s Extensive Remodeling 
Aimed at Children’s Trade 


CHAMPAIGN, ILL.—An enlarged and 
separate fitting area for children’s 
shoes has recently been added as the 
result of extensive remodeling in the 
Sholem’s-in-Champaign shoe store here. 

Gregorio Zolko, Brazilian architect 
and recent graduate of the University 
of Illinois, designed the new department 
and made use of slim, vertical lines of 
decorated wood paneling, crab orchard 
stone planters, mirrored walls and ab- 
stract shadow boxes displays. Interior 
color design features a new rubber tile 
floor in soft gray and green, with wails 
of beige, yellow and plum. Modern 
bright yellow chairs and fitting stools 
were especially designed for use in chil- 
dren’s shoe stores. 

An important part of the remodeling 
program was changing of the shoe stock 
rooms which enabled the store to in- 
crease its inventory of children’s shoes 
by an additional 1000 pairs. The firm 
has always placed emphasis on the chil- 
dren’s end of the business. 

Stanford H. Sholem, firm head, points 
out that the merchandising appeal is 
always directed entirely to the parent. 

“We do not feature or promote gim- 
micks, gadgets or giveaways, but rather 
devote all of our advertising media to 
the appeal of the parent on our fitting 
service,” he said, adding, “We believe 
the parent the decision in the 
price range of shoes we handle as to 
what shoes he or she will buy for the 
child. We believe that in the design of 
this new department we have created 


makes 


something that is pleasing and appeal- 
ing to the parent, giving a semi-institu 
tional look, and is in keeping with the 
prestige of our store.” 

The firm is known in the trade as the 
J. J. Sholem Stores Company. This 
particular store is known as Sholem’s- 
in-Champaign, the 
largest and this 
part of Illinois, 


and claims to be 


oldest shoe store in 


Trippet Shoe Store Building 
Result of Study in Design 


TULSA, OKLA.—Formal 
the new Trippet’s shoe store here was 
held recently. Dr. Floyd E. Trippet is 
owner, 

The 1000-square-foot building 
was designed by John Cushing, Tulsa 
architect. The exterior features a New 
Orleans motif, with porches extending 
full length along the north and west 
sides, Dr. Trippet said the building was 
designed for efficiency and customer 
convenience after many other shoe 
stores had been studied. The store is 
departmentalized and will seat 75 per 
The structure also contains a 
kitchen and lounge for employes. 

The first Trippet shoe store was 
opened here in 1938. The new outlet is 
Trippet’s second store. 


opening of 


new 


sons. 
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New York Travelers 
Further Plans for Jubilee 


New YORK Further plans were 
made by the Boot and Shoe Travelers 
Association of New York for its Fif- 
tieth Anniversary Golden Jubilee Ban- 
quet at a meeting held September 7. 
The banquet will be held November 
29 in the Statler. 

George Ecclesine, Gerberich-Payne 
Shoe Company, and co-chairman of 
the committee plans for the affair, 
said a general letter publicizing the 
banquet was mailed September 10. An- 
other letter, requesting that reserva- 
tions for tickets be made, will go out 
September 23, he said. 

Mr. Ecclesine reported that the com- 
mittee is lining up an entertainment 
roster consisting of radio and tele- 
vision stars, who will perform at the 
function, but he said names could not 
be released until October 15, when final 
arrangements for entertainment will 
have been completed. 

A publicity committee for the affair 
was appointed at the September 7 
meeting consisting of Julian Stern, P. 
W. Minor Company, chairman, with 
the following members: Ed Atkins, 
executive vice-president of the Na- 
tional Association of Shoe Chain 
Stores; Everit B. Terhune, Jr., pub- 
lisher of Boot AND SHOE RECORDER; 
Harold Gessner, Oomphies, Inc.; Ben 
Schwartz, Schwartz and Benjamin, 
Inc., and Barney Worthman. 

E. J. Crowell, “rimfoot Company, 
was appointed chairman of the seat- 
ing-arrangements committee, and 
Myron Wolf, Penobscot Shoe Com- 
pany, chairman of the ticket sales 
committee. 


Retailers View Women’s 
Resort Footwear Collection 


New York—Southern Resort and 
Cruise collections, shown by members 
of the* Guild of Better Shoe Manu- 
facturers during the early part of 
September, were viewed by leading re- 
tailers of women’s style quality shoes. 

Featured style points in the collec- 
tions were new treatments in specta- 
tors and color. The spectators have 
been designed with special attention to 
the clothes with which they will be 
worn. Where two-tone combinations 
have been used, the classic tan, black 
or navy with white spectators have 
been exchanged for white with pastel 
shades or two colors either in sharp 
contrast or in two shades of the same 
color family; beige with a warm camel 
or tan, a pastel and a deeper blue, 
pink with a blending deep rose or red. 
Perforations play an important part 
in the new spectators. Color runs all 
through the collections in all types of 
shoes and all kinds of leathers. Printed 
leathers will be widely used and per- 
mit the use of brilliant contrasts or 
blending tones. Fabrics, a number of 
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which are Oriental in origin or in 
spiration, are featured in some manu- 
facturers’ collections. 


will continue to be popular. 
points of style interest in the collec 
tions. Lucite, metal filigree, braid ap 
pliques are among those shown. Vamp 
treatments continue to be delicate with 
stitching, 
tions, 
ornaments. 


are strong. The open toe sling pump 
with bow ornament has staged a come 


back. High style closed back pumps 
feature the lower back and straight 
side lines. The V-throat is anothe 
style point to watch in the new lines 
Mules will continue as a natural sil 
houette for warm weather wear. 


With vinylite uppers, lucite heels 


Heels are 


Back-to-School Display 


BINGHAMTON, N. Y As a back 
ground for a window display of back-to 
school shoes, Olof Shoes, 


neighborhood shoe store here, used en- 


braiding, piping, perfora 


buttons. bows and _ flower-like 


a newly opened 
In patterns, opened-up silhouettes 
: larged photographs of three elementary 


and high schools in the vicinity 





a.) / é 
want more of these? 


Pa 


then sell 
hand-lasted, hand-sewn 


SEBAGO-MOCS 


Patented Welt Construction* 


Tops in quality casuals . . . Sebago-Mocs exclusive patented 
welt construction is rapidly boosting them to the top in sales, Cus- 
tomers like the greater flexibility this construction gives Sebago-Mox s. 
They appreciate the smart styling, the extra comfort and snug fit of 
these hand-lasted moccasins, built by Maine craftsmen who take pride 
in their work. 

So for extra sales and extra profit dollars, stock and sell 
Sebago-Mocs. 





Available 
Men Women Boys 
700-770 500 7002 


IN-STOCK FOR 
PROMPT 


DELIVERY iain 


STYLE 500 


*(U. $. Pat. No. 2,420,466) 


SEBAGO-MOC COMPANY 


WESTBROOK, MAINE 


New York Office: 534 Marbridge Building 
Made in Canada by Canada West Shoe Manufacturing Company, Winnipeg, Manitoba 


S, 





ook fo 


for 


eadership 


in Dance Footwear 


HANDMADE 
HAND-LASTED 


@ Finest quality at lowest 
prices — the value stand- 
ard of the industry. 


IMMEDIATE 24-hour, In- 
Stock service always. 


Prima is the COMPLETE 
dance footwear line—one 
source for all your needs. 


Endorsed by studios, 
teachers and students 
everywhere. 


While for 
FREE 


IN-STOCK CATALOG 


Toba! 


PRIMA Footwear. Ine. 
705 Ann Street, Columbus 6, Ohio 


Coin-Operated Merry-Go-Round Keeps Children Happy 


DeNnver—After much experimenta- 
tion with variegated forms of enter- 
tainment for youngsters while shopping 
for footwear, Mrs. Dorothy Tharpe, 
children’s buyer at The Denver 
Dry Goods Company, here, has settled 
for a coin-operated merry-go-round. 

The merry-go-round, supplied by a 
local coin machine agency, is operated 
with dimes and provides around five 
minutes of motion to keep children 
down to tot ages thoroughly enter- 
tained while their brothers or sisters 
are being fitted. Located right at the 
entrance to the children’s shoe depart- 
ment, flanking the shoe 


shoe 


also boys’ 
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department, the merry-go-round is vis- 
ible down the full length of the sales 
floor and since it is the only such item 
on the floor it attracts a lot of juvenile 


sas ” 


traffic which results in “impulse sales. 
An outstanding feature of the merry- 
go-round has been elimination of music, 
which although it helped to attract 
customers, was highly distracting to 
Another drawback to the 
use of a coin operated device of this 
sort in traffic-building is the frequent 
necessity of getting change for cus- 
tomers. However, its value as a pacifier 
has exceeded the nuisance problem. 


salespeople. 


Edwards Opens Three Units 
In Atlanta Trading District 

ATLANTA—The Edwards Shoe Stores, 
Inc., of Atlanta, which operate Edwards 
and Delson stores throughout’ the 
Southeast, have just opened up three 
new stores. 

The Delson Store in Baton 
La., is the “largest and finest store in 
our 27-store group,” according to R. K. 


Rouge, 


Pew, advertising manager. 

The new store is ultra modern in de 
sign and decor and has a mezzanine in 
addition to the first floor space. Three 
separate departments are maintained 
for children, teenagers, and women’s 
fashion shoes. 

Clyde Gibson, formerly in charge of 
the Delson store in Monroe, La., is the 
manager, 

The new Edwards store in Valdosta, 
Ga. is managed by Mitchell Seisfsteen. 

A leased shoe department in Dillard’s 
Department Store, Texarkana, Ark., 
just taken over by the 
Edwards concern. This department had 
been operated by Edwards a few years 
ago. 


has been 


The Edwards firm operates more than 
15 leased departments in department 
stores throughout the South. 

The Delson Shoe Store, doing busi 
ness in the heart of Atlanta’s Buckhead 
shopping district, recently 
The store had been 
the Delson name for about a 
year. An Edwards store preceded it at 
the same location for about two years. 
Lack of adequate customer parking fa 
cilities was one big factor in the deci 
sion to close, Mr. Pew said. 


closed its 
doors. operating 


under 


Florida Stores Organize 
High School Fashion Board 


MiaAMI, FLA.—“High fashion for the 
high school girl as seen through the 
eyes of the gals who wear them” is 
the theme behind the High School 
Fashion Board recently established by 
Selby’s. Selected for outstanding quali- 
ties in leadership, scholarship and 
talent, a group of girls representing 
high schools in Miami, Miami Beach, 
Coral Gables and West Palm Beach, 
form the council, which meets periodi 
cally at luncheon and dinner meetings 
to help plan and coordinate high school 
fashion trends for the year ahead. 

A coordinated outfit of skirt, sweater 
and shoes was presented to each gir] 
at the council’s first dinner meeting. 

Throughout the year ballots may be 
cast by anyone coming into a Selby 
store, to select the Queen of the Selby 
High School Board. The Queen and 
two princesses will be crowned at a 
Spring dance, and prizes will be award- 
ed to the three classes of girls selected. 
At the of the school year the 
Junior class of each school will choose 
their representative on the Selby High 
School Board for the year to come. 


close 
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Shoe Store Entirely Rebuilt 
As Owner Vacations Abroad 


La Cross, Wis.—Things have been 
humming at the Haraldson Shoe Store 
at 1203 Caledonia Street since owner 
John B. Haraldson went to Norway 
for a visit in May. 

A new structure was completed from 
the basement up while Mr. Haraldson 
and his wife toured much of the 
European continent and the Scandina- 
area. 

Shoe salesmen who have visited the 
store in recent days have rated it the 
“finest” in the Upper Midwest. The 
Haraldson Shoe Store is a “shoecase,” 
in the opinion of one observer. 

Windows extend from just a couple 
of feet off the ground to the ceiling. 
Passers-by can look through the win- 
dows and see green-painted walls, grey- 
carpeted floor, indirect lighting in a 
solid bank in the ceiling, and hundreds 
of filled shoe boxes stacked on the per 
imeter of the walls. 

Shadow hug the walls 
sionally with each display holding a 
shoe model. Full-length wall mirrors 
will give customers a better idea of the 
shoes on sale. The store features Nunn- 
Busch, Footsaver and Naturalizers. 

A new X-ray shoe fitting machine 
has been installed, Mr. Haraldson said, 
to give customers” proper fitting. 
There’s plenty of room for customers 
to be comfortable. Twenty chairs are 
situated in the store. 

Other features of the store include 
air conditioning, spotlights in the show 
window, a new outside neon sign in 
front, and grey stone below the large 
windows. 


vian 


boxes occa- 


The store has conducted no business 
since the disastrous fire late last year 
when the blaze gutted the shoe store. 

Mr. Haraldson first opened his store 
in 1913 at the same location, then 
known as the George Phillips Building. 
The shoe man had immigrated to La 
Crosse from Norway 10 years earlier. 
In his native land he had been a cob- 
bler and had learned the shoe building 
trade. 

Head clerk at the Ross 
Tracey, 15-year veteran of the Harald 
son Shoe Store. Another long-term em- 
ploye has been Nels Lavald, on the job 
14 years. : 


store is 


Gifts Given at Nobil Opening 

TOLEDO, OHIO—Nobil Shoe Co. has 
opened its first store in the Greater 
Toledo area, in the Parkway Plaza in 
suburban Maumee. The store, which 
has a 25-foot front, was opened Friday, 
August 26th. Among the free gifts 
given in connection with the opening 
was a lady’s $1.99 handbag with any 
purchase of women’s shoes at $3.99 or 
more; a pair of $1 men’s nylon stretch 
socks with any purchase of men’s shoes 
of $4.99 or more; and a Davy Crockett 
billfold with the purchase of boys’ or 
girls’ shoes at $2.99 or more. 
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Old Firm Opens New Store 
In Indiana Shopping Center 


Cuicaco—O’Connor & Goldberg, vet- 
eran Chicago shoe retailers, opened the 
firm’s 19th Chicago area store August 
25 in the Woodmar Shopping Center 
near Hammond, Ind. 

The store is the first outside of Cook 
County. It features women’s 
handbags, hosiery, 
accessories and men’s and boy’s 
and hose. 

The interior is paneled in redwood. 
Chairs are finished in 
tapestry in the women’s 


shoes, 


gloves, and other 


shoes 


rose color ed 


section and 





walnut chairs are provided for the men. 
The has both incandescent and 
fluorescent lighting and is air condi 
tioned. 

Kenneth Shauger is manage? 


store 


Local Circus Tie-in 

PLYMOUTH, IND.—A gigantic jig-saw 
circus puzzle was displayed at Swear 
several days pre 
the Al G 


here 


inger’s Shoe Store, 
vious to the appearance of 
Kelly and Miller Bros. 
The boy or girl naming the nearest cor 
pieces in the 


Circus, 


rect number of 
puzzle was given the puzzle free 


jJig-saw 


it's always 


PIERCE SHOE FORMS 


Fashionable footwear stimulates consumer inter- 


est best when displayed with Pierce's creatively 


designed, fashion-right shoe forms. 


They accentuate toe and top line shoe beauty in 


modern displays at the point of sale, as nothing 


else can. 


BROCKTON 62 


C. §. PIERCE COMPANY cssecuuserrs 











what's this younger generation coming to? 


the store that sells 


—MOKXEees— 





of course! 


. with the smooth style to “send ‘em"’ to your 
door, volume prices to make ‘em buy, you're in for 
record sales with Moxees — the complete line of 
in stock hand sewns and welts given a big play by 
over 2100 better stores. Made to retail profitably 


from $6.95 to $8.95. 


Write or call for catalog 


Moxees manufactured by Belgrade Shoe Co., 


is) 


Auburn, 


Maine 


Obituaries 





Former Albany Retailer 
Dies in Springfield, Il. 
SPRINGFIELD, ILL.—Ernest A. Beau- 
mont, formerly a well-known retail 
shoe merchant of Albany, N. Y., but 
who had resided at 1632 Reed Avenue, 
Springfield, for the past three years, 
died August 22 at Memorial Hospital, 
here. The funeral services were held 
in Albany, where Mr. Beaumont had 
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many friends, and burial was at Del- 
mar, N. Y. 

Known throughout the East as a suc- 
cessful retail shoe merchant, Mr. Beau- 
mont had served as president of the 
New York State Shoe Retailers Asso- 
ciation and taken an active part in its 
conventions and activities. He was a 
member of the Albany chapter of Ki- 
wanis, a past master of Knights Temp- 
lar, a member of the Masonic fraternity 


and of the order of the Mystic Shrine. 
In recent years he had been a member 
of Westminster Presbyterian Church in 
Springfield. 

Mr. Beaumont leaves his widow, Mrs. 
Olive Beaumont; one son, John A. Beau- 
mont, of Springfield, and a grandson, 
Elmer Beaumont, of San Antonio, Tex. 


ERNEST A. BEAUMONT 

John A. Beaumont was at one time as 
sociated with his father in the retail 
shoe business in Albany. While so en- 
gaged he became interested in retail 
sales training and became the author 
of a book on the subject entitled “Fit- 
ting and Selling Shoes.” This book, 
which is still widely used in the trade, 
was published at the United States 
Government Printing Office, Washing- 
ton, D. C., under the direction of the 
U. S. Office of Education, now part of 
the Department of Welfare, Education 
and Security. John Beaumont was later 
appointed director of the Division of 
Vocational Education of the Illinois 
Education Department. 


Joseph Stodola 


MILWAUKEE A retired tanner, 
Joseph Stodola, died Aug. 18 at his 
home, 2615 E. Menlo Blvd., following a 
heart attack. He was 73. For 22 years 
until his retirement in 1934, Mr. Stodola 
had been a partner in the old Forsyth 
Leather Company here and in charge 
of the firm’s manufacturing operations. 

Born in Czecho-Slovakia, he had come 
here at the age of 22 after having 
studied tanning at the Polytechnic In- 
stitute of Brunn in Czecho-Slovakia, 
the University of Vienna and the Uni- 
versity of Leeds, England. He had been 
outstanding in the leather industry 
here and was a member of the Ameri- 
can Leather Chemists’ Association. He 
was also a member of the Masonic 
Lodge, Tripoli Shrine and Redeemer 
Lutheran Church. 

Funeral were held at the 
Fass Funeral Home with burial in Wis- 
consin Memorial Park. He is survived 
by his widow, two daughters and a son. 
Mr. Stodola had many acquain- 
tances in the leather and shoe indus- 
tries in which he was formerly active. 


services 
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America's 
#3210A Most Distinguished 
Shoe Store Furniture ... 


Bring a final touch of distinction 

to that new store you're planning; 
brighten up your present layout with 
beautiful, colorful, practical 
Chairmasters furniture, You'll be 





amazed at how effective and inexpensive 
a Chairmasters installation can be! 
These are just a few of the many chairs 
in the complete Chairmasters line of 


shoe store furniture 


COMPLETE CATALOG ON REQUEST 


Sixteen styles of slip-ons and two-eyelet leisure men's 


shoes retailing from $9.95 to $17.95 were displayed in a i” 
highly successful window by Woolf Brothers, Kansas City. 
Edward Nelson, display director for Woolf Brothers, oe 
planned and executed the display. tas 
tO) ' 
qy he 
‘ . eeeeeee Z " ; 


# 3265A 
# 60 


Review of the Retail Trade 
| CONTINUED FROM PAGE 68] 


sale of women’s dress footwear carrying spike, illusion and 
medium heels at savings said to be from $5 to $7 a pair. 
Patterns offered were both open and closed. Materials 
included suede leather, smooth and luster calf. Colors were 200 EAST 146TH ST. SEE VS 5 
black, brown, gray, green and blue, with black the best 
seller. 
In the Back Bay shopping district, Joseph Antell, New 
bury Street, found a good demand for black suede pumps 
with rhinestone bow trims as well as for pumps in the 
same material with satin stripping. Gold and silver kid 
pumps were offered for evening wear. 
Casual types for wear at school and college were re 
ported to have sold well in most stores. 
Richards, on Washington Street, sold pumps with mov 
casin foreparts and contrasting throat ornamentation in 
smooth black calf, also in brown, red, tan and butter rum 
\ novelty at this store were casuals made of pig leather 
in both natural and gray colors. 
Kays-Newport, Tremont Street, found a demand for the 
conventional saddle oxfords in brown and white and in 
black and white, both with rubber soles. Flats in black 


; ‘KIDDIE FITTER” 
suede leather as well as in a wide range of colors in kid shag rire . 


Length—é ft. 
Height—3 ft. 
Depth—25 in. 


leather also were bought. Included in this color range 
were black, navy, red and pink. 

Sloane’s in Brookline took space in the Boston papers 
to advertise a monotone saddle oxford for wear with © Engineered and Built Priced Right 
sweater and skirt costumes. These came in navy, green for Durability 


Upholstered in Lustrous 


avocado, oyster, orange, rust, pink and white, designed to © Designed Expressly Plastic Colors to 
J : ; ‘ , 


match the popular sweater colors. for Shoe Stores Specifications 
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with Extra Special 


featuring 


Mold-Crepe 


SALESMAKING 
SOLE 
by LION 





corner 


LION SANDALS 


materials and fine workmanship, 
features like Mcld-Crepe soles, ex- 


make extra sales, 







DALS 
4% 





William 

DETROIT 
nized by the 
probably the 
the United States, 
the age of &Y, 
stroke He 
for 
Born in Sweden, 
States at the 


shoemaker in 


Anderson 


William Anderson, 
RECORDER some time 
oldest active shoeman in 
died August 19 at 
following a 
the 
about three-quarters of a century 
he came to the United 
age of 14, becoming a 
Hyde Park, Mass. He 


subsequently opened first a shoe repai) 


recog 
ago as 


series of 


was in shoe industry 


later a retail shoe store there, re 
tiring in 1925 
He moved to Det 


daughter 


and 
roit to live with h 

and the following year joined 
the Hack Shoe Company as an orthope 


dic shoe technician, remaining active 
with the firm until past his 88th 
birthday 

He is survived by four sons, Oscar 
Karl, Lars and Dr. Robert, and on 
daughter, Wilma. The body was cre 
mated 
David I. Coombs 

Sr. Louis Funeral services for 
David I. Coombs, Director of Public 
Relations of International Shoe Com- 
pany, were held September 12 at Cal- 


vary Episcopal Church, Louisiana, Mo. 
Mr. Coombs, 28, was killed Friday Sep- 
tember 9, in an automobile accident 
while en route to Louisiana to visit his 
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Extra Pairs * Extra Profits y 










Biggest 

son ever 
Be ready for 
promotional sandals in the country, extra special 
Unsurpassed for 


clusive with LION. And you'll 
in the volume making price bracket 
Get aboard this profit special today 


‘Ss 


455 

BLACK CHUKA BOOT 
Grey Mustang Trimming 
and Counter Pocket. i4 
iron Natural Rubber Sole. 
Biack Roll Bead Welt to 
Shank 


d Beys' Sizes: 3-6 
p Widths 


Big Boys’ Sizes: 
| C & D Widths 


cao 


62-11 


Style-wise 
sandals 
for men, 
women 
and children 





sandal! selling sea 
is just around the 
it with the fastest 


styling, quality, 
their plus features 


feature LION SAN- 
$2.95 to 


ELIZABETHTOWN 


Welt Shoe 


INC, 707 Broadway 
New York 3, N.Y. 


parents, the Reverend and Mrs. David 
Coombs. His father is pastor of Cal- 
vary Church. 


Carolyn B. Roth 


CINCINNATI—Memorial services were 


held in Cincinnati this week for Car- 
olyn B. Roth, wife of Jack L. Roth, re- 
tired president of the former Roth, 
Rauh & Heckel, shoe manufacturing 
company, Ripley, Ohio. 

Mrs. Roth died suddenly near Copen 
hagen, Denmark, while on a European 
tour with her husband. She was 52. 
Mrs. Roth is survived also by a son, 


an infant grand-daughter, 
Mrs. Laurence P. Johnson. 


Jack L. Jr., 
and a sister, 


The Roths resided at the Belvedere 
Apartments, Cincinnati. 

Mrs. Roth was active in community 
affairs, having been a laboratory tech 
nician in Children’s Hospital, Cincin 
nati, for several years. 

Web McCarty 
Los ANGELES—Web McCarty, who 


came to Los Angeles from San Fran- 
cisco in 1917 as West Coast representa- 
tive for the Brown Shoe Company, 
‘umbed to leukemia after a long il! 
recently. He was 64. 


with the 


suc 
ness here 


Mr. Brown 


McCarty 


was 
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WE MANUFACTURE ONLY 
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2955 

SMOOTH BLACK WING BACK 

OXFORD 

Natural Roll Bead Welting 

Around Sole and Heel 

Leather Lining and Insole 

12 tron Natural Rubber 

Scle, Brown Heel 

Boys’ Sizes: 4-6. B Width 
3-6, C & D Widths 


2954 BRIGHT BROWN 
Goodyear Welts IN-STOCK 
for immediate delivery 
ORDERS SHIPPED PROMPTLY 


A. S. KREIDER SHOE MFG. CO. 


FENNEL TANNA 
er of Amer 
— AND 00 NOT COMPETE WITH OUR CUSTOME RS 


Company until 1935 when he 
Simplex Shoe Manufactur- 
He was that firm’s West 


Shoe 
joined the 
ing Company. 


Coast representative until his retire 
ment in 1952 

His widow, Hilda Marie, and his 
daughter, Mrs. Betty Hepp, survive 
him. 


Morton Perelman 

Morton Perelman, 

York Shoe Com 

succumbed to a 

heart attack recently at the age of 44 
He was with the York Shoe Com 

pany 1952. Prior to that he rep 


ANGELES 
representative for the 


Angeles, 


Los 


pany in Lo 


since 


resented the Boston Shoe Company in 
Los Angeles from 1948 until 1952 
Mr. Perelman is survived by hi 
widow, Daisy; his mother, Ida; two 
eons, Robert and Stanley; and two 
brothers, Eugene and Albert, all of 
Los Angeles. 
Myer Asher 
NEWARK, N. J.—Myer Asher, of the 
wholesale footwear firm, the William 


Asher Shoe Company, located here, died 
at his home in Newark recently. 
He was active in the wholesale shoe 


business in New York City for 40 years 


before moving to Newark. For several] 
years, he was a member of the firm of 
Miroslawsky and Asher, and later 
owner of the Asher Shoe Company 
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th 2.5180.) 























What’s New 





Sales Promotion Kit Offered 
By O. A. Miller Co. 


s0STON—A new sales promotion kit 
featuring more than 66 different ad 
mats is being offered by the O. A 
Miller Company. In addition to the 


the kit heets on selling 
tips, displays, and free literature avail 
handling Miller tree 

of the O. A 
Company, recently at a 


Miller “We be 


the finest promotional ma 


mats contains 
able to retailers 

R. H 
Mille 


meeting of 


Daniels, manager 
tated 

alesmen: 
lieve this i 
terial ever devised to help the shoe re 
tailer ell We 


no effort to make it a substantial kit and 


from 


hoe trees have spare 


will be adding new ideas steadily 
now on.” 
The Miller 
tained in a file-size folio which is being 
Miller 


as a basic file on 


promotional aids are con 


preset ted to accounts to erve 


shoe tree information 


and promotion 
Slippers That Stretch 


New Product by Trimfit 


Hosiery has 
slippers that 


New York—Trimfit 
placed its newest product 
stretch—on the market. 
The slippers are made of 100 per cent 


September 15, 1955 


nylon yarn and are designed with ela 
ticized top, lace edging and a wool pom 
pom trim 





The photo shows Trimfit Hosiery’s new 
stretchable slipper made of nylon yarn, 
now placed on the market. 


The slippers are de infant 
children 


children’ 


signed for 
and misse The 
} 1 


model is known as “¢ 


infants’ and 
iddle 


and “Comfies” for misses 


They are available in a range of pa 


tels and high shades as well as white 


and black. Each pair is gift-packaged 


| How to give Holiday business the 


: | BIG aes 
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To be advertised to 


m led 


your gift 
customers n the big 
Novembe 


Christmas ssue of 
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See our Spring tine in 
Boston Oct. 2-6. Stat 
ler Hotel, Room 678 
Touraine Hotel, Room 
Si; and at National 
Shoe Fair in Chicage 
Oct. 24-27. Morrisson 
Rooms 638-839- 
B40 


INC. 
BR 9-9697-8-9 


in a polyethylene box 
Irimfit verall de 
“Slipova 7) ae 


ignation for tne 


line is bears the Good 


Housekeeping Guaranty Seal and the 


Parent Magazine Seal 


Introduce Shoe Deodorizer 


Sana noe Compat 
Harry Plaskove 


with headquarters at 


DETROIT The 
newly registered by 
and Robert Wise 


15896 Southfield Road, has been formed 


to market a new product in the hygien 
Yow vy field. It is described as a de 

vice hich fits over the shoes and serve 

t deodorize them if used overnight 
h le hoe are not be ny worn 


Partnership Dissolved, Each 
Partner Taking One Store 
The 


owned 


DeETROII co-partnership whic 


Wilson’s Shoe 


formerly 9500 


Jo Campau Street, in Hamtramck, 
ind the Brood-Wilson Shoe 175 Weat 
‘ine Mile Road, Ferndale, has split 
ip, With each store being taken over 
under the single ownership of one of 


the former 
The 


(‘hodorowski 


partner 
partnership of EI 
Dougla srood wa 
whe fi Mi 


hip of the 


year-old 
and 


terminated this month Brood 


took over the owner srood 


W ilsor shoe in iburban Ferndale 


while My Chodorowski retained 
ownership of Wilson’s Shoes in the 
northern iburb of Hamtramek 
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HUSSCO SHOE CO., 1328 Broadway, New York 1 * Factories: Honesdale, Pa. In Canada: Canada West Shoe Co., Winnipeg 
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About Shoe People 





While vacationing in Boston recently, 
Mrs. Lyal Holt of Loveland, O., at 
tended a party her hotel in 
honor of Gino Prato, the Bronx cobbler 
who had won $32,000 on the television 
program, “The $64,000 Question.” She 
Prato standing beside 
the elevator. “I 
shake hand 
“Here it is,” 


given at 


recognized Mr 
sure wish I 
with lucky you,” 
said Mr. Prato, 
offering hi; hand. They shook and Mrs. 
Holt extended the best wishes of Cin 
cinnati’s Mayor Rich and the people of 
Ohio 

Mr. Prato 
hyly kissed 
‘When you return to 
may give this kis; 
all the people - 


her in 
could 


she said, 


chuckled with pride and 
the cheek saying, 
Cincinnati, you 
to your mayor and 


her on 


“Those who witnessed the kiss,” said 
Mrs. Holt, “declared I would have good 
the rest of my life.” 


* 4 * 


Konikoff 
River 


The 


luck 


has opened a new 
and Third Streets, 
open under 


Irving 
shoe store at 
Troy, N Y 


store is 


112 


He will fea- 


shoes; also 


the name, San-Mar Shoes. 
Poll-Parrot children’s 
Pro-tek-tiv, Sandler’s and other brands. 
Mr. Konikoff formerly the 
Young Folks Shop and for a number 
of years previously was manager for 
Kohn Brothers, who operate a chain of 
in Upstate New York 


» ¥ 


ture 


operated 


tore 


Edward Graham, who for the past 15 
years was manager of a Joplin, Mo., 
hoe store, has opened a new specialty 
hoe shop in the Frisco Building there, 
which will feature a nationally known 
line of Mr. Graham had 
many years of experience in the shoe 
business in Chicago, Illinois and Sioux 
City, lowa. 


shoes. has 


* * 


One of the outstanding businesses in 
the newly-opened Belvedere Plaza 
Shopping Center, Atlanta, Ga., is the 
ultra Kinney Shoe Store. The 
air-conditioned unit held its grand 
opening in August. Frank H. Doyle is 


menager 


modern 


SPORT KING 


SHOES 


A top value at popular 
prices. Littleway stitched. 
Men's: Black or Smoke, 
Sizes 6-12, $3.60. 


Women's: 
Red or Smoke, 


Sizes 4-9, $3.20 


Athletic Footwear Division 


BERNED SHOE CO., 207 ESSEX ST., BOSTON 11, MASS. 


Walter Linville, manager of Wohl’s 
Vanity Shoe Store in Muncie, Ind., has 
returned from a 2400-mile postman’s 
holiday vacation trip during which he 
Wohl stores in Kansas City, 
Omaha, St. Joseph, Mo.; 
Davenport, Ia.; and Rock Island, III. 
Mr. Linville recently came to the Mun- 
cie store from Nashville, Tenn. 


visited 
Cincinnati, 


Tom Q. McGee, president of the 
August W. Smith Company, announced 
the appointment of Mrs. Elma Lee 
Jowen as manager of the new chil 
dren’s shoe department. 

W. B. Donham, 
ler’s Shoe Store at 
Little Rock, Ark., 
Oscar in recognition of his manager 
ship during the last three years. The 
Oscar was presented by Bernard Edison, 
Edison 


manager of Chand 
106 Main Street in 
received a golden 


custom service director for the 
chain, owner of Chandler’s shoe stores, 
and Eddie Kessler, Memphis, Tenn., 
regional manager for the company. Mr. 
Donham was from among 259 
managers in 38 states. 

‘ 


chosen 


Herman Keck, who has owned a shoe 
store in Sparta, Mich., with his 
Howard, for the last seven years, has 


son, 
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How to give Holiday business the 


BIC boost . . 


ROCKTUFF 


COWBOY « 


To be 
tomers 


Parents 
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opened a store in Howard City to be 


known as the Howard Shoe Store. 
¥ we 


ta a 

Jack Gertley, who was with Redondo 
Bootery in Redondo Beach, Calif., for 
the past 10 years, has opened a new 
store at 8307 Foothill Boulevard, Sun- 
land, Calif., under the name of Kail’s 
Shoe Store. 

* * 

Ben Goldberg, owner of Mark’s Boot 
Shops, has opened his third unit at 9679 
Wilshire Boulevard, Beverly Hills, 
Calif., carrying French, Shriner and 
Urner, Taylor-Made and other brands. 

** * 


Alan manager of 
Cole’s new shoe store at 1687 “D” 
Street, Victorville, Calif. The other 
Cole store is at 523 Third Street, San 
Bernardino. 


Jack made 


was 


” 

Jean T. LaBelle, in the retail shoe 
business for many years, opened his 
family shoe store at 29 Main Street, 
Peabody, Mass., recently, doing busi- 
ness as LaBelle’s Family Shoe Store. 

a” . a 

Larry Solvick has opened his own 
shoe business in the Snyder’s Store for 
Men in Cocoa, Fla. He will handle the 
toblee line. The son of M. L. Solvick, 
who operates the Famous Department 
Store here, Larry received his train- 
ing under the watchful eye of his 
father. He attended the University of 
Florida before opening his own busi- 
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ness. Just 21 years old, he is perhaps 


the youngest shoe retailer in the state 


* 


Manager of the new children’ 
department at Southwood’s, 
Ore., is Giles K. Handy, who ha 
more than 20 
fitting children’s 
George Bitzer, manager. 


+ 4 A 


had 
years of experience in 


shoes, according to 


Warren Johnson was recently named 
shoe buyer for Silverwood’s in Los An 
geles. Mr. Johnson, former 
for Nettleton’s, was associated with 
Florsheim both before after hi 
five years of service in the Navy. Su 
Mr. Johnson at Nettleton’s i 
Homer Plowman, whose experience ir 
cludes the women’s shoe department at 
the J. W. Robinson Beverly Hills 
and in the men’s lines at 
wood’s and Florsheim. 


‘ 


shoe buye! 


and 


( eeding 


tore 


shoe Silver 


D. W. Fitts and Earl Heath, formerly 
associated with the J. J 
Angeles store, have now rejoined that 


Hagyverty Lo 


company according to an announcement 
by Joseph Schwartz, head of the 
women’s shoe department. Mr. Fitt 
has taken over the duties as manager 
of the shoe department in the firm’ 
new Pasadena store and Mr. Heath has 
been appointed salesman in the 
department. 


ame 


o ” oF 


George Slauson resumed his former 


position as manager of the women’s 


hoe 
Portland, 


BR 9-9697-8-9 


the F 
adena, a firm 
which he ‘ i for 14 
the past two yeal Mi 
the Hay 


shoe department 


Company store Pa 


with ociated 


year or 


ind 


Slauson was a partner i 


Ontario 


" 


imuson tore in 


the hoe busine 


and 


fommy Smith, in 
the past 14 year 
with Al 
lotte, N. C., wa 


formerly a 
Chat 


for 
ociated Goodman's in 
named manager of the 


High 


manapea 


hoe department in Point 
Mr. 


partment at 
( and 


Tobia 
N. ¢ Smith ha hoe de 
Oestricher’ in all 
Adler a 


Charles W. Carroll, a 


the 


bury N annah, (sa 


eteran of 15 
hoe busine 
manager of Dorsey’ 
hreveport, La. Assi 
Kimo Norton. 


year in name 


noe tore 


tant manayer 1} 


Jerry Mellin, sales manager of Mellin 
hoe tore vas married to Mi Joan 
Ruth Forest House 
Hotel, Lake Mahopac, N. Y After a 
honeymo« Havana, the ce iple toot 
in Brooklyn Mr. Mellin 

l 


Cer for ne 


ho« 


Ledermat at the 


ing location 


if price men’ 


Harold W 
for EK & J 
the 
ter N. H 


Rollin’ 


Buckless, former manager 
H P ha put 
Roche 

the 


operate 


Dover . N 

noe 
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Store He 
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known a 
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Sell the whole family . . . 


GODING 
BOOTS 


Children’s 
Cowboy 


Goding Cowboy Boots make 
every lad who wears them 
feel like he’s filling his dad’s 
boots, Square toe and cowboy 
heels, or round toe and flat 
heels . . . any way he wants 
them. 


The profits they bring are 
also a joy to every retailer 
who stocks them, They’re 
built to the same exacting 
specifications as Dad’s Goding 
Boots . . . with Genuine 
Goodyear Welt Construction, 
You fit, you sell, the whole 
family with Goding Boots. 


Other profitable Goding prod- 
ucts are Cowboy Boots for 
ladies and men, and Service 
Boots — including Engineer 
and Wellington styles — for 
men and boys. They all have 
genui Goodyear Welt Con- 
struction. 

Write today for our free illus- 
trated booklet. See the full 
line of Cowboy Boots and 
Service Boots in the true col- 
ors of the fine leathers used 
in their construction. 


Solesmen: A few 
choice territories are 


open. Write today 


GODING 
BOOTS 


PARIS, ILLINOIS 


the business as the Buckless Shoe 
Shop. 
* ” a 

John L. Maroni, formerly connected 
with Jordan Marsh Company, Boston, 
has purchased the Wellesley Hills 
Shoe Store. 

> * * 

Joseph M. Mitchell, formerly with 
Ann’s Shoe, Inc., Worcester, Mass., 
opened a retail family shoe store at 
72 High Street, Clinton, Mass., doing 
business as Mitchell’s Family Shoe 
Store. 

* * * 

Mr. and Mrs. Marvin Crystal, for 
many years in the shoe business in 
Long Beach, Calif., but who sold their 
two stores early in 1955, have recently 
opened a children’s shoe store in Lake- 
wood, Calif., called the Crystal Junior 
Bootery, carrying such lines as Simp- 
lex, Jumping Jacks and Red Goose. 
They have also opened a Jarman Shoe 
Store in Compton, Calif., carrying Jar- 
man shoes for men and boys. 

* 7 * 

Harry O’Connor and Jack Gonzales, 
who have been connected with Bullock’s 
Department Store and Paiges’s Shoe 
Stores respectively, have opened a 
beautiful children’s shoe store at Her- 
mosa Beach, Calif., carrying such shoes 
as Little Yankees, Poll Parrott, Del’s 
of California, and U. S. Keds. Decor 
features yellow seats, green carpeting 
and gray walls. The store is called 
Chiidren’s Shoeland. 

¥ a * 


Manny Davidson, who has been with 
Gallenkamp stores in Northern Cali- 
ifornia, has been appointed manager 
of the chain’s largest and newest unit 
at 1320 Washington Street, Oakland, 
Calif. Duane Foster was named his 
assistant as well as regional window 
trimmer 

+ a + 

Clark’s Children’s Shoes of 132 East 
Center Street, Anaheim, Calif., opened 
its second unit at 430 Pine Avenue in 
the Francis Children’s Shop, Long 
Beach, Calif., under the managership 
of E. Fumel. Ted Clark, before com- 
ing to California, was associated with 
A. S. Beck for nine years. 

+ + + 

David Sobel, connected with Guild 
House, Boston, as a shoe salesman for 
the past 10 years, opened a shoe store 
at 11 Poplar Street, Roslindale, Mass., 
doing business under the name, David’s 
Famous Name Shoes. 


* * ” 


Alden R. Berman, merchandise man- 
ager of women’s shoes at the William 
Hengerer Company, was appointed a 
vice-president of the store. He joined 
Hengerer’s in 1936, 

” . a 

Nathan Hack, founder of the Hack 
Shoe Company, Detroit, and widely 
known as the inventor of the Hack Rip- 
ple Sole, is recuperating satisfactorily 
at his home on the West Coast, fol- 
iowing a serious operation, 


Your Store or 
Department 


— the Modern Fluoroscopic 
X-RAY SHOE FITTER 


Within the last year, the Simplex 
SUPREME has been put into 
service in hundreds of leading 
shoe stores, department stores 
and specialty shops. Why not 
join these leading merchants by 
installing the modern Simplex 
SUPREME in your store soon? 
Ask your Simplex X-Ray repre- 
sentative or write — 

X-RAY SHOE FITTER CORP. 

3533 N. Palmer St., Milwaukee 1, Wis. 





Canadian Representatives 


BOISVERT AND JANELLE CO., LTD 
8405 St. Lawrence Bivd., Montreal 18, Canada 


4. M,. HARVEY 
211 Mitchell-Copp. Bidg. 
Winnipeg, Manitoba, Canada 
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Letters to the Recorder 





Agency Head Endorses 
Recorder View on Advertising 
Editor, Boor AND SHOE RECORDER: 


I read with a great deal of interest 
your editorial ‘More and Better Shoe 
Advertising.” Having been closely con- 
nected with the shoe industry for many 
years, I feel that this is a matter that 
needs to be stated and re-stated, time 
and time again. 

From time to time I have seen a 
half-hearted attempt to broach the 
matter. If I am correct, I believe yours 
is the first full-throated articulation of 
the problem. It is my personal feeling 
that it should not stop there. I feel 
it should become a permanent plank 
of the footwear platform that should 
be repeated time and time again. 

Yours being a retailer’s paper, it 
took courage to cite your views on co- 
operative advertising. As we all know, 
this has been a growing evil for a 
long time. Retailers use manufactur- 
ers’ money to build a public image of 
their store. Many of them admit that 
the actual pairage sold of a particular 
manufacturer’s brand does not pay for 
the advertising. 

Manufacturers 


must be made _ to 


Cc 4  @ | i rs e Built for Comfort 


realize that their complete dependance 
on a retailer for their own growth and 
stability is a very insecure footing and 
represents a shaky foundation which 
can begin to totter at the whim of 
the retailer. Alert and progressive 
manufacturers realize that their only 
“insurance” lies in the pre-eminence 
which they have fostered and devel- 
oped through advertising. It is 
mental, but true nevertheless! 


ele 


A retailer will respect a pre-sold brand 
much more than he will the manufac 
turer that continues to feed 
operative kitty without building 
pre-selling prestige that brings cus- 
tomers into his store. In the final 
analysis, the retailer is interested in 
profits primarily, not the few dollars 
he can garner unto himself through 
cooperative advertising pressures. Per 
haps it might be well to consider an 
article highlighting the number of 
firms that have gone out of business 
who did little or no national advertis 
ing and resorted to cooperative ex 
penditures as the sole promotional basis 
for selling their product 


his co 
the 


As for the matter of quality of shoe 
advertising, I feel there is a great 
dearth of creativity in this regard also 
I feel that the shoe industry, as an in 


on 


e Engineered for Durability 


e Designed for Shoe Stores 
e Priced to Sell! 


& 
ASy 


Write today to 
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Se \w 
'N GANGS % UPHOLSTERE? 


RAVENNA, 7” 


OHIO 


dustry, has been particularly lacking 
in imagination and creativity in their 
approach to shoe advertising. While, 
as you say, quantity might be the first 
fact to be considered, quality is almost 
of equal importance. There is a truism 
in advertising that you don’t get what 
you pay for. If you buy a page of 
space at a certain rate and you fill it 
with mediocre ideas, you get less than 
you pay for; if you fill it with brilliant 
and creative selling you get 
more than you pay for. This is some 
thing that must be constantly brought 
to the attention of the national adver 
tisers of the footwear industry. 

It was not my purpose to get off on 
this long dissretation in regard to shoe 
advertising, but I just wanted to say 
I thought your article was timely and 
its premise well taken. You have my 
sincerest congratulations for a job well 


ideas, 


done 
Cordially, 
Milton M. Rockmore, 
The Rockmore Company, 
New York, N. Y 


Urges Shoe Industry 
“a . . ‘ . 
To Join Men’s Campaign 
Editor, Boor AND SHOE RECORDER 

I am a national fashion analyst, and 
I am trying to help the critical dilemma 
of the textile 


men’ 


and also 
warm 


men’s clothing, 


hoe industrie I have a 


for your catalog 

























showrooms: 


THONET INDUSTRIES 


NEW YORK, CHICAGO, DALLAS, LOS ANGELES, STATESVILLE, N. C. 


stylish 
functional 
simplicity 


... engineered 


for public comfort 


Write us your needs. We will send § 
you full illustrative material 

INC., DEPT. L9 

One Park Avenue, New York 16, N. ¥. 





spot in my heart to help the national 
shoe retailers. 
1929 nothing 


has been 
industry to 


Since done 
the meet 
the competition of the machine age, to 
which it has defaulted. 

I am glad that men’s shoe sales look 
more optimistic next winter, after a 
lull of several years, due to our own 
apathy and smugness, as against easy 
credit sales of motor cars, TV sets and 
home appliances which have monop 
olized consumer purchasing power. I! 
wrote many caustic letters to Secretary 
George M. Humphrey on the easy 
credit policy and the brakes were put 
This should help your men’s shoe 

against over commitments of 
by the 380-million Ameri- 

So “Let’s Dress Up DAD 


by men’s wear 


on, 
sales 
hard goods 
can families 
Again.” 

I am working with the American 
Institute of Men’s and Boys’ Wear, 
Inc., which is sponsoring a $5,000,000 
campaign headed by Willard W. Cole, 
its president. Batten-Barton-Durstine 
and Osborne will handle this campaign. 
I do not know if any shoe firms are 
pledged. My own firm is pledged as 
are fifty large textile firms, DuPont, 
John Stevens and most clothing man- 
ufacturers and retailers nationally 

It might be well for your men’s shoe 
industry to cooperate along this na- 
tional collective dealer unity. 

It’s our job to get a share of the 
limited consumer dollar, but this needs 


it6 


enthusiasm and hard work as all hard 
goods are strongly entrenched. 

I am a national expert in my analy- 
sis, as I started color in men’s wear 
and men’s shoes in 1936. 

I saw a guy walking down Fifth 
Ave. recently in his bare feet. This is 
a bare fact. Where is the pageantry for 
defeat? What next? 

Raymond Godfrey 
New York, N. Y. 


Twyeffort, 


Let’s Get Together 
On Colors, Retailer Urges 


Editor, Boot AND SHOE RECORDER: 

In recent days I have been reading in 
the pages of our trade press, that there 
is to be a joint promotion of IVYWOOD 
It isa 
wonderful idea, but come on fellows, let 
first decide just what shade Ivy- 


wood is to be. 


for men’s shoes in Spring 1956. 
us 


Unfortunately, I was unable to attend 
the Leather Show in New York last 
month and so I wrote to four tanneries 
that supply leather to our resources. I 
now have on my desk four swatches of 
leather called IVYWOOD., They don’t 
even resemble each other! 


To me, this is not a healthy situation 
for an industry-wide promotion, and it 
is one that should be corrected speedily 
if the joint promotion is to show any 
igns of success. 





A 1369-SU18-BL6, upholstered 
B 1368-S16, all molded wood 


C 1368-S16, arm chair, 1369-S16, side 
chair 
Seat 17x17” 






perfect for row grouping. 


This letter is not written as destruc- 
tive criticism, but rather with the hope 
that there is a possibility of united ac- 
tion on one color for the mutual profit 
of all. 

CHARLIE SHANKLIN, JR., 
Shanklin Shoe Store, 
Hopkinsville, Ky. 


Philosophy of Brand Names 
Editor, Boot AND SHOE RECORDER: 


About this time every year a letter 
from the writer appears in the “Old 
Reliable Boor AND SHOE RECORDER.” 

For some time I have done some 
thinking on the “Philosophy of brand 
names” in shoes. Many brand names 
spend millions on advertising, yet have 
one outlet in a city. Why? 

In this day of suburban shopping, 
should the customer have to travel a 
long distance to buy a pair of “name” 
shoes? If a manufacturer has quality 
footwear, he should want people to 
buy his wares. The more distribution, 
the more opportunity he has to make 
it convenient 


for more customers to 
buy his shoes. 
This idea of one distributor within 


a certain radius may be good for the 
large department store, but what about 
the small retailer? 

Take a look at “‘names’” who have 
not only built up a reputation of qual- 
ity but sell in quantity—Manhattan 
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SAME DAY SERVICE 
i> ON 


majorette 
boots 


We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 


CANCELLATION 


shoe stores, Our prices 
drive-ins on fine shoes, 
bought direct 
and from the best 
shoe known makers 
promotion are in line with 
buyers our nationwide 


reputation 






T 











Made to specifications of for values! 
official drill teams and 
bands. Top quality — made 
on boot lasts. 

5120—Sizes 52-8. .$3.90 
5121—Sizes 8'2-12 $4.10 
5222—Sizes 12'2-3 $4.35 
*5523—Sizes 4-9.. $5.25 


*Littleway Construction 





Open a Cancellation Shoe Store in Your Town 







Our New Store Consultants Will Help You 
Set Up a Profitable Operation 







No Service 
Charge for 
Small Orders 


j Extra Colored 
Tassels, 25¢ pr. 


BERNED SHOE COMPANY 
207 Essex Street, Boston 11, Massachusetts 


Manufacturers ¢ Distributors 









Quality Shoes Since ‘32 


M. K. WEIL Shoe Company 


“While in Town See Weil” 
1215 Washington Ave Saint Lovis 3, Mo 







Sample Rooms: Los Angeles +« New York 


















Shirts, Jantzen Swim Wear, Ship and 10% inches long, 6% inches wide and The downstairs sections now have 
Shore Blouses (all leading stores sell 8% inches high. The unit contains two over 10,000 pairs of men’s and boys’ 
them) Campbell Soups, branded cigar- shoe brushes, two shoe daubers, two shoes. The rear section of the floor 
ettes and many, many more. Estab- shine cloths, four cans of Esquire Boot has storage space for several thousand 
lished “names” should make it easier Polish and a can of Esquire Saddle pairs of men’s, women’s and children’s 
for old customers to shop, and attract Soap. 
new customers by making it easy to 
buy their shoes. 

For some reason the shoe field is Midwest Store Installs 
more restricted than almost any other 
comparable field. Why? Boys’ Shoe Department and pencil-line fluorescent lighting have 
been added. Asphalt tile flooring was 
installed when the firm moved to the 









shoes for the street-floor departments 
A divider for combined display and 







torage separates the boys’ and young 





men’s sections in the new department 







in the downstair Acoustical ceiling 








SAM PLOTLER, LINCOLN, Nes.—The firm of Well 
& Frost has remodeled and enlarged 


Original Sz 2» S ; ; : new store several years ag 
priginal am ple hops, its downstairs shoe department to in Ps 2 adh tre e° , 
The downstair tore also features 


Detroit, Mich. . - sw bovs’ twear section for 
clude a new boys’ footwear section fo one of the largest stocks of Western 


boots for the family in the Middlewest 











paiaiiieicome sizes two to six. J. Russell Fox mer 
chandises both the street floor and 
New Home Shine Unit downstairs shoe departments and is 
, , " head buyer of men’s and boys’ dre 
For Christmas Trade ; ig 4 
shoes and work shoes. W. E. Brown i 


BROOKLYN, N. Y.—A new Esquire manager of the downstairs shoe sec- In Association Management 






IS Executive Takes Course 



















Shoe Valet Deluxe home shine unit has tions. PHILADELPHIA Jen Finn. executive 
been developed for the Christmas trade The new boys’ shoe department i ecretary of Independent Shoemen, re 
by the Knomark Manufacturing Com- located in space formerly occupied by cently enrolled in a course in Trade 
pany. It is designed to capitalize on the the Western Shop which has been Aggociation Management. held at Yale 
success of the Esquire Footman, a com- moved to the west side of the floor. The Unive; sity and sponsored by the U. § 
panion unit. new department is 10 by 20 feet with Chamber of Commerce ' 

The new Esquire Shoe Valet is a_ nine chairs. It has 105 linear feet of Included in the course were these 
closed box with hinged cover on which wall shelving which is nine shelves subjects: committee organization pro 
is mounted a foot rest, designed to hold high. It adjoins a remodeled 20 by 20 cedure, source of information, legal! 
the foot at the most comfortable level. foot section for young men’s shoes, problems, training and qualifications 
It is slim in design to make shoe shining The entire east side of the down for trade association management, 
easier especially the “ragging”’ and to _ stairs store now is devoted to footwear. tructure objectives and functions, of 





take up less storage space. It is high Included is a 50 by 50-foot, 20-chair fice management, the origin, organiza- 
enough to allow for storage of liquid section for men’s popular-price dress tion and development of trade organ- 
polishes and is equipped with a snap shoes and work footwear. The latter izations, and general meetings and con- 
lock. The of the box are includes storm footwear. ventions, 







dimensions 
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THAT 
COMFORTABLE 
eRAND 
AGAIN 





THEY WAVE 
FARGERIZED 
IMSOLES 


160 


Shoe Stores Introduce 
Budget Buying Plan 
MIAMI, FLA. 
tores in Miami, 
West Palm Beach, has 
budget buying charge account similar 


Selby’s, operating shoe 


Coral Gables and 


inaugurated a 


to the ones used by many large de 
partment stores They call it the 
A B C-Accessory Budget Club, and 


membership in the club makes it pos 


sible for a purchaser to buy a com 


plete wardrobe of shoes and acces 


sories at one time and then pay for it 
The 


the account is set at the time of admi; 


on a monthly basis. amount of 


sion to the club, and may be extended 
from 


time to time as payments are 
made. By this system at no time will 
the account exceed what is originally 


agreed upon, but that sum may extend 
indefinitely just so long as the regular 
monthly payments are made 


This A BC account in no way inter 
feres with the regular 30-day charge 
account, but is offered as a convenience 
for those on whom the strain of sea 


sonal buying falls heavily 


The plan is 


approval, and is in line with the great 


meeting with customer 
American idea that budget installment 
buying enables the average person to 
have many things which would other 
wise be denied them 
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FREMONT STREET, 





of the ‘eather, 





tannins with stable 
fats and oils, 





WORCESTER, 


Pre-School Kiddie Party 


Helps Children’s Shoe Sales 


COLORADO SPRINGS, COLO. Vorhes 
Shoe Company’s third annual pre- 
school kiddie party got under way 
August 24. Ray Allen, manager of 


the store, reports a packed house of 
youngsters, all eager to buy new shoes, 
us well as to participate in the “show.” 

The far as this promo- 
tion had Andy Devine in a tele 
vision film as its main attraction. Free 
comic books and candy bars were part 
of the treat. Mr. Allen reported that 
in the three years Vorhes used 
this promotion idea, chil- 
dren’s mounted. He 
expects to continue the event 


“ 
“show,” as 


went, 


has 
sales of 
have 


schoo] shoes 


“Fishing Game” Introduced 
New Shoe Department 


ALBANY, N. Y.—Swartz & Levison, 
108 South Pearl Street, marked the 
formal opening of its new children’s 


shoe department by staging a ‘Fishing 
Game” for the entertainment of youth- 
ful customers. 

After pair of 
children’s shoes, the customer was al- 
lowed to “fish” for a prize in the “Fish 
Pond,” A miniature merry-go-round 
also was set up in the department for 
the entertainment of the children 


each purchase of a 





od: © Seals off each fibre, 
but retains porosity 


®@ Combines special ma- 
terials with the natural 
protein of the leather. * 


@ Replaces water soluble 


Prompt Delivery 


Le ee 


Farberized Insoles: 
© Give shoes a longer 
useful life by preserving 
@ Resist the destructive | 
chemical action of 
sweat and moisture. 


@ Assure lasting comfort 
. . “resist shrinking, 
cracking and curling. 





Artistic Shoe Salon 
[CONTINUED FROM PAGE 89] 


operation. The men’s shoe department, 
designed as a part of the men’s cloth- 
ing department, is managed by Gil 
Unland 

much lighter vein is the chil 
footwear department located on 
the floor. Here the pale blue 
walls such fanciful 
a moo-cow playing in a field of flowers, 
and a gay choo-choo train going full 
speed ahead. Park benches of pale 
wood with white metal arms and legs 
will accommodate 68 customers, ac 
cording to department manager Don 
Korando, formerly with the downtown 
Peg board display units as well 


In a 
dren’s 
second 


boast murals as 


tore, 
as the main display stand located at 
the department’s entrance give 
tomers an opportunity for studying the 
styles available before being fitted by 
sales personnel. More than 8,000 pairs 
stock this department 


cus 


In addition to the shoe departments 
Northland itself, the shopping cen 

features three additional shoe 
tores ...a Baker’s unit and a Burt’s 
store, both operated by Edison Broth 


ter 


ers Stores; and Duane’s Shoe Store, 
operated by the Delmar Shoe Com- 
pany. All are serviced by a 41 acre 


levels to 
time. 


built on two 
5099 cars at 


parking area 


accommodate one 
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NEWS OF THE 


SUCSINEN sxw SUppllers 


Trophy Winners in 210 Associates Match 





Homer Baker, left, of Wohl Shoe Company, receives Paul Revere silver bow! 

donated as a permanent golf trophy to St. Louis Chapter of 210 Associates, by 

Cooney-Weiss. As low gross winner in recent St. Louis tournament he also received, 

as a personal award, a miniature replica of the large bowl. Sam Demoff, right, 

of Edison Brothers, received individual trophy donated by BOOT AND SHOE 

RECORDER for his win in the low net category. In the center is Jonas Weiss, 
who was in charge of the tournament. 





Chicago Travelers 
Hold Between-Season Show 


CHIcAGO—F'ill-in orders and good ac- 
tivity in slipper and novelty lines 
marked the in-between season shoe 


show of the Shoe Travelers Association 
of Chicago. It was held August 21 
through 24 at the Morrison Hotel. 

The smallest of the year’s shows in 


point of number of exhibitors, this 
year’s show was considerably better 
than the one held a year ago. Traffic 


was negligible the first day, a Sunday, 
due to near 100 degree heat. However, 
with weather, the rest of the 
show was active with good attendance, 
not only from the Chicago area but 
from outlying towns as well. Retailers 
came with definite plans to buy. 

They were optimistic, and reported 
inventories were in good condition. 
There was no reluctance in making 
necessary commitments or fill-ins where 
necessary. In the over-all picture the 
accepted branded lines did better at the 
show than others. A number of retailers 
were placing fill-ins for style shoes for 
November and December delivery. Pat 
terns favored for Fall in the pump and 
sandal family were repeats, but fre- 
quently with change of materials, such 
combinations of suede and metal 
number of calf shoes, and 
Practically all style 
increased 


cooler 


as 
patent, a 
many patents. 
houses are experiencing an 
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demand for patent over a year ago, 
most of the shoes being for December 
promotions in the stores. The open toe 
shell pump continues a favored pattern, 
particularly in the elasticized versions 
and in low, medium, and high heels. 
Closed shank shoes showed a stepped 
up interest in re-orders and all soft 
types were re-ordered heavily. In this 
latter, shankless types show increased 
interest. Flats were reported as being 
bigger than ever. A number of 
orders were for folded top line pumps 
Men’s lines showed good activity both 


re 


as to re-orders and some advance busi 
ness due to persistent talk in the trade 
of the possibility of slight price in 
creases by October 1. Slip-on 

types, tassel versions and low cuts 
most popular. Several 
pointed out that the staple shoe busi 


gore 
were 


representatives 


ness as far as commitments of most 
retailers is concerned has been cut in 
half. Heavy grain leather types and 


suedes both showed a considerable drop 


over a year ago. Instead, crushed leath- 


ers of the llama type predominated. 
Charcoal brown was found to be slip 
ping, with black selling 50-50 with 
brown across the board. 

This was an exceptionally good show 


for slipper lines. All reported increased 
business over a year ago, with a marked 
tendency on the part of practically all 
retailers to buy much deeper than they 
did a year ago 


Irving Grossman Rejoins 
I. Miller Organization 


Los ANGELES, CAL. Irving Gross 
man, who came to the West Coast three 
years ago to personally direct his pri 
vately-owned I. Miller stores, has now 
rejoined I, Miller & Sons, subsidiary 
of the General Shoe Corporation, and 
has been named to the board of diree 
tors, 

He has been associated with I. Miller 


& Sons in sales, promotion, fashion 
counsel and store ownership for the 
past 36 years. He is owner and presi 
lent of the I. Miller downtown store 
at 525 West Seventh Street, Los An 
geles. 

Mr. Grossman’s new duties will re 


quire him to spend much time in the 
states with the manufacturing 
of I. Miller and Millerkin 
shoes and at the I. Miller designing 
division in Europe, but he will maintain 
Los Angeles. 


Eastern 


divisions 


his executive offices in 


James Nolan Tours 
Foreign Plants 


New York—James H. Nolan, Tech 
nical Director of the National Shoe 
Manufacturers Association, will leave 


here the early part of September for 


an extensive tour of shoe manufactur 
ing and shoe machinery manufacturing 
plants throughout Europe. Mr. Nolan’s 
visit will include England, France, Ger- 
many, Switzerland and Italy. 

During the latter part of September, 
he will visit the famous Shoe Machinery 
Exhibit at Pirmasens. Shortly there 
after he will visit the Shoe and Leather 
Fair in London. 


During his trip Mr. Nolan will in 
pect the latest developments in shoe 
machinery and shoe manufacturing 


processes 


Brown Shoe Begins Two 
TV Juvenile Series 
Andy Devine, a favorite 
TV fans, began a new 
TV erie “Andy’s 
110 station the 
August 15. The new serie 
Brown 


Yor«K 
young 


NEW 
with 
coast-to-coast 


Gang,” over during 


of 


pon ored 


week 
by Shoe Company’ 


Buster Brown brand, was seen in moat 


cities on Saturday, August 20 

The Robin Hood Division of Brown 
hoe Company will sponsor “Buffalo 
sill, Jr.” in 50 television markets 


throughout the country. In most citie 


this started August 20 
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Sudbury Workers Profit under New Plan 





Sense of Personal Participation on the Part of Employes and 
Stronger Bond with Community Are Long Range Objectives. 


Boston—The Sudbury Footwear, 
Inc., which on a pairage production ba- 
sis rates as about the eighth largest 
shoe manufacturer in the country, has 
instituted a profit-sharing plan wherein 
the employes will receive 30 per cent of 
the company’s profits before taxes. This 


TED POLAND 


will be the largest shoe manufacturing 
firm in the nation with a profit-sharing 
plan. 

The plan for the present applies only 
to Sudbury’s subsidiary, the Livermore 
Shoe Co., Livermore Falls, Me., which 
employs about 600 and has a weekly 
payroll of $25,000. The company pres- 
ently produces about 10,000 pairs a day, 
will up this output by several thousand 
pairs when the 15,000-square-feet of 
additional space is completed shortly. 
The Livermore plant is a new one-story 
construction which opera- 
tion about a year. 

According to Ted Poland, president 
of Sudbury, the profit-sharing plan will 
“eventually” go into effect also at the 
company’s new plant, now under con- 
struction, at Farmington, Me. The 
Farmington plant is expected to be pro- 
ducing some 10,000 pairs daily soon 
after operations are begun, Sudbury 
also operates the Breed Sandal Co. in 
Lynn, Mass., and, according to Poland, 
the profit-sharing plan will likely be 
applied there, too, “in time.” 

Sudbury Footwear, Inc., is currently 
producing about 5,000,000 pairs yearly 
(this is expected to rise appreciably over 
the next year), The shoes are mostly 
women’s and juvenile cements price- 
ranged at $3 to $4 retail. The profit- 
sharing dividends will be distributed 
semi-annually, with the production 
workers to receive 20 per cent of the 
profits (before taxes), and the super- 
visory personnel to receive 10 per cent, 
for a total of 30 per cent. 

According to Sudbury’s 


has been in 


president 
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Ted Poland and vice-president Abraham 
Madow, many months of work had been 
put into working out the details of the 
plan. The plan itself is operated by the 
employes through their elected six-man 
Senate Council. Using the slogan, 
“Every Worker A Company Partner,” 


ABRAHAM MADOW 


the firm’s officials stress that there is 
nothing altruistic behind the plan. 
Rather, the aim is to create a “sense of 
personal participation and shared own- 
ership” among the workers. Further- 
more, state the officials, the objective is 
not primarily profit-sharing but steady 
employment and steady income. 
Through such a plan, the aim is to build 
employe relations, a better product, and 
more efficient operations. 

Prior to the building of the new plant, 
Falls had never had a shoe 
Most of the company’s 600 
workers came in “green,” were trained 
by the company in the various shoemak- 
Some 85 per cent of all the 
workers are directly from the smal] 
town (3500 population) of Livermore 
Falls. Despite the handicap of starting 
with untrained workers, the Livermore 
Shoe Co. claims to have grown faster 
in its first year of operation than any 


Livermore 
factory. 


ing skills. 


other shoe concern in the country. 

According to Nat Madow, general! 
manager of the Livermore plant, the 
profit-sharing plan is part of a larger 
company program of building sound 
community relations. The company par- 
ticipates actively in community affairs. 
For example, it provides two scholar- 
ships to top students from the two loca] 
high schools, plus a free tuition to Colby 
College for a deserving local youngster. 
The company participates in local trade 
fairs, in merchants’ “days”; the towns- 
folk, through the local newspaper, are 
given a periodic “progress report” of 
the company and its employes. 

The first semi-annual profit-sharing 


checks will be distributed next Decem- 
ber. Ted Poland acquired an interest, 
along with Abraham Madow, in the 
Sudbury Shoe Co. in 1945. In 10 years 
the rise of the company has been almost 
phenomenal. 

The company’s officials state that 
their recently instituted profit-sharing 
plan is part of a long-range program 
designed to more strongly integrate the 
company’s growth “by creating a 
stronger employe-employer bond, along 
with a stronger company-community 
bond, wherein all of us will share in the 
company’s expansion and its accrued 
benefits.” 


Plant Addition Being Built 
By Stacy-Adams Co. 


BROCKTON, Mass.—To take care of 
the increased demand for the high- 
grade shoes which it has manufactured 
here since 1875, the Stacy-Adams Com- 
pany is building an addition to its plant. 
The new structure, including three 
stories and a basement, will increase 
the total floor area by 25 per cent and 
will be completed, it is expected, by De- 
cember 1. The newly-created space will 
be used to expand stockroom facilities, 
last storage and for manufacturing. 

The treasurer of the company, Ar- 
thur F. Luce, reports that the com- 
pany “is experiencing a _ substantial 
increase in its business over 1954, which 
was ar exceptionally good year for the 
company.” 

Three Cities Join In Plan 
To Honor Charles F. Johnson 

JOHNSON City, N. Y.—The Triple 
Cities of Binghamton, Johnson City and 
Endicott will honor Charles F. Johnson, 
Jr., president of Endicott Johnson Cor- 
poration, and celebrate his 50th year as 
a shoe manufacturer on October 21 with 
a huge parade and mass meeting. 

The parade will include thousands of 
marchers, scores of floats and at least 
20 bands. Mayor Donald E. Stocum of 
Johnson City, general chairman, said 
that representatives of the federal and 
state governments, nationally known 
industrial executives and other promi- 
nent persons will take part in the out- 
door program, 

Mr. Stocum recalled that Johnson 
City attracted more than 75,000 persons 
to its 60th anniversary parade in July, 
1952. He said the Johnson Golden Jubi- 
lee celebration will center around this 
city because its ball park will accommo- 
date a large crowd, and also because 
the Pioneer Factory, Endicott Johnson’s 
first shoe plant, was opened here in 
1890. 

Recently residents of another city, 
Archbald, Pa., labeled Charles F. John- 
son their community’s “greatest bene- 
factor” at a similar golden jubilee cele- 
bration. They paid tribute to him with 
a parade and open-air rally. 
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FOR OVER 40 YEARS 


Headquarters For 


CANCELLATION 
STORES 


All Price Ranges Quality Brands 
Lowest Prices Largest Stocks 
Our Store Planning Division Is ready 
to assist you in opening another store. 


bi “Feclimae 
MOSINGER-COHN 


1235 Washington St Lovis 3, Mo 
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LEOTARDS AND TIGHTS 
Whirl-a-Weve Leotards, Durene yarn, zipper back 
fastener. Children: Short sleeve, $2.15. Long 
sleeve, $2.50. Adults, Short’ sleeve, $2.35, long 
sleeve, $2.75. Give sizes when ordering. 

A. Chatila and Company 

5719 18th Avenue, Bklyn., N. Y. 


MANUFACTURERS OF BETTER DANCEWEAR 











Bambi Patents 
. ‘ ** 

**Locked-in-Sock”’ Process 

BROOKLYN, N, Y.—Bambi Footwear, 
Inc. ha patented the shoemaking 
method known as the “Locked-in-Sock” 
which eliminates the heavy 
platform of the conventional California 
but retains its flex- 


proces 


processed footwear 

ibility. Shoes of this construction are 
light in weight and meet the current 
demands for trim lines, light weight 


and flexibility, it is claimed. With this 
the sock lining becomes an 
integral part of the shoe and will not 
wrinkle, curl or separate from the in- 
sole. It is said to be considerably 
faster in production than either the 
regular California or Compo processed 
shoes. It makes as much as pos- 
sible of the standard machinery used 
in the production of California proc- 
essed footwear. 


process, 


use 
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Directs Sales Operation 
For Hampshire Division 


St. Louris—Ed M. Ward has 
appointed sales manager of the Hamp- 
shire Division of International Shoe 
Company, according to Edgar E. 
Rand, company president. Hampshire 
headquarters recently were transferred 


been 











ED M. WARD 


from Manchester, N. H., to Interna 
tional’s general offices in St. Louis. 

A salesman for the Hampshire Di- 
vision since 1954, Mr. Rand first en 
tered the shoe business in 1929, imme- 
diately following his graduation from 
Northwestern University. His firm af 
filiation was with Florsheim Shoe Com 


pany. Three years later he became a 
midwest territory salesman for Gen 
eral Shoe Corporation, a position he 


held for 17 

In announcing the appointment 
Rand stated that Ward’s wide 
ground and experience in the 
shoe field will contribute greatly to the 
growth and development of the Hamp 
shire Division. 


years. 
Mr. 
back 


, 
men 8 


Hampshire distributes men’s and 
boys’ shoes to the volume trade under 
private name brands. 

According to Mr. Ward, Hampshire 
Shoe Company will sample 
room in the Pennsylvania Building, 225 
West 34th Street, New York City, on 
October 1. The sample 1708 
and 1709, will be under the supervision 
of Abe Saperstone, a Hampshire sale 
unbranded 


open a 


rooms, 


representative. A line of 


men’s and boys’ shoes will be on dis 


play. 


Xmas Gift Certificate 
For Golo Line 


New YorkK—A 
Christmas 


new aid to greater 
available to deal 
of soot 
attractive 


consumer 


volume is 
the 
The prepared an 
Gift the 
may purchase for the amount of a pair 
of Golo Boots. The recipient of the gift 
certificate may redeem it for the boots 


ers carrying Golo line 


firm has 


Certificate which 


at any time, 


The gift certificate is in Christmas 
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“AMERICA’S FINEST 
FIRST-STEP SHOES’ 


© HIGH WALL VAMP 
FREE TOE ACTION 


© COMBINATION LAST 
SNUG FIT HEEL 


@® ONE-PIECE QUARTER 
SEAMLESS INSIDE 


© FLEXIBLE MOULDED BACK 


© WASHABLE ELK 
INCLUDING RED 


© HORSE BUTT OUTSOLE 
@ SOFT LEATHER INSOLE 
© AIR-BUBBLE CUSHION HEEL 

































A COMBINATION OF FEATURES 
FOUND IN NO OTHER SHOE! 


HALF SIZES 210 8 
wean 450 


WIDTHS B,C, 0, € 
YOUR COST 2.70 
IMMEDIATE DELIVERY FROM STOCK 


Le MFG. CO., INC. 
( 7 os ERIM, TENNESSEE 


OOOO OOO NDOT OOOOO OOD 













green Window treamer and mat 


ids to back 


able to retailer 


up the promotion are avail 
Complete information 


about Golo-Boots and the gift certificate 


promotion may be had by writing Golo 
Footwear Corporation, Empire state 
Building, New York City 


Injured When Hit by Car 


on of Jack Kil- 
McAn 


Douglas Killian, &, 


lian, manager of the Tom store 


in Anderson, Ind., was struck by a car 
while the Killians and daughter Gwen 
were vacationing in Evansville. Douglia 
suffered a burst spleen and spent a 


week in the hospital 
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ORTHOPEDIC FOOTWEAR 


PO OE, OF Orr re 


A MODERN CORRECTIVE 
SHOE FOR EVERY 
Orthopedic NEED 


TARSO SUPINATOR® 


For the postural 
correction of 
TARSO 
PRONATOR® 


fiat feet. 
<_—_——_ 
g 
For club feet and 
metotorsus varus. 


Pairs or single shoes. 











‘ 


/ 


TARSO MEDIUS® 

Straight, neutral last 

shoe. Detailed to 

motch Tarso Prona- 

tor. Pairs or single 
shoes. 


Terse Shoes ore prescribed by doc- 

tors across America. Write today 

for illustrated brochure and catalog 
sheet. 


 MARRELL ss 








Raw Materials Producer 
Assigns Two to Midwest 


BRIDGEWATER, Mass.—The George O. 
Jenkins Company, producers of leather 
fibre products, announced the appoint- 
ment of Charles H. Loughrey and 
Irwin C. Wehmeyer as their represen- 
tatives in the northern Midwest area. 

Both are representatives of manu- 
facturers of leather and shoe raw ma- 
terials of long-standing in their area. 
Their office is at 744 N. Fourth Street, 
Milwaukee. 

Their territory will comprise Wiscon- 
sin, Michigan, Minnesota and northern 
Illinois 
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What’s New in Slippers 


Some of the newest designs in an interesting type of hand-made leisure footwear 
made in San Francisco by a unique pattern, cut from one piece of leather. 


SAN FRANCISCO—When Mary Martin 
Ho-Gans to wear with her Peter 


the successful musical 


chose 
Pan costume in 
version, they undoubtedly appealed to 
her as a comfortable type of leisure 
shoes or slippers suitable for the little 
boy in the fairy tale. 

Manufactured for the past five years 
in Hogan’s Alley, 1772 Filbert Street, 
Francisco, by Miss Hogan, 
Ho-Gans are pixie-like in design, cut in 
one piece from suede or smooth goat- 
skin. They are usually trimmed with a 
bow or flowers of the same leather. 

This fall for the first time, Miss 
Hogan has added hand-screened designs 
on the leather, and is using elasticized 
ties on the side so they are easier to get 
Those with a high instep will ap 
this innovation. There are 
several shades offered, 
them aqua, copper, cherry in both suede 

White goatskin ha 
popular in the 


San tose 


into, 
preciate 
being among 
goatskin. 
quite 


and 
proven men’s 
Ho-Gan 

Miss Hogan uses more than two dozen 
different colors of leather besides white, 
and always colors that are high fashion 
After the leather is 
with patent number and 
after which the slipper is stitched, then 
reinforced with tape applied by heat 
under the bow and at the back of the 


marked 
name, 


cut, it is 
trade 


shoe. The shoes are pressed, placed on 
a drier plate for a day, then folded and 
put in the and stacked 
ready for shipment. 

With many years of experience in the 
designing of lingerie and negligee, in 
plastics and in civil engineering during 
the war, Miss Hogan has a solid back- 
ground in designing. Her first slipner 
was actually designed as a_ plastic 


plastic cases 


but 
Instead, she made it in 


shower shipper proved too warm 
for its purpose. 
suede by cutting up an old coat, and 
found that in this material she had a 
comfortable slipper that was able to 
double as a casual shoe. 

About four patterns are cut from one 
piece of suede, and only the center is 
used. No waste here for Miss Hogan 
utilizes the rest of every skin to make 
hats, belts and leather trinkets for 
children. 

During her rush seasons there are as 
many as 11 workmen in her shop. Her 
products are sold by Joseph Magnin lo 
cally and she has some Eastern outlets. 
At the present time she hopes to expand 
her business. 


Employees Honored by 
Samuels Shoe Company 


Sr. Lours—Awards to 75 employes 
with 20 or years of service to 
Samuels Shoe Company were presented 
awards 


Hote] 


more 


by company executives at an 
banquet held August 30 at 
Congress. 

Theo R president of Sam 
uels Shoe Company, gave wrist watches 
to 22 employes who have been with the 
company for 30 Diamond pins 
were presented to 27 persons with 25 
years of service by Julian G. Samuels, 
Sr., secretary-treasurer. 

A pin and a $25 United States Sav 
ings bond were given to 26 employes 
with 20 year Julian 
G. Samuels, Jr., made these presenta- 
tions. His speech was warmly ap- 
plauded and the occasion and program 
proved most enjoyable for all present. 


Samuels, 


years. 


records. 


service 
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WOMEN'S SHOES 


A Ae Eee ee 


Black Swiss 
Spider Lace 


—worth a young 
fortune in glamour 
and sales appeal— 
our suede-bound 


; 





Factory Addition Planned 
By Viner Bros. 


SANGOR, Me.—Plans have been com 
pleted by Viner Brothers, Inc., of 
Bangor, for an addition to its Hancock 
Street shoe factory to double the size 
of the present plant. 

William C. Viner, treasurer, said 
construction and installation of new 
equipment will represent a capital in- 
vestment of about $500,000, Approxi- 
mately 200 more employes will be added 
to the company payroll when the new 
building is completed, with production 
to be increased by 20 per cent. This will 
mean better service to customers. 
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Pattern Expert Joins Staff 
Of Heydays Shoes 


St. Lours—Matt Baudendistel, for- 
merly president of Tower Grove Shoe 
Company, recently joined Heydays 
Shoes, Inc., according to E. W. Morris, 


DU 


~~ eom i 


SLIPPERS 


A FR Ee 


MATT BAUDENDISTEL 


president. He will supervise the activi 
ties of the company’s pattern and de 
sign departments. 
A life-time shoe man, Mr. Bauden 
distel was associated with Dunbar Pat 
tern Company from 1924 to 1935 when 
he became affiliated with the Browne 
Tilt Pattern Company. In 1941 he be Feature this populer SLIPPERS 
came a shoe manufacturer with the HUBER EMBASSY as the se J 
organization of Tobo Shoe Company ideal Christmas gift 4, ? 7 
Tower Grove Shoe Company became a for men. Soft kid uppers, fully 
leather lined, leather soles 


subsidiary of Tobo Shoe Company in 
r to retail profitably at $5 


1949 and Mr. Baudendistel served both 
companies as president until they were IN-STOCK 
sold last Spring to Tober-Saifer Shoe 
Manufacturing Company. 

In announcing Mr. Baudendistel’ HUBER stiprer co., avisTON, IL. 
appointment, Mr. Morris said: “His ex 
perience in the origination and produc 
tion of patterns as well as his knowl ere. 
edge of pattern equipment will add in JOBS 
a major way to the further develop © 
ment of the new closed toe and heel 


ilhouette first seen in the Heydays CANCE 


Write for Catalog and Price List 


Oe ee 


lines this present season,’ 


LATION STORES 


| y ds trom 


Americas Largest Quality Shoe Stocks at 


REAL LOW PRICES 


Bons Shue Co 


lo Make Joyce Men’s Line 19-81 Reade St.. WY. — WOrth 2.5180-1 


Keith Company Licensed 


BROCKTON, MASs.—The Geo. FE. Keith 
Company here has been licensed on an 
exclusive basis to make and distribute 
the William Joyce line of men’s casual ‘ 
shoes formerly made by Joyce, Inc. An Keith execut ized 
nouncement of this licensing agreement product will be manufactured and 
was made public in a joint statement ™erchandised as @ separate division of 
issued by William Joyce, who heads ‘the Geo. E. Keith Company, All the 
Joyce, Inc., and Harold C. and Jean R resources of the company, with over 80 
Keith of the George E. Keith Company years experience in the quality shoe 
Mr. Joyce pointed out that the manu field, will be drawn upon better to serve 
facture and distribution of the William holders of the Joyce franchise 
Joyce line by an outstanding member This move will permit Joyce, Ine. t 


Lie 


that tn 


of the men’s industry will bring new concentrate exclusively on their wo 
strength and continuity to the develop- men’s product tjoth the women’s and 
ment of a quality product and an men’s lines enjoy a wide popularity, 
aggressive and consistent merchandis and the latter will be enhanced by Keith 
ing program. reputation and prestige 





GOODYEAR 


WELTS FOR BOYS 


over 40 styles 
IN-STOCK 
for immediate 


delivery 


#78752 


Sell them at a dollar more retail (in other words, $6.95 and $7.95), and yow’re still selling the best Boys’ 
Buy in America... THAT’S WHY MOST OF OUR RETAILERS ARE WORKING AT A 50% MARK- 
UP... Compare our $5.95 shoes with other brands retailing at $6.95 to $8.95 ... And compare our 
$6.95 retailers with shoes selling at $7.95 to $11.95 ...If we’re talking VALUE (and we are), we 
repeat that there is nothing in their class . . . Dollar for dollar, it is a value that stands alone. 


ROYAL CADET Division of CHRIS LAGANAS SHOE COMPANY, Lowell, Massachusetts 


payroll of approxi- 


’ 


with an annual 
mately $3 million.’ 


Gellerson of Dover-Foxcroft 
the the trans- 


Arnold T. 


New Tannery Planned 
represented 


By Beggs & Cobb 


BostoN—Plans of Beggs & 
Inc., Boston Winchester 
firm, to build additional manufacturing 
facilities in Maine have become reality 
with the purchase of property in Dover- 


owners in 
action, 

Cobb, 

leather 


Mr. Davy said that it is expected to 
have the new plant in operating condi- 
tion in the early months of 1956, It will 
under the 
name of Maine Leathers, Inc. Exten- 


American Hide Buys Tandy 
LOWELL, Mass.—The American Hide 
and Leather Company, one of the coun- 
try’s largest tanners of calf, kip and 
leather, with headquarters here, 


and 


manufacture side leathers 


Foxcroft, side 


The property, located on the 
River, formerly was that 
American Woolen Mills (Tex- 
operations 


Piscataquis 
of the 
tron) which ceased there 
It consists of ap- 
and 


the 


about 18 months ago. 
the 


old 


land 
occupied by 


proximately 20 acres of 


everal buildings 
woolen mill 
According to G. Burton Davy, presi 
dent of 
been 


the leather firm, his 
for 
some time and various possibilities 
New have 
The Foxcroft 
several Maine 
presented to the 


company 


has seeking a site expansion 


for 


throughout England been 


considered Dover prop- 


erty one of locations 


that were 


the 


company 
through the Maine 
State sion. Deeci- 
sion in its favor was influenced by sev 

which the 
of the quality and 
in the quantity for tanning 
operations, availability of labor, a prin 
cipal mill building of a type that will 


cooperation of 
Development Commis 


eral factors among were 


proximity of water 


required 


lend itself to reconstruction for tanning 
operations, and the assistance of Maine 
state officials in resolving problems in- 
waste disposal, 


cumbent in tannery 


124 


sive work necessary to convert the old 
mill modern tan- 
nery usage will be begun immediately. 
Involved are major structural change 
building, 
tion to incorporate latest technological 


woolen property to 


in the principal moderniza 
advancements in tanning, drilling wells 
water re- 
power-generat 


will assure adequate 


construction’ of 


which 
serves, 
ing facilities, settling-basins required 
for tannery waste disposal system, and 
other 


building and reconstruc- 


tion work of such nature that 


major 
it seems 
unlikely that leather processing may be 
undertaken before March of next year. 

“It is the company policy,” said Mr. 
Davy, “to employ local labor to the full- 
est extent possible. This principle will 
prevail in our building and reconstruc- 
tion work just as it will when we come 
tannery. Employ- 
Inc., will be 


to staffing our 
Maine 
on a progressive basis; job opportuni- 


new 
ment at Leathers, 


ties will increase as processing opera- 
tjon expanded. Eventually our 
employment at the new Maine tannery 
may reach around 400. 


employ some 650 in its Winchester plant 


are 


Berges & Cobb 


has agreed to purchase the Tandy 
Leather Company of Fort Worth, 
Texas, according to a joint announce- 
ment made by Stanley M. Royland, 
president of the former company, and 
Charles D. Tandy, president of the 
Tandy company. 

The latter company carries on what 
is believed to be the largest leather 
craft and handicraft operations in the 
mail and through 
stores of which there 
and in 


selling by 
retail 


world, 
company 
are 8&1 


Hawaii. 


located in 37 states 

Principal stockholders of the Tandy 
company and its associated enterprises 
already have voted to sell to American 
Hide and Leather Company all the 
capital stock of Tandy. Stockholders 
of the American Hide and Leather will 
be asked to vote on this purchase at 
their annual meeting, to be held here 
on September 28. 
It is 
will be no 


furthermore, that 
manage- 


of the 


announced, 
there change in 
personnel or policies 


Leather Company. 


ment, 
Tandy 
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Seek More Flexibility in Juvenile Shoes 


James B. O'Brien, left, manager of general shoemaking for Compo Shoe Machinery 
Corporation, confers with Dr. Joseph Lelyveld, chairman of the National Foot 
Health Council. Subject: The need for flexibility in children's shoes. 


-James B. O’Brien of Bos- 
ton, manager of general shoemaking 
for Compo Shoe Machinery Corpora. 
tion and Dr. Joseph Lelyveld of Rock- 
land, Mass., chairman and founder of 
the National Foot Health Council, re- 
cently focused their attention on the 
flexibility of children’s shoes as shown 
by those made by the compo cement 
process. 

According to Dr. Lelyveld, who es- 
tablished the Council thirty years ago, 
one of the most important requisites 
of a good shoe is its flexibility. The 
doctor believes this is especially neces- 
sary for children’s shoes. 

In describing the Compo cement 
process, Mr. O’Brien told Dr. Lelyveld 
that the outer cemented sole and the 
flat insole construction allow the shoe 
to bend and flex with the foot, thereby 
allowing greater flexibility. Other ad- 
vantages of the process, he said, in- 
clude longer life of the shoe and 
greater foot comfort, combined with 
simplified problems of production. 

The Council is interested in recom- 
mending a good play shoe for children 
which will have “play shoe freedom 
with school shoe protection.” Mr. 
O’Brien is cooperating with the Coun- 
cil in designing such a shoe. 

September has been proclaimed by 
governors throughout the country as 
“Child Foot Health Month,” which is 
sponsored by the National Foot Health 
Council. 


BOSTON 


According to statistics, most babies 
are born with perfect feet but 80 per 
cent of the feet in the United States 
are defective and 72 per cent of these 
defects could have been prevented if 
given proper care in time. It has also 
been found that of every 100 small 
boys just entering school, 65 have foot 
defects and that of 100 girls just be- 
ginning to go to school, 80 are simi- 
larly afflicted. Most of these defects 
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can be prevented if checked 
childhood. In a great many instances 
the troubles have been 
wearing of outgrown shoes and ill- 
fitting stockings. These statistics have 
been assembled on the basis of surveys 
covering the last two decades. 


Winthrop Plans Spring 
Photographic Ad Campaign 


St. Louis— The Winthrop stance, 
now recognized as a distinctive illustra- 
tive trademark in shoe advertising, will 
be featured in a series of new photo- 
graphic situations in the Spring adver- 
tising campaign being planned for Life 
and Esquire by Winthrop Shoe Com- 
pany, division of International Shoe 
Company. 

The unusual photographic campaign, 
outlined by Winthrop’s agency—West- 
heimer & Block, St. Louis, will be 
heavily promoted through shoe trade 
publications, according to Jack Kenney, 
general manager of the shoe company. 
The series will be further backed by 
colorful store display material as well 
as a program of sales stimulating ideas 
for dealers and effective presentation 
material for Winthrop salesmen. 

Westheimer & Block also presented a 
new Winthrop, Jr. shoe campaign which 
will run in Boy’s Life, also utilizing the 
Winthrop stance. 

O'Sullivan Advances Prices 

WINCHESTER, VA.— The O’Sullivan 
Rubber Corporation has announced new 
prices to shoe manufacturers on heels, 
soles and soling materials, effective 
August 29, 1955. 

In announcing the price increases, 
Paul Terretta, Executive Vice-Presi- 
dent, stated that higher manufacturing 
and raw material were respon- 
sible, 


costs 





during | 


traced to the | 





Cavy says: 
“We've a 
brand new 


SALES BOOSTER 
for you!” 


CAVALIER 
SUEDE 
SPRAY 


in Aerosol Container 


Now, from Cavalier leather 
care experts, comes the finest 
quality Suede Restorer in an 
easy-to-apply spray container. 


FOR EVERYTHING IN SUEDE 
Check these fine features 


e refreshes nap 
enriches color 
dissolves grease 
repels water 
dries quickly 
neutral shade for all 
colors except white 

e non-inflammable 


6 ounce can $1 retail 


P.S. Be sure to check your 
stock of CAVALIER SUEDE 
DRESSINGS in black and 18 


popular colors. 25c and 50c. 
Order from your wholesaler or 


A Generation of Serving 
the Shoe Trades Exclusively 


Baltimore 30, Maryland 


CAVALIER DRESSINGS 


ore advertised in LIFE 
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SALESMEN WANTED 


SALESMEN WANTED 








LOOKING FOR UNUSUAL SALES OPPORTUNITY? 


This popular priced Women’s casual shoe manufacturer, rated AA-1—in busi- 
ness for over fifty years—is SELECTING, not RECRUITING, shoe salesmen who 


can become more successful in several territories now available. 


If you are on 


the lookout for such an opportunity then what we have to offer can be invaluable 
to you. We have nothing to offer those without wholesale shoe selling experience, 
but if you are seeking to add to your shoe selling success write us and give 
details in first letter, including resume of experience. 


Territories open 


1. Maine 3. North and South Caro. 


2. New York State (ex- lina 
clusive of New York 
City and Westchester 
County) 


4. Georgia-Alabama 
5. Louisiana- 
Mississippi 


6. Tennessee-Kentucky 
7. Iindiana-Iilinois 

8. Missouri-Kansas 

9. Oklahoma 

10. California 


ADDRESS 3326, CARE BOOT & SHOE RECORDER, 100 EAST 42nd ST., NEW YORK 17, W. Y. 








SALESMEN WANTED 


Exclusive New England manufacturer of fine quality men’s style shoes in popular price 
field with established national acceptance desires experienced salesmen for a territory 
consisting of Missouri, Kansas and South Illinois. Sideline permissible if man qualifies 
in character and ability. Write giving full particulars 


ADDRESS 4281, CARE BOOT & SHOE RECORDER, 100 EAST 42nd ST., NEW YORK 17, WN. Y. 











SALESMEN WANTED — CHILDREN’S WELTS 


The makers of POLLYANNAS, children's and growing girls’ footwear nationally advertised 
for over 50 years, recently introduced their new FAMOUS FIVE line. FAMOUS FIVES retail 
at one price, $5.00, in all sizes and widths. Orders filied from stock on a 24-hour schedule 

FAMOUS FIVES have been adopted by large and small retailers, wherever shown. Dealers 
are protected by a unique and liberal company franchise 

Several exclusive territories stili available fcr salesmen of proven ability whose earnings 
are usually in the upper brackets. No objection to non-conflicting lines Outstanding income 


possibilities for men of experience 


Write or phone for details of our revolutionary franchise and selling arrangement 


D. Felser, Salesmanager: FOOTWEAR CORPORATION 


612 Marbridge Bidg., 47 West 34th St., 


s ¥%. © WISC. 7-6145 











SALESMAN 


Nationally known shoe manufacturer has 
opening in Midwest territory—Complete 
line of women's novelties in popular price 
bracket—Established territory, outstanding 
opportunity. Give all details in first let 
ter, reply confidential 

Address Box 327, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N.Y 











SHOE SALESMEN 
WANTED BY MANUFACTURER 


of nationally advertised fine line of soft soles, first 

steps and flexible bard sole walkers Altractive 

Commission! Ideal side line! Adding to selling 

organization for increased production. Write now! 

State experience and references 

Address Box 325, care BOOT & SHOE +. <n 
100 East 42nd Street, New York 17, N 








SALESMEN WANTED 








Fastest growing popular priced Moccasin 
Manufacturer has two outstanding terri 
tories open. Complete line 

1. Mass., Vermont, Maine, Rhode Island 
and New Hampshire 
2. Upstate New York. 
Established trade 
Weekly payments 
Address Box 323, care BOOT & SHOE papepoes 

100 East 42nd Street, New York 17, 


Commission basis 











GALESMEN WANTED—New England Man 
ufacturer needs sideline men for light line 
f Women’s, Growing Girls’ and Misses novelty 
Slippers, ballet casuals and sandais retail 
to $5.4 lerritories open: Western Pennsyl 
vania (exch t of Pittsburgh Department 
Stores) Nu ind South Carolina Detroit 
Calitorni Nat mally adve 
mission b all items carried in-stock, no house 
account "Write advising age, experience and 
line now carried. Address #327, care Boot & 
hoe Recorder 100 Fast 421 Street, New 


$5.95 


rtised traight com 


York 17, N. ¥ 


ANTED WEST COAST SALESMAN and 
other territories open for Men’s and Chil 
dren’s Shearling lined Slippers for Retail chain 
and Department store trade. We have some 
accounts on our books Good opportunity for 
ght part Address 33 , care Boot & Shoe 
Recorder, 100 East 42nd Street New York 17, 
N. Y 
GALE SMEN WANTED, full time, drawing 
~ account to experienced men with following 
Nationally advertised line of women’s and chil 
dren’s plastic overshoes. Write giving qualifica 
tions and territory you now cover Address 
2319, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N Y 


you ME SALESMAN interested in making 
nne n with Women’s shoe or Moccasin 
Manufacturers to sell jobbers and chains. Have 
the connections all sections of the country to 
produce Will consider as side line Address 
#324, care Root & Shoe Recorder 100 Fast 
42nd Street, New York 17, N. Y 


INE INFANTS’ AND CHILDREN’S pre 

welts and compo shoes, attractive line with 
stock department, Territory, Ulinois, Indiana 
and (vklahoma Address 32247, care Boot & 
Shoe Recorder, 100 East 42nd Street, New York 
17,N. Y 


EADING MANUFACTURER of beautiful 
shoe ornaments, require salesmen calling on 
retail or wholesale trade, excellent profitable 
sideline References required Best Commis 
sion Address #301, care Boot & Shoe Re 
+ he 100 East 42nd Street, New York 17, 





| Buy Savings Bonds 














CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 20 cents a word under any of our classified headings. 
accepted 18 words. $3.60. When a box number is desired, addressed to any of our offices. 12 words must be added for this 
If advertiser's own name and address is used, count each word (street number is one word) 
Send check or money order with your copy. No accounts are 


and charged at the word rate. 


at word rate, Classified advertising is payable in advance. 


opened for classified advertising except for regular advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $14.00 an inch with a maximum of 46 words per inch. 


Notice: All Classified Advertisements for the October Ist Issue and Thereafter, Should be Addressed to Our Philadelphia Office— 
56th & Chestnut Streets, Philadelphia 39, Pa. 


Minimum amount 
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Americans to send their slightly worn 


SIDE LINE SALESMAN WTD. HELP WANTED shoes to needy Europeans. The cam 


paign, sponsored by The Foster Par 


















’ Di “a a ma i : 

-I1DELINE SALESMAN wanted to carry in- | GLIPPERS—Leading N.Y. manufacturer of ents’ Plan For War Children, resulted 
: stock line of popular priced work shoes. | Ladies and Misses $2-$3 retail Mcivay and in over 4,000,000 pairs of shoes being 

erritory open includes Southern Wisconsin, | Compo slippers has openin for experienced » — . ’ , 
Illinois, * lowa, North and South Da salation solacind with wre mail -- ler and sent to needy displaced men, women 
kota, Ohio, Michigan, Montana, Wyoming. | large jobber connections in Midwest and South and children overseas. 
Write Union Shoe Mfg. Company, 1521 North | ern territories Address #306, care Boot & 
10th St., Sheboygan, Wisconsin. Manufacturers | Shoe Recorder, 100 East 42nd Street, New 
of “The Columbia Line.’ York 17, N 





Strong Fall Campaign 
"sod celine shies ovarchacn, amas oe | LINE WANTED Planned by Conformal 



















salesmen to cover shoe trade Excellent . , . x . . 
commiigthane. CWeltn, sities eeoliteine and ST. Lout—International Shoe ¢ om- 
territory now covered. Address #318, care Boot F' ORIDA TERRITORY WANTED by shoe pany, world’s largest manufacturer of 
& Shoe Recorder, 100 East 42nd Street, New travel it solid line t nid career ot ‘ ‘ . : . , 

N. ¥ Address #328, care Boot & Shoe Recorder, | footwear, has appointed Stockton & As 

| East 42nd St., New York 17, N. Y ociates, of St. Louis, to direct advertis 

Os AMEN I Ss hoe Bows, small tray, HO? Wan et, OE k. es ket eh aaihs eal ing for its Conformal Division, it was 
numbers ighes commission Address . slar price hare ’ ats ive ‘ » , ‘ 4 ‘’ , ; 

5:6 aun Mick & Bice Sserdes, 100. Maat vs | popular. price barefoot fl Have made known by Donald R,. Camien, ad 





nd Street, New York 17, N. ¥ vertising manager for the Conformal 















Ie essee Kentuc ind Alaban No Jobbe 
Addre # ire Boot & Shoe Re Division 
O' ESTABLISHED DEPENDABLE once coon W) East 42nd Street, New York International's Conformal! line, origi 
envi, Weald & thert déc Van, tae cole aie nally known and marketed as a correc 
wee Be san Benet dee be ge tive or orthopedic shoe, has been re 
yy ‘ ? WANTED TO PURCHASE tyled, and is now available in a com 





plete range of sizes and widths for both 


















men and women. The patented self 


FOR SALE | WANTED eo arch also has been im 
SHOE STORES 7 The Fall campaign will include a con 











P ROSPEROUS CHILDREN’S-SHOE STORE 







































3 : tee , ber 3 interested in shoe stores located in middiewest and ‘e rate f . ‘at ache . 
Selling Boys’ Girls’ Children’s, and Men's | ee De ee a ee mae centrated trade publication schedule, 
Shoes; plus a profitable corrective line which State full information regarding stock, fixtures, plus a heavy dealer and consumer direct 
was built up through the aid of about 50 local lease and volume, All replies confidential 3 . - 
physicians. We also maintain a corrective work Address Box 305, core BOOT & SHOE RECORDER mail program, featuring Conformal’s 
ind repair department rhis complete business 100 East 42nd Street, New York 17, N. Y new Fall patterns with parti ular em 
housed in a beautiful Colonial store; on the — > 7 

Main Tins Philadelphia’s exclusive suburb. | RNOLD AUTHENTIC, RANGER style, ir phasis on fashion. New merchandising 
\ life-time opportunity for a good shoe man white. Size 7 { an invalid who for aids and dealer promotion kits are being 

High-grade stable stock, fixtures, and good will wthepedic reasous must have this shoe—out of . 
Price $25,000. Michels Shoe Store, 278 Mont production temporarily. Write Laura E. Carsor developed as part of the overall] selling 

omery Avenue, Bala Cynwyd, Pa 629 Commonwealth Avenue, Boston, Massact program 
etts. State Price Robert L. Miller will be the account 
pport shoes for men, women o iil xec re , ce d ine 
A Pelt: Bax Mili ARCH Supy t hoes £ ‘ er men ¢ ol executive. Mr. Miller recently joined 
SOME MONEY HERE en, any quantity. "Will ‘vay’ top ‘oriees. | the Stockton agency ax executive vice 
ist for quick action. Strah we fi 4U 
ra Ave. San Diego, Calif president and creative director 












In this prospering Family Shoe Store in Concord, 

California, Excellent location, attractive modern 

store and pg gg tiny partnership so busi- OR RENT 

ness goes for ,000, plus inventory. | 

Address Box 320, care BOOT & SHOE RECORDER F MERCHANTS' NEEDS 
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100 East 42nd Street, New York 17, N 










































¥ TERRIFIC OPPORTUNITY Nice store 
AlMosT new royal chairs, fitting stools, win room located on main street in Zanesville, 


1 
Sita Sotara Wine Beis, 71 Goat Wading: | son. Yory rentable lense. AGdrose PF. ©. Bes "4 / ADVERTISING 
/ 


ton Ave., Bergenfield, N. J nesville, O} 












> Clippings 




























° ° .e 
FOR SALE Public Relations Firm 
” . ‘ . = ‘_ > 
70,000 YARDS of 1% VINYL coated Retains Shoe Designer here's how to get 
inding for Bag, Belt, Luggage, Shoe s . : 
Manufacturers. New York—Sylvie Hamilton, inter More Business! 
WILMINGTON HOSIERY MILLS, INC. eee shoe — grote HE Vincent Edwards Idea Clipping 
designer, has been retained as Tasnion Service has over 2000 satisfied users 
WILMINGTON 
GTON, DELAWARE consultant to the Public Relations firm Each order filled according to what 
: : you want; wholesalers usually request best 
of Ear! S Peed, it was announced retail ads; manufacturers usually want ads 
Miss Hamilton i widely recognized of competitive brands 
"(QR SALE—Simolex x-ray machine Excel : oe You will find that a study of newspaper 
F ese anne 1 Bigg Seeger pang See in shoe circles as a creator of merchan ad clippings is the quickest and least ex 
Call Webster 9-2817 Fdwards Shoe Store, 114 dising ideas and new trends in fashion pensive way to keep in touch with what's 
Park Avenue, Rutherford, New Jersey ss 2 ra] 7 bl a { going on 

footwear. She is responsible for intro Use coupon below to learn more about 
| ducing ¢ { y gue idea as this valuable service and the especial short 
RIAN X-RAY MACHINE—two years old, | ducing and promoting ich id ‘ term trial offer. No oblivation. of course 
perfect condition, reasonably price Milton oft construction in men’s and women’s 2208S OSSSSSS880S88080080 







‘inderbrand, 624 North Rusk, Wharton, Texas. | shoes, the “step-in” shoe for men, use VINCENT EDWARDS & CO. 


of new leather colors for women’s 







ELL ESTABLISHED SHOE STORE in World's Largest Advertising Service 

























Vermont’s largest city, in a very good bus hoes, and accenting the need for more Organization 
iness district doing about 45,000 a year. Can be fashion in mature women’s footwear 342 Madison Ave., New York City 
doubled. Excellent lease Ihe store is the larg The se » of her @ welemae ths ° 2 
est in the state Reason for selling—other in 1€ scope oO ler experience has in- Please tell me more about your news 
terests. Address #309, care Boot & Shoe Re cluded working with suppliers of paper ad clipping service and special short 

10K j ‘ Street ‘ Vor 1 » term trial offer 
corder, 100 East 421 ee New York 17 - . *"s P fac _ 
yy ource materials, manufacturers, re 
tailers and consumer levels by mean City 

FAMILY SHOF TORE Established 3 of store-wide promotions Name 

years Owner retiring Purthe informatior pow . tae . one a 
Bg brs pe Dhan ra “fe me ay sem Recently, Mi Hamilton organiz Simone 
Francis 4, Califors ond launched a drive to encourag 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 





WANTED TO PURCHASE 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
132 wo, on SfAVe MELIACLE 
Phone: LO 3-9533 











WE BUY CLOSE OUTS, SHOE STORES 
LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 
74 READE ST., NEW YORK 7, WN. Y. 
WORTH 2-6358 
RALPH VOGEL 





70 CASH 
vi» PRICES 
SURPLUS SHOES 


CANCELLATIONS 
COMPLETE STORES 


Write or wire for fast se 
ten. . . quality men’s, 
women's and children's shoes. 


ine ve FOR OVER 46 YEARS 


MOSINGER-COHN 


1235 Weshington $1. Levis 3, Me 

















Ma CASH FOR 


GM CLOSEOUTS 
MME SuRPLUS 

GEMM DISCONTINUED LINES 
GH COMPLETE STORES 











BROITMAN - GAFFIN 


146 DUANE ST, NM. Y.C. 8 3-7290 














Maley 


V Quality Shoes \ Complete Stores 
Jf CLOSEOUTS OR SURPLUS 
from Mfgr. or Retailer 
Any Quantity . . . Any Time! 


For Quick Action, 
O] write, Wire or Phone 


COOUM CREE CARS SRSA BiHet © oe 


OS OSOCSSBii si ieesaeeei 





co. 


CE 1-4898 CE 1-3762 


QUALITY SHOES SINCE 32 
“WHILE IN TOWN SEE WEIL” 


eee 





CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


_CARAAe AeA RARRIK MRAM AAI OINMUVUMN AM MMAPHOM AN MUU US 





101 DUANE ST. 


NEW YORK 7, WN. Y. 








fal 

BARIS BUYS for CASH @ 
Quick decision on your offers of discontinued and @ 

surplus men's, women's and children's shoes. aI 

Also complete stores considered ce 

Jobs in Fine Shoes From Fine Sources Since 1931 (2 

79-81 Reade St. New York 7, W. Y. Tel: WOrth 2-5180 (2) 


Telephone WOrth 2-2515 











MORRIS BAYROFF 
sormerty with M & R Shoe Co. 
1S NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 
Complete Stores & Closeouts 


Leases Assumed 





WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCKS 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 








ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 


George J. Arronson Associates 


157 DUANE ST., NEW YORK, WN. Y. 
RECTOR 2-4170-4171 














WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. 
Max L. Meltzer, Pres. 











N. Y. 
1 


i., 
twanhoe 1-9830 

















SAM CAMITTA & SONS 


YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 





Foremost Cash Buyers of Fine Shoe Jobs Since 1906 
Surplus Stocks © Closeouts © Complete Stocks © Your Name and Brand Protected 





95 Reade St., New York 13, N. Y. 
COrtiasdt 7-6378-9 











MY HOBBY 
Buying, Selling Shoes for 36 years 
CASH TOP PRICES 


Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 

















No More Worries 
No More Cares 
No More Gray 
























Buy Savings Bonds 
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These are people who work in a store. 


What are they doing... 


taking inventory ? No. Gwendolyn, they are 


“a TF) 


. ee al ap ry . 
getting ready to blast RPS That's the 
> 


only way they can move the stuff they bought 
from Unknown, Inc. 
Stand back, Gwendolyn, somebody’s liable 


to gel hurt...and I think itll be a 


retailer. — 


MORAL: Why pet tuck with a product people don't 
know about? Brand name manufacturers are preselling and 
reselling your customers. Reputable brands outsell the unknown 
in most lines 7 or 8 to 1! Feature and profit from branded 


merchandise, 


AND IT'S YOURS... 


ah ita Ohpanid v4 Vout Sountation 


37 W. 57 ST... NEW YORK 19. N Y 
nent in America— 
d Name Ketailer-of-the-Year 
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One pair—or another 3 MILLION pairs— 
from now, no retailer will 
ever have to take 


1¢ in markdowns 


on the By 
fia 













Hans Springer Comes Back 


New Yor« Hans Springer, who 
last January sold his interest in Cali 
in order to retire, will 
the shoe business, 
affairs of Marx & 
West 


fornia Cobblers 
active in 
taking care of the 
Newman Company on the 


: 


again be 


Coast 





HANS SPRINGER 


Prior to his association with Cob 
blers, Hans Springer had always been 
active and well known in the shoe im- 
port business. Now he is returning 
again to his old field and will work 
closely with his former partners. His 
many friends in the western states 
will be glad to see him active again 
He will call on them with the Brevitt 
and Amalfi lines beginning sometime 
at the end of September. 


Degas Premieres 
Resort Collection 

St. Lovuis—The resort collection of 
Degas footwear was premiered August 


30 on the occasion of a cocktail party 
given for the press and fashion staff 


of Stix, Baer & Fuller department 
store by Dan Berk of Sid Berk, Inc., 
Boston. Mr. Berk was in St. Louis 


visiting Stix in conjunction with the 
opening presentation of Degas foot- 
wear at the firm’s downtown and new 
Westroads stores. 

To better aquaint the fashion and 
shoe personnel of Stix with the Degas 





130 


Wrttco 
Pardh MAL 4’, 


Toe wer? 


©1955 WELLCO SHOE corp., Waynesville, N. C. 











To Retail 
PROFITABLY 


$795 






@ 
Pat. $2,574,582 






wat BELA KG, 





| MOUNT JOY 


IT’S SHORT...IT‘S POWER PACKED 
IT’S THE “PACKAGE” BOYS SHOE PROMOTION 


THE ALL BO vsA 


ALSO MAKERS OF 
AMERICA’S MOST POPULAR LINE OF BOYS’ SHOES k= 


faoericn 


EE; ze 


a al 
GERBERICH-PAYNE SHOE co. 


PENNSYLVANIA 









showed representative 
firm’s forthcoming re 
models as yet not in 


this collection 


line, Mr. Berk 
styles from the 
collection, 
production. Starring in 
was a sprightly group of flats including 


sort 


one of white kid—a very open lattice- 
type of sandal with a large red felt 
rose perched on the vamp. Another 
flat skimmer type of pump is decorated 
with two large straw daisies, the 
centers of the flowers being large red 


cherries. 
Little 
of the line 


heels are the major feature 
. many of them stacked 
leather such as the one featured on a 
sling spectator-type of pump in pale 
beige corkette with a perforated collar 
of dark brown. Another important shoe 
is of white leather, its draped vamp 
gathered under the pink stripping-size 
collar. The quarter and heel are pink 

Color is a primary factor in the col- 
lection with turquoige and orange 
touches seen on black patent, multi- 
strippings over vinylite vamps 
and gay shock color trims such as the 
red feet rosebud mentioned. 


color 


Appointed Sales Manager 
For Fiancee Division 


AUBURN, MAINE Appointment of 
Mannie Saifer as sales manager of the 





MANNIE SAIFER 


of Clark Shoe Co., 
announced by 


division 
Me., has been 


Fiancee 
Auburn, 


Made Merchandise Manager 
For Two Divisions 
St. Louis—Frank J. 
merly with Winthrop Shoe Company, 
has been named office manager and 
merchandise manager for two Inter- 
Shoe Company divisions 


Randol, for 


national 





FRANK J. RANDOL 


Great Northern Shoe Company and 
Hampshire Shoe Company, according 
to Robert Shaffer, director of distribu- 


tion for men’s and boys’ shoes for 
International. 

Office manager of Winthrop since 
1948, Mr. Randol formerly was office 
manager for a number of Interna- 
tional’s shoe factories. He has been 
with the company for the past 16 
years. 


Great Northern produces men’s and 
boys’ shoes in the popular price range 
on an instock basis for volume ac 
counts. Hampshire also produces men’s 
and boys’ for volume accounts, 
but on a make-up basis. Headquarters 
for the two divisions recently were 
moved from Manchester, N. H., to St 


shoes 





Louis, International’s home office. 
Sam Fradkin, president of the com- 
pany. 


Mr. Saifer has been associated with 
the company since 1941 as a salesman 
and for 20 years prior to that was 
well known as a shoe buyer in the St. 
Louis market. 
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INDEX TO ADVERTISERS 





Acme Boot Co 15 Iselin, William, & Co., Ine 
Advance Theatrical Shoe Co Italians Shoes Manufacturer 
Allied Kid Company 
American Biltrite Rubber Co 
American Fixture Co Julian & Kokenge Cs 
American Girl Shoe Co 

American Hide & Leather Co 

American Juniors Shoe Co 3 Keith, Geo. EF 
Footwear 


Cx 

Arronson, George J Associates ‘ Kings 
Kreider, A. S., Shoe Mfg. Co 
Kreider’s, W. L., Sor Mix. Ci 


B. & R. Shoe © Krome, A., & Co 


jaris Shoe Co 
sarrett & Co 
Bass, G. H., & Co 


fata Shoe Co 


Lawrence, A, <., Leather 
Lion Sandal In 
Little Yankee Shoe 


2& ‘rims ; 
seckerman, M., & Son Lumbard Watson Shoe Co 


fegges & Cobb Co 

Belgrade Shoe Co 

Berned Shoe Company 95, 2, Markell Shoe Co., In 
Urezner, Div. of Allied Kid Co j | Midwest Shoe Company 
Broitman-Gaffin Shoe Co : Monarch Marking Systen 
Brown Shoe Co ‘ Morris Bayroff 


Mosinger-Cohn Co 


Camitta, Louis, Shoe Co 
National Shoe Show 


Nunn Bush Shoe Co 


Camitta, Sam 

Camitta Shoe Co 
Cavalier Co 
(hairmasters, Inc 
Chesbrough, G. W., Co 


Ohio Leather Co 


Chris Laganas Shoe Co 
Clapp, Edwin, & Son, Ine 
Colonial Tanning Co 
Comforts Products, Inc 
Converse Rubber Co 
Culver Mfg. Co 

Curtis, Stephens, Embry Co 


Peek-A-Boot Co 
Peters Shoe Company 
Pierce, C. 8., Co 


Prima Footwear, Inc 


Rochester Shoe Tree Co 
Romito-Donnelly Co 
Dow Corning Corporation 73 toss, A. H., & Sons 
Dunham Brothers ... Rueping, Fred, Leather Co 
DuPont, E. 1., de Nemours & Co., Ine | 


Sabin, B 
Sebago-Moc Co 
Shaw, M. T., Ine 
Smith, J. P., Shoe Co 
Snow-Proof Co 

Step Master Shoe 


Katon, C. A., Co 
Eddy Shoe Co 
Edwards, J 
Ephrata Shoe Company 
Everett & Barron Co 


Co 


Taylor, Thomas, & Sons 
Farber, L,, Co | Thonet Industries 
Five Star Footwear Tyer Rubber Co 


; nited Last Company 
Gerberich-Payne Shoe Co 


. . Inited Shoe Machinery Corp 
Gilbert Shoe Co 


30, 38, 69, 8 
Goding foots Co 

Goodrich, B. F., Co 
Goodyear Tire & Rubber Co 
Gotham Shoe Mfg. Co aisey-Bristol Shoe Co., In« 
Green Shoe Mfg. Co é ; incent Edwards & Co 
Gro-Cord Rubber Co ie iner Brothers 


irginia Oak Tannery Sales Corp 


Hale, Alfred, Rubber Co 
Weil, M. K., Shoe Co 


Welico Shoe Corp 

Wilner Wood Products Co 

Wohl Shoe Company 

Wolf Brothers, Inc 

Wolverine Shoe & Tanning Corp 
Worcester Shoe Co 


Hannahsons Shoes 1 

Hempstead Shoe Co 128 
Herbst Shoe Mfg. Co 44 
Hess, Harry 128 
Heydays Shoes, Inc. . 48 
Hood Rubber Co 10, 11 
Huber Slipper Co 123 
Hubsehman, E., & Sons, Inc 2nd Cover 
Hussco Shoe Company : 112 | X-Ray Shoe Fitter Co 
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nited States Rubber Co Front Co 


FREE 
DISPLAY! 


with every 
6 dozen 


SHOE DRESSINGS 


Here's the plan: with every 6 doz. order 
of any of the wonderful new Cinderella 
liquids Leather Creams, Suede Dress 
ings, Perma-Whites we'll include this 
handsome natural blond wood $10. dis 
play, lettered in black and gold, with pink 
and black interchangeable promotion 
cards! Takes less than 2/3 of a square 
foot counter spoce (B8'/2"' « 11"), yet dis 
plays full dozen (with compartment in 
back for 5 more)! Limit one display to oa 
customer, please. Everett & Barron Co, 


Providence, ®. |. and Toronto, Canada 


iis 
Any of these - Tht m 
curds can be 3 cut Amy ~ 
inserted, to i 

adapt your ‘ 

display to 

any Cinder 

ella liquid! 


ORDER THROUGH YOUR 
WHOLESALER TODAY! 








This sign 1s never down for long... 


machines have a special 


.. the WAS Parts System. 


Workers using United 
kind of work insurance: . 


Backing up the operators you see here are strate- 
gically located stocks of replacement parts. And 
that’s true for all workers at every one of the more 
than 100,000 United machines in operation. Parts 
needed are provided quickly through a smoothly op- 
erating nationwide system of supply. There’s ever- 
present protection against the creeping paralysis 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


that otherwise could spread through a factory when 
one machine is down for lack of a single part. 
Whether the “men at work’’ are at machines or in 
charge of an entire factory, the WAS Parts System 
is constant insurance for their steady breadwinning. 
Parts supply is a UBA6 service to the shoe industry. 
A service that means costs down instead of machines 
and helps the shoe industry supply the 
amply and in variety. 


down. . 
customer in the shoe store... 












LAWSON Last 
Style 8407 
PLI-FLEX CUSHION SHOE 
Brown Mello © Rubber Heel 
Also in Black 


LAWSON Last 
Style 8434 
PLI-FLEX CUSHION SHOE 
Brown Mello © Rubber Heel 
Also in Black 


LAWSON Last 
Style 8428 
PLI-FLEX CUSHION SHOE 
Brown Mello © Rubber Heel 
Also in Black 


ee 


Fast Selling 
Cushion Shoes 


Since their introduction last year, Edgerton 
Pli-Flex Cushion Shoes have been outselling 
every expectation! An entire family of Cushion 
Sole Edgertons is eager to earn important 
profits for you! Will you be ready for them? 


Edgerton Division » NUNN-BUSH SHOE COMPANY + Milwaukee, Wisconsin 


CUSHION SHOES 





SHE’S IN A MILLION 
MILLION 
MILLION 


MILLION 


In 1954, for the very first time, 
the country’s birth rate 

passed the four million mark. 
(During the current year, 

it is expected to go even higher.) 


The baby boom means big business 
in lots of ways. 
Luckily, yours is one of them. 


Last year’s bumper crop makes it 
more imperative than ever to 
concentrate on your Firstie business 
... advertise it, service it, keep 
accurate records of it. 


Today’s Firstie customers represent 

a tremendously important 124% 

of all the children who will be 

going back to kindergarten and 

elementary school just five years from now. 
Get your share now... have them with you then. 


Green Shoe Mfg. Co., Boston, Mass. 





